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Factories Hail 
May Sales Spurt 
As End of Slump 


Daily Rate Improves 
11 Pet. from April; 
Ford Is Top Gainer 


By John E. Walsh 
Staff Writer 

EW-CAR sales continued to 
spiral upward in May, and opti- 
mism among makers was at a high 
point, Their reports, based on a 
projection of dealer reports, indi- 
cated 535,742 deliveries during the 
month, up 16.3 percent over April’s 

460,823 domestic car sales. 

The daily rate for the 26 sell- 
ing days in May was 20,605, an 
increase of 11.8 percent over the 
18,433 rate for 25 selling days in 
the previous month. 

The most impressive gain was 
claimed by the Ford Division, 
which said deliveries of 173,000 cars 
and trucks were the highest for 
any May since 1929, the first year 
of the Model A, when 175,000 units 
were sold. 

Lee A. Iacocca, division general 
manager, said the achievement 
“should help to banish any doubt 
that the recession has ended.” 

* * * 

ENERAL MOTORS accounted 

for 49.2 percent of the May 

market on a reported 263,786 deliv- 
eries, followed by Ford with 32.7 
percent on an estimated 175,100 
sales. 

Chrysler Corp. reported 56,117 
sales for 10.5 percent of the mar- 
ket; American Motors Corp., 33,- 
515 for 6.3 percent, and Stude- 
baker-Packard Corp., 7,214 for 1.3 
percent. 

Compact-car sales were up 18.1 
percent over April, from an esti- 
mated 160,889 to 189,961. The small 
car’s penetration in May was 35.5 
percent, compared with April’s 34.9 
percent. 


* * * 


ALCON continued to lead small- 

car sales by a wide margin on 
54,550 deliveries, although Corvair 
had its best month since its intro- 
duction in ’59, with 35,092 sales. 

Other compact-car totals were: 
Rambler, 33,515; Comet, 18,700; Val- 

iant, 10,560; Tempest, 8,850; F-85, 
8,605; Special, 7,550; Lark, 7,214, and 
Lancer, 5,325. 

Edward N. Cole, general man- 
ager, reported that Chevrolet’s 
sales in May were the highest in 
11 months and represented the sec- 
ond highest May in the division’s 
history. 

Sales of 168,038 cars were only 
2.5 percent under the company’s 
all-time May record of 172,325 
established last year, he added. 

During the month dealers also 
sold 31,601 trucks, bringing the 
total to 199,639 units, Cole said. 
Car sales, of which Corvair ac- 
counted for 21 percent, were up 52 

(Continued on Page 42, Col. 2) 
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@ How dealer markups compare 
with other trades. Page 3. 


@ Salesman’s salesman rings 
bell. Page 28. 

@ Exploring Chrysler ram 
duction, Turnings. Page 12. 

@ Report on finance divorce 
hearings. Page 2. 

@ Judge hears good-faith argu- 
ments. Page 6. 
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Top Cars 


New-car registrations for four months: 


1961 1960 
Pos. Make Pos. 
1— 474,354 Chev. 554,608— 1 
2— 395,796 Ford 476,289— 2 
3— 113,744 Pontiac 132,748— 5 
4— 107,817 Rambler 134,252— 4 
5— 97,350 Olds. 116,234— 6 
6— 95,616 Plym. 149,272— 3 
7— 84,778 Buick 87,605— 8 
8— 172,032 Dodge 115,779— 7 
9— 51,790 Comet 20,340—13 
10— 48,160 Cadillac 51,647—10 
1l— 37,099 Mercury 54,404— 9 
12— 28,229 Chrysler 26,589—12 
13— 23,945 ‘stude. 38,244—11 
14— 10,352 Lincoln 8,554—14 
15— 3,813 Imperial 5,787—15 
123,136 Misc. 195,782 
Total All Makes 
1,768,011 2,168,250 


Further details on Page 32. 





44-Day Stockpile Raises Dealer Hopes .. . 


Smoother Cleanup Seen 


By Maynard M. Gordon 
News Editor 


NOTHER contraction in the 

days’ supply of new domestic- 
car stocks has brightened dealer 
expectations for the. ’6l-model 
cleanup. 

But, an Automotivé News sur- 
vey indicated, dealers are condi- 
tioning their cleanup. predictions 
on factory scheduling and pro- 
gramming in the wrapup of the 
model run. 

“The outlook for the cleanup is 
OK if they don’t load ‘us up and do 
offer good cleanup bonuses,” said a 
Colorado Oldsmobile-Cadillac deal- 


NADA Board Endorses 
Task Force, Elects Abbott 


ASHINGTON, — Task Force 
Committee efforts to seek solu- 
tions to dealers’ problems were en- 
dorsed by the National Automobile 
Dealers Assn. board of directors at 
its midyear meeting here last week. 
The directors named Thomas F. 
Abbott jr.. Fort Worth Pontiac- 
Rambler dealer, president to fill the 
unexpired term of Walter B. Coop- 
er who died last month after a 
lung operation. 

John H. Lander, Atlanta Dodge 
dealer, was chosen to succeed 
Abbott as first vice-president. 

The major portion of the board’s 


Model Run Tops 
4% Million Cars 


Weekly Rate Closer 
To Year-Ago Mark 


By Martin L. Whitmyer 
Staff Writer 
ys auto industry topped the 4.5 
million mark in model-run out- 
put last week as assembly lines 
shifted back into high gear after 
the long Memorial Day shutdowns. 

American car manufacturers 
turned out an estimated 128,476 
cars last week for a 49.9 percent 
boost from the previous week’s 
85,723 assemblies, when most mak- 
ers worked their lines only three 
days. 

Last week’s output also was 
only 8.7 percent below the 139,557 
the comparable week of a year 
ago — the closest the United 
States auto industry has come to 
equalling the output of a year 
ago in any single week. 

On a price-group basis, the low- 
price standards took 43.5 percent 
of total industry output on an esti- 
mated 55,900 assemblies last week; 
the compacts picked up 36.4 percent 
on 46,805 cars; the mediums took 
16.9 percent on 21,641 assemblies, 
and the highest priced picked up 
3.2 percent on 4,130 cars. 

A week earlier, the standards 
took 40.1 percent on 34,518 units; 
the compacts, 38.7 percent on 33,151 
cars; the mediums, 18.3 percent on 
15,688 assemblies, and the highest 
priced, 2.9 percent on 2,466 units. 

oe OK x 





Ts compacts, led by Falcon 
with a record 58,054 assemblies, 
took 37.2 percent of total industry 
output in May and pushed model- 
run production to 1,517,786 assem- 
blies. 

That was good for 34.5 percent 


of total model-run output and 
(Continued on Page 45, Col. 1) 


three-day session was devoted to an 
intensive review of the Task Force 
group’s initial discussion with each 
of the five manufactufers. 

As a result of the study, the di- 
rectors: 

1. Reaffirmed the urgent need of 
action on the industry’s “basic 
problems, for there has been no 





T. F. Abbott Jr. John H. Lander 
visible improvement of conditions 
since the Task Force project’s in- 
ception last February.” 

2. Agreed that the Committee’s 
approach to the problems is correct 
and comprehensive. 

o. eo 

Snes. Resolved that the NADA 
president be requested to call 

a special session of the board to 
receive the Committee’s report and 


recommendations at the conclusion 
(Continued on Page 41, Col. 1) 


Each Maker's Share... 


er who reflected the concensus 
viewpoint. 
* * * 

7 June 1 inventory survey in- 

dicates an estimated 904,441 do- 
mestic cars in stock or in transit 
from the factories. This is a 44-day 
supply at the improved May selling 
rate. 

The June inventory compared 
favorably with previous results, It 
was down in volume and days’ sup- 
ply from the May 1 stockpile of 
915,241 domestics, which was a 
49%4-day supply at the April retail 
rate. 

In addition, June’s stockpile 
lagged an impressive 11.7 per- 
cent behind the comparable level 
of a year ago, when the third 
successive inventory of more 
than one million cars portended 
the rugged 1960 cleanup just 
ahead. 


Dealers also were thankful for 
the fact that, within the total in- 
ventory picture, the total of the 10 
compacts rose last month in terms 
of volume. 

“We'll need all the compacts we 
can get at cleanup time,” comment- 
ed a Ford dealer in Ohio. “Folks 
will be looking for bargains then 
and the compacts fill this bill per- 
fectly.” 

o* * * 
[= June 1 stockpile included 
an estimated 331,000 compacts, 
up 16,000 from the May 1 aggre- 
gate. The compacts comprised 36.7 
percent of the national inventory 
and presented a 46.4 days’ supply, 





compared to 34% percent and 49 
days on May Day. 

Stocks of new domestic cars have 
declined gradually ever since 
reaching a ’61-model-run peak last 
February. The float then was 1,023,- 
845, which trailed only the records 
set by the inventory in June and 
July of last year. 

The alltime high for dealer in- 
ventories of domestic cars in the 
United States was reached July 
1, 1960, when 1,038,967 were count- 
ed. Improved selling rates from 
the first quarter of 1961 and 
more realistic production rates 


have made it a virtual certainty 
(Continued on Page 4, Col. 1) 
* * * 


New-Car Stocks 


In Field and in Transit, 
Domestic Makes 


1,024,090 


915,241 


904,441 


June, 

1961 
Current Records 

High (1,088,967) - - July 1, 1960 

Low (157,607) - - - Nov. 1, 1954 

© 1961, by Automotive News 


May, 
1961 


June, 
1960 





Compacts Get 32 Percent 
Of April Registrations 


By Kenneth C, Kelley Jr. 
Staff Writer 
W-CAR registrations totalled 
499,504 units in April, down 
22.83 percent from the 647,287 cars 
sold in the like month of last year. 
It was the poorest showing for an 
April since 418,598 cars were sold 
in that month in recession-riddled 
1958. 
The April total was 4.05 per- 


New-Car Sales Analysis, 1961-1960 


April vs. March 


Pet. of 
Regis., 
March 


Pet. of 
Regis., 
April 


27.47 
22.17 
6.30 
6.23 
5.35 
5.40 
4.68 
4.00 
2.87 
2.77 
2.07 
1.56 


Chevrolet 
Ford 
Pontiac 
Rambler 
Plymouth 
Oldsmobile 
Buick 
Dodge 
Comet 
Cadillac 
Mercury 
Chrysler 
Studebaker 
Lincoln 
Imperial 


GEN. MOTORS 
FORD MOTOR 
CHRYS. CORP. 
AMER, MOTORS ... 
S-P 


*—Miscellaneous figures include imports. 


Four Months—’61-’60 

Pet. of Pet. of Pet. Pt. 

Regis., Regis., Change 

During 4Mos,, 4Mos., ’61 vs. ’60 
Month 1961 1960 

— 48 26.83 25.58 
17 22.39 21.97 
14 6.43 6.12 
-04 6.10 6.19 
23 5.41 6.88 
07 5.51 5.36 
29 4.79 4.04 
¢ 4.07 5.34 
14 2.93 94 
2.42 2.38 
2.10 2.51 
1.60 1.23 


Pet. Pt. 
Change 


+1.25 
+ .42 


L+++14141 





cent above the 480,067 cars sold 
in March of this year. The first 
four months of this year saw 
1,768,011 new cars registered, off 
a hefty 18.46 percent from the 
2,168,250 sales in the like period 
of 1960. 

R. L. Polk & Co. experienced a 
delay in receiving the April regis- 
tration report from one state, so 
that state’s April figures are Polk 
estimates. 

The 10 domestic compacts con- 
tinued to gain in sales and market 
penetration in April. 

* * ok 


EGISTRATIONS of compacts 

reached 160,791 in April, good 
for 32.2 percent of the market. 
Sales of compacts in March num- 
bered 150,361, good for 31.3 percent 
of the market. 


The 10 domestic compacts’ sales 
for April were: Falcon, 40,600; 
Rambler, 30,893; Corvair, 28,651; 
Comet, 15,055; Valiant, 10,356; Tem- 
pest, 8,979; Studebaker, 7,466; Spe- 
cial, 6,739; Lancer, 6,615, and F-85, 
5,437. 

When market penetration fig- 
ures for all lines for April are 
compared with March results, the 
picture is mixed. It was a good 
month for Chrysler Corp., Stude- 
baker and some General Motors 
divisions. For the other GM divi- 
sions, Rambler and most Ford 
lines, the month was not so good. 


Chrysler Corp. was the big gain- 
er, with penetration up by 0.85 per- 
centage points. Plymouth gained 
0.23 points; Dodge, 0.45 points, .and 


Chrysler, 0.17 points, while Imperial 


held its penetration steady at 0.19 
percent. 
(Continued on Page 4, Col. 2) 
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AUTOMOTIVE NEWS, JUNE 12, 1961 


AFC Attacks, GM Defends... 


Foes of GMAC Offer 


Lower-Price Lure 


WASHINGTON, — Hearings on 
divestiture of auto finance com- 
panies opened last week with an 
attack by spokesmen for the Amer- 
ican Finance Conference. 

Their position was that a Fed- 
eral law to prohibit auto factories 
from owning sales finance and 
insurance subsidiaries, proposed 
by Rep. Emmanuel Celler, New 
York Democrat, would result in 
@ gradual lowering of auto prices. 

Representing General Motors at 
the hearing and speaking in op- 
position to the divestiture measure 
were GM. Chairman Frederic G. 
Donner and Charles G. Stradella, 
chairman of General Motors Ac- 
ceptance Corp. GMAC is the prin- 
cipal target of the Celler bill. 

Also opposed to divestiture was 
F. W. Misch, Chrysler Corp. finance 
vice-president. (A summary of the 
statements by Donner, Stradella 
and Misch is on Page 44.) 

Lee Loevinger, chief of the Jus- 
tice Department’s antitrust divi- 
sion, gave the bill a limited en- 
dorsement. Paul Rand Dixon, 
Federal Trade Commission chair- 
man, said he, personally, favored 
the bill, but he did not endorse it 
as FTC chief. 

Paul Jones, chief executive of 
AFC, told the House Antitrust 
Committee that “administered 
prices” would be eliminated and 
“gradually all manufacturers would 
become strong.” He asserted that 
“General Motors would price to 
make normal profits.” 

But the real importance of dives- 
titure, according to the spokesman 
for independent sales finance com- 


April Credit Drop 


Seventh in Row, 


But Below March 


WASHINGTON.—The volume of 
auto credit outstanding dropped by 
$65 million in April and reached 
$17,200 million at month’s end, the 
Federal Reserve Board reported. 

It was the seventh straight 
monthly decline but much less 
than the drop of $118 million in 
March. In April, 1960, credit ex- 
panded by $344 million. 

Total installment debt of con- 
sumers fell by $70 million in April 
and stood at $41,988 million at the 
end of the month. 

Auto credit extended in April 
amounted to $1,247 million, down 
from the $1,330 million for March 
and the $1,692 million for April of 
last year. 

Debt repaid in April reached $1,- 
312 million, compared to $1,448 mil- 
lion in March and $1,348 million in 
April, 1960. 

Of the auto credit outstanding 
on April 30, banks had extended 
$7,842 million, down $7 million in 
April but a gain of $163 million in 
the last year. 

Finance companies held $7,245 
million of the auto paper, down 
$69 million in April and a loss 
of $293 million in the last year. 

Other financial institutions had 





extended $1,625 million of the| © 


credit total, up $14 million in April 
and a gain of $168 million in the 
last year. 


The remaining $488 million of the : 


credit total was held by auto deal- 
ers, down $3 million in April and 
down $8 million in the last year. 


N. J. Approves 


Interest Advance 


TRENTON, N. J.—The Legisla- 
ture has approved a bill which 
would permit a loan company to 
charge 5 percent interest in ad- 
vance per year on car loans up to 
$4,000 payable in as many as 36 
monthly installments. 

Thus, said Assemblyman C. Rob- 
ert Sarcone, the purchaser of a 
$4,000 car on time would have to 
pay $600 interest before driving the 
car away. 


panies, is that “the log jam in 
dealers would be broken.” 

Jones asserted that there was 
no mobility between GM and 
non-GM dealers because GM 
dealers would be foolish to switch 
to non-GM franchises and en- 
danger “the special incomes and 
delayed incomes they receive be- 
cause of GM’s financing and in- 
suring businesses.” 

Separating manufacture from fi- 
nancing, according to Jones, would 
result in strengthening and in- 
creasing non-GM dealers. 

More dual dealerships would re- 
sult, Jones declared, because the 
GM dealer could move to non-GM 
franchises and take his finance 
source with him without fear of 
losing delayed income from finan- 
cing and insurance on installment 
contracts. 

This is the way Jones saw fac- 
tory-financing relationships: 

“General Motors years ago creat- 
ed side incomes for its dealers from 
factory-owned sales finance and in- 
surance subsidiaries that have 
practically no acquisition costs. 
These incomes round out five pock- 
ets of dealer income, all controlled 
by GM. Two of them are delayed, 
and they act as a pension would 
to hold dealers for GM.” 

He defined the five incomes as 
markup on cars and parts, insur- 
ance commissions, normal finance 
reserve, overcharge or “pack” on 
the finance charge and insurance, 
repair and replacement. 

“These side incomes, being free 
of acquisition cost and requiring 
only simple administrative expense, 
were greater than dealers in non- 
GM cars could match from inde- 
pendent finance companies and in- 
surance companies which had nor- 
mal expenses,” he said. 

“To increase its advantage,” 
Jones asserted, “GM has created 
subsidies for its finance subsidi- 
ary. One subsidy alone packs into 
the cost of every product sold by 
GM at least $1 for each $100 of 
sales price, or $40 on a $4,000 
new car.” 

Jones charged that there is “not 
one new-car sale out of 10,000 that 
GMAC finances for GM cars that 
escapes. the finance pack, as de- 
fined by GM’s own statement be- 
fore the Federal Trade Commis- 
sion.” 

“We will show,” Jones said, “that 
GM has used the finance pack as 
a merchandising tool to create a 
monopoly in the automobile busi- 
ness.” 

An independent GMAC would 
make its services, resting solely on 
their own merits, available to non- 
GM dealers, he said. 

In his opening statement, Sub- 

(Continued on Page 44, Col. 1) 





Valiant Wins Award— 


The housing for the instrument cluster 
of the ‘61 Valiant, injection molded of 
acetal resin, Delrin, was awarded a trophy 
in the Bachner Award Competition spon- 
sored by Chicago Molded Products Corp., 
Chicago. Chrysler Corp.'s award-winning 
housing is*shown as it appears when fully 
fitted with instruments and dials. The satis- 
factory accommodation to both the severe 
structural requirements and the aesthetic 
demands created by its location directly in 
front of the driver was one of many points 
noted by Chrysler. 


Governor Signs New Registration Law— 


Gov. John A. Volpe of Massachusetts signs a new law which will benefit motorists 
when transferring registration and insurance from an older vehicle to a newly pur- 
chased one. The law provides that dealers may remove registration plates on their 
customer's tradein and make use of the same plates to keep the new car registered 
and insured for a three-day period; after which time registration is effected in the 
regular manner. From left are Robert F. Krumpholtz, Holyoke, president, Massachusetts 
State Automobile Dealers Assn.; Senator William D. Fleming, Worcester; Rep. John J. 


Toomey, Cambridge; William A. Plunkett, 


Dedham, association executive vice-presi- 


dent; Rep. William Longworth, Methuen, sponsor of the bill; Hugo L. Separini, associ- 
ation immediate past president, and Senator C. Eugene Farnam, Medford. 


Dann Loses Plea to Kill 
Chrysler Libel Suit 


WILMINGTON, Del. — Sol A. 
Dann’s motion to dismiss Chrysler 
Corp.’s $30 million libel suit against 
him hag been denied in Delaware 
Superior Court. 

Judge Charles L. Terry jr. re- 
jected the Detroit lawyer’s argu- 
ment that there were five 
grounds for dismissing the suit, 
which Chrysler brought last Aug. 
29. 

Dann, owner of 5,100 shares of 
Chrysler stock and an arch-foe of 
Chrysler management, was sued by 
Chrysler as the result of his at- 
tacks at the 1960 shareholders 
meeting. He has sued the company 
here and in Detroit and New York. 

Judge Terry denied these five al- 
legations by Dann: That the action 
should have been brought in a 
Michigan court; that the suit was 
brought by Chrysler officials with- 
out corporate authority; that the 
suit was filed to interfere with 
other court actions brought by 
Dann against present and past 
Chrysler officials; that the suit con- 
stituted an abuse of the processes 
of the court, and that Chrysler’s 
attempt to attach Dann holdings in 
Delaware violated his constitution- 
al rights. 

Chrysler’s suit charges Dann 
with attempting to undermine 
and destroy the confidence and 
faith of dealers and stockholders. 
The suit asks for damages of 
more than $10 million each for 
various “false, malicious and de- 
famatory” statements attributed 
to Dann concerning Chrysler’s 
financial statements and condi- 
tion. 

Dann, the suit asserts, made 
these statements out of spite and 


Champion Makes 
Spark-Plug Deal 
With Chrysler 


TOLEDO. — Champion Spark 
Plug Co. announces it has replaced 
Electric Autolite as the exclusive 
spark-plug supplier for Chrysler 
Corp. in the United States. 

The Champion-Chrysler hookup 
completed a round robin which 
began when Autolite sold its 
spark-plug plant and use of the 
Autolite name to Ford Motor Co. 
Champion had long been supplier 
of plugs to Ford, while Autolite had 
furnished plugs to Chrysler. 

R. A. Stranahan jr., president of 
Champion, said all of Chrysler’s 
spark-plug requirements would be 
assumed by his company, including 
car, truck, marine and industrial. 

A Chrysler spokesman said 
Champion plugs would be avail- 
able to all Chrysler Corp. dealers 
through their normal MoPar parts 
channels, 


for the deliberate purpose of injur- 
ing the Corporation. 

In Detroit today (June 12), Chief 
Federal District Judge Theodore 
Levin is expected to rule on a 
Chrysler motion to dismiss major 
portions of a Dann complaint 
charging the company with proxy 
violations at its 1961 shareholders 
meeting. 

Judge Levin has asked Dann to 
submit evidence in support of his 
charges that Chrysler withheld or 
misrepresented negative facts 
about its business from the stock- 
holders. 

Chrysler directors held their 
regular monthly meeting in New 
York Thursday, meanwhile, with- 
out coming to final agreement on 

announcing a new president of 
the corporation. 

A source close to the board said 
negotiations were under way with 
an executive outside the auto in- 
dustry who was agreeable to serv- 
ing as Chrysler president with L. L. 
Colbert remaining as chairman. 
But details of the change in com- 
mand were not completely resolved 
when the board met, it was said. 

The board reviewed plans pre- 
sented by Colbert, who is both pres- 
ident and chairman of the com- 
pany, for organizational changes 
preceding introduction of ’62 mod- 
els this fall. 








Model Cutbacks 
Held Impractical 


Benson Ford Fears Blow 
To Dealer Profits 


DAYTON.—Benson Ford, chair- 
man of the Ford Motor Co. Dealer 
Policy Board, doesn’t think there 
are too many different types of cars 
and models on 
the market today. 

“As a matter of 
fact, I think that 
if we cut back on 
the number of 
models, wed 
probably be criti- 
cized,” he said at 
a press confer- 
ence here. 

“I think the 
public wants to a» 
do a lot of shop- Benson Ford 
ping; they want to have a variety 
to choose from. 


“Some of the dealers complain 
a little that they have too many 
cars to sell,” he continued, “but if 
they didn’t have them they 
wouldn’t be making any money, so 
we feel it’s necessary to have as 
many as we do on the market right 
now.” 

Ford, who also is national 
chairman of the United Com- 
munity Campaigns of America, 
was in Dayton to address the 
1lth annual conference of the 
charity group. 

Asked what any auto maker 
could do about levelling out the 
highs and lows of employment that 
go hand-in-hand with sales highs 
and lows, Ford replied: “Nothing.” 

He added that the industry can 
never anticipate how many and 
what kinds of cars the public will 
buy. 

“Where can you store the cars if 
you build them ahead of time?” he 
said. “You can’t overstock the 
dealers.” 

The best that Ford or any car 
maker can do is to schedule “two 
or three’ months ahead, he con- 
tinued, and even then the com- 
pany’s plans go awry. 

Thus, he added, the industry can’t 
promise a set number of work 
weeks for. factory workers every 
year. 


2 Finance Firms 


Agree to Merge 


NEW YORK, — A merger of 
Thorp Finance Corp., Thorp, Wis., 
into the C.LT. Financial Corp, has 
been agreed to in principle by both 
concerns. 

The proposal, which must be ac- 
cepted by directors and sharehold- 
ers of both concerns, calls for the 
exchange of 10% shares of Thorp 
stock for each share of C.I.T. com- 
mon stock and the redemption of 
Thorp preferred stock for cash. 





Business Barometer 


Automotive News Economic Index — 


93.4 Percent of 
96.5 Percent of 


Auto Production 
Truck Production 
Auto Registrations—Year to date. . 
Truck Registrations—Year to date. 
Steel Production—Tons 
Lumber Production—Board feet... 
Paperboard Production—Tons.... 
Soft Coal Output—tons 
Oil Refinery Output—Barrels 
Electric Output—Kilowatt hours.... 
Barometer Freight Car Leadings 
Department Store Sales Index .. 
Stock Market Price Index 
U.S. Government Spending 
—Fiscal year to date 
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Savings Deposits 
Used-Car Prices—Average 
Business Failures 


Common 
Stocks June 7 
17% 
44\%, 
87%, 
45 


May 31 
18% 
43 Ve, 
845% 
445% 


1961 Range 
214%,-16%% 
48 -37% 
914-633, 
49 Vn -405% 


$89,708,704,000 


Commercial and Industrial Loans $31,608,000,000 
$28,135,000,000 


Last Week 
Like Week Last Year 
Percent of 


Percent of Like Week 

Last Week Last Year 
66.3 74.4 
67.8 75.3 
‘ 81.4 
85.9 
118.9 
96.4 
103.9 
93.2 
100.2 
102.8 
93.0 
98.6 
TiZ7.S 


85,723 
16,744 
1,756,480 
267,690 
2,052,000 
226,266,000 
300,899 
7,990,000 
49,704,000 
13,887,000,000 
334,451 

137 

134.9 


98.8 
94.7 
90.7 
103.1 
102.4 
96.5 
100.2 
93.8 
100.5 


seas 104.9 
99.1 100.8 
100.2 
98.7 


69.0 


105.3 
92.7 


$1,036 
254 


Common 


Stocks May 31 1961 Range 


53Y%_ 5434-425 
49%  4934-32% 
7% 9-7 
585% 5934-40% 


(June 12, 1961) 
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Auto Dealers Face 


Dealer Forum 


by Robert M. Finlay 





EN and ideas: Birkett L. Wil- 
liams, former NADA president, 
writes: 

“While I didn’t put it in my writ- 
ten remarks, I told the dealers in 
Los Angeles that it seemed the fac- 
tories were either going to become 
more realistic on this matter of in- 
ventories or they 
would face insist- 
ent, persistent 
and irresistible 
demand on the 
part of the deal- 
ers for help in 
carrying at least 
the abnormal 
portion of their 
new-car inven- 
tories. 

“In my opinion, , 
there is nothing B. L. Williams 
the matter with the automobile 
retail business right now which a 
reasonable new-car-inventory car- 
rying cost wouldn’t fix.” 

ok * & 


Thing That’s Wrong 


|i proememonad S. LEAFE, secretary- 
treasurer of Gary-Allen Chev- 
rolet Co. in Englewood, N. J., writes 
of the dealer who scrawled a big 
“65” across the service bill of any 
customer who complained. 

Did you realize, asked Leafe, that 
in the General Motors dealer ac- 
counting system Account 65 is cap- 
tioned: “Advertising—Local?” 

Nope, I didn’t. 

Leafe adds: 

“Page 1 of your paper is usually 
devoted in a large measure to the 
activities of this or that committee 
currently probing to try to find out 
what is wrong with the retail] auto- 
mobile business. 

“I’ve seen the answer hinted at, 
but never stated in clear, simple 
English: The main thing wrong 
with our business today is the 
majority of morons who are in it. 

“We are enjoying a very success- 
ful year. Through May 31, we have 
not spent five cents on local NEW 
CAR advertising. Cur advertising 
budget is comparable to other deal- 
erships of the same size. This area 
has its share of hotshots and price 
advertisers. Still, we’re doing just 
fine.” 

This makes a lot of sense. New- 
car dealers are alike in that they 
all sell new cars, They are differ- 
ent in other departments of their 
business. They make their mark 
in their community mainly in 
how they serve car owners, They 
serve, too, of course, in the man- 
ner in which they sell, prepare 
and maintain new cars. 

But they should put their adver- 
tising dollars into the job of com- 
municating to the public the man- 
ner in which they render real 
service, rather than in trying to 
convince people they can give away 
more than the next dealer. 

ok * * 
Open Display 
aeerrvs of a local depart- 
ment store: 

“In the retail business we're al- 

ways looking for some panacea— 
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some thing that will lead to auto- 
matic success in selling. 

“The latest big deal is open 
display. Spread out the merchan- 
dise before the customer and let 
him pick, and then pay a cashier, 

“This has some of the answers. 
Obviously, well-displayed merchan- 
dise reminds people of things 
they’d like, and it stimulates buy- 
ing. 

“But there’s no substitute for 
well-trained sales people. Some peo- 
ple don’t want to hunt through 
open counters. They want the ad- 


vice and counsel of the merchant.” 
* * * 


Creepy Feeling 


A economy car six months ago 
and now is looking for a car with 
more excitement: 

“I went to three showrooms 
Saturday, and I got the same 
creepy feeling in each. The sales- 
men seemed bunched together. 
They eyed me suspiciously. Fi- 
nally one detached himself and 
approached me with what seemed 
to me lixe an attitude of, ‘Well, 
what do you want?’” 

This girl could be sold fast by 
a good salesman, She would wel- 
come advice from a salesman who 
knows cars and who could steer 
her to the spirited car she is 
dreaming of to replace the nearly 
new but never eager present car. 

“All they seemed to want to 
do,” she said, “is get the keys to 
my old car.” 

She’s not interested in the old 
car. That one’s dead. She wants 
salesman to build a dream for her. 

o* 


* * 
Think of People 
EORGE W. WALKER, as he 
retired as Ford’s styling chief: 

“I don’t really think of products 
when I’m designing. I think of the 
people I'll be put- 
ting to work 
through improved 
design.” 

In case this 
sounds like the 
old college balony 
to you, a close 
friend of his once 
said of him: 

“George igs one 
_ of the few people 
haa I’ve met in the 

G, W. Walker auto business 
who had a genuine affection for 
people.” 

Walker says he’s not retiring his 
mind, 

“Figure I still have 10 years or 
so of creativity left in me,” he said 
with a chuckle. 

* 


Market View 


ERALD J. WEIPERT, a free- 

lance writer with considerable 
experience in advertising writing 
and slidefilm production, and who 
also spent four months as a new- 
car salesman: 

“The average new-car salesman 
is discouraged. He feels that he has 
little chance against the worldly 
wise auto shoppers out to buy for 
a five spot cheaper.” 

Isn’t there a place for real sales- 
manship, though? 

“The salesman feels that sup- 
posing he does make a real fine 
sell. He sells the car, all right. 
But then the customer goes out 
to see from whom he can buy it 
for the least.” 

Weipert feels that since a deal 
often hangs on a five or 10 dollar 
bill, this points the industry toward 
deceit, for there is a premium on 
convincing a prospect he is saving 
when he isn’t. 

A better future in the auto bus- 
iness hangs on a better selling 
foundation. And this in turn 
hangs on @ sincere effort to train 
salesmen in methods that build 
confidence. 

There is no gainsaying the fact 
that the American auto market is 
fantastically big, made up of nearly 
200 million people. And the desires 
of the 200 million shift, The only 
thing that remains universal and 
constant is respect for integrity. 


* * 


GIRL we know who bought an}: 








Boost in FTC Budget 


Approved by House 


WASHINGTON.—A $10 million 
budget for the Federal Trade 
Commission in fiscal 1962 has 
been approved by the House. This 
is $690,000 less than the Admin- 
istration requested. 


The House Appropriations 
Committee noted that this will 
enable FTC to increase its staff 
from 823 to 1,053. The committee 
told the House it “considers that 
it has provided a very generous 
increase for 1962 and is going to 
expect the commission to produce 
accordingly.” 








Tougher Problems 
Than Most Trades 


By Kenneth C. Kelley Jr. 
Staff Writer 


Ave dealers are not the only 

retailers who face keen price 
competition and razor-thin profits 
but, in Some ways, auto dealers 





New York State Adds Members— 


James J. Clarkeson (Lincoln-Mercury-Rolls Royce), center, of Schenectady, president 
of the New York State Automobile Dealers Assn., receives congratulations on the suc- 
cess of membership campaigns from two past presidents. At left is Walter E. Hein- 
gartner (Chevrolet), Brooklyn. At right is John G. Dorschel (Buick), Rochester. 


Membership Gain Hailed 


At N. Y. State 


Meeting 


UPPER SARANAC LAKE, N. Y.| old question—‘What have you done 


—President James J. Clarkeson of 
the New York State Automobile 
Dealers Assn. will have a “very 
encouraging progress report” on 
membership strength to announce 
to the organization’s spring meet- 
ing here this week. 

“We’re very pleased to be able 
to report conspicuous success in 
our continuing campaign to keep 
membership in the ‘paid-up’ col- 
umn and our association opera- 
tions in a healthy shade of black 
ink,” Clarkeson said. 

“he dealer attrition here in New 
York State probably has been as 
serious as anywhere in the country. 
However, despite this, we have 
1,730 new-car dealers who think 
enough of our State Association to 
maintain a paid-up membership.” 

Clarkeson, a Schenectady Lin- 
coln-Mercury-Rolls Royce dealer, 
said that in addition to 1,730 paid 
memberships there are 39 unpaid 
memberships thinly scattered in 20 
of the State’s 62 counties, with no 
more than six in any one county; 
conversely, in 42 counties member- 
ship renewals are 100 percent paid. 

“Our healthy condition is directly 
attributable to two important fac- 
tors,” Clarkeson said. 

“First, we’ve done a lot for our 
members, and we’ve done it re- 
cently. Second, our officers, direc- 
tors, district and county vice- 
presidents and three full-time field 
men have carried the message of 
our achievements directly to 
dealers in their areas and laid it 
on the line. As a result, the dues 
are in the till.” 

“We're in the enviable position 
of having a good answer to that 


Public Vote Asked 
On Vehicle Law 


LITTLE ROCK. — Petitions to 
refer the 1961 Motor Vehicle Com- 
mission Act to a popular vote have 
been filed with the Arkansas sec- 
retary of state. 

Ed Cochran, president of the Ar- 
kansas Independent Automobile 
Dealers Assn., delivered petitions 
with 52,734 names to get the issue 
on the 1962 general election ballot. 

If petitions have enough signa- 
tures of qualified voters, he said, 
effectiveness of the law is suspend- 
ed until the election. The act sets 
up a Motor Vehicle Commission 
and gives it regulatory authority 
over the state’s auto industry. 





for us lately?’” 

Clarkeson listed the following as- 
sociation accomplishments in re- 
cent months: 

“1. We were able to convince the 
Legislature that dealer finance in- 
come (reserve) was not against the 
public interest and therefore should 
not be prohibited by statute. 

“2. The State Department of La- 
bor acquiesced in correcting an in- 
equitable requirement of the state’s 
minimum wage order. 

“3. The State Department of Mo- 
tor Vehicles granted the request to 
provide a 15-day grace period in 
the event of a revocation or sus- 
pension of a dealer’s license, in 
order to provide an adequate op- 
portunity for appeal. 

“4, The Department of Motor 
Vehicles, at our request, spelled 
out in layman’s language pre- 
cisely what parts and equipment 
of a motor vehicle a dealer was 
certifying to when he signed a 
certificate of sale. Previously, the 
interpretation was so nebulous as 
to leave every dealer in doubt 
and in jeopardy. 

“5. We convinced important State 
legislators that mandating the in- 
Stallation of seat belts on motor 

(Continued on Page 46, Col, 3) 


On the House... 


have the toughest row to hoe in the 
retail garden. 

While many of the auto deal- 
er’s problems are found in other 
fields, including questionable ad- 
vertising and periods of excessive 
inventories, the very mechanics 
of auto retailing seem to com- 
bine to intensify these problems 
in the auto field. 

Those are the conclusions to be 
drawn from a series of talks with 
retailers in nonautomotive fields 
and experts on retailing. 

There are those in nonautomo- 


Eprror’s Note: At the sugges- 
tion of an auto dealer, AUTOMO- 
TIVE News inquires into the 
practices and profits of other re- 
tailers. First of two articles. 


tive fields who feel that their busi- 


ness is the most troubled area in 
retailing. It is true that some 
fields suffer more acutely from one 
or two problems than does the auto 
industry. 
* * 
_— survey of retailing showed 
that the following are the fac- 
tors which contribute to chaotic 
merchandising. Most of the factors 
apply to auto retailing. In fact, 
some of these factors apply most 
particularly to auto retailing. The 
fewer factors which apply to a 
given field, the more likely that 
field is to have stable markets. 
Here are the factors: 

1. Supply, or at least the supply 
which could potentially be offered, 
must exceed demand and there 
must be few, if any, restrictions on 
the marketing of the product in 
question. 

Failure to consider these facts 
often leads to invalid conclusions. 
As one veteran retailer pointed 
out, history shows that it is nor- 
mal for supply to run ahead of 
demand. Therefore, current con- 
ditions in the auto business and 
other fields of retailing cannot 
be compared with conditions 
when goods were short and de- 
mand was terrific after World 
War II. 

There are cases where artificial 
restrictions on trade combine to 
stabilize the market. F air-trade 
laws, where and when they have 
been made effective, wipe out price 
cutting. A combination of laws, 
regulations and customs can make 
every outlet’s prices the same, just 
as every stock brokerage firm 
charges the same commissions on 
stock transactions. 

2. The typical consumer wants 
quality—a product which will de- 
liver the service expected—at the 
lowest possible price. Price shop- 
ping and all the related evils of 
merchandising can only exist when 
the customer has some way of 
knowing that he is getting the de- 
sired quality and some way of ob- 

(Continued on Page 46, Col. 1) 


Should dealers display their new cars at shop- 
ping centers? Some dealers say it aids sales, others 
say no. One side of the controversy is given by the 


Milwaukee dealer association: 


“Shopping centers 


are concerned only with a desire to attract traffic 


to their areas... 


Dealers spend tons of money 


identifying themselves, their places of business in 
their communities. Why move your identity to a 
shopping center?” ... 

Avant & Sholar (Chevrolet, Whiteville, N. C.) 


celebrates 30th anniversary . 


. . Iowa association 


now has only 99 non-members; striving to sign up 


Wembhoff 
father’s Chevrolet dealership in 


50 more dealers . 


.. Hugh Brownlee, who left his 
Lakewood, O., to study for the 


Episcopal ministry in 1958, was ordained June 10 ... Lisle Black- 
bourn, former Marquette U. football coach, has joined Bob Eisen 
Motors, Milwaukee, as fleet sales manager... 

Chevrolet’s Ed Cole, receiving an honorary doctor of engineering 
degree from Wayne State U., offered this formula for success: “Give 
me an idea that inspires the imagination. Give me a mind that seeks 
the new, the different and the useful—and the courage to stand up 
for each of them. Give me a man fired with desire to great things— 
and the will to work hard to achieve them. Give me an attitude that 
says there is nothing in the world which cannot be done better. Give 
me a man with confidence in the future. Give me these—and I will 


give you success.” 





—Pete Wemuorr, Editor, 
Automotive News 
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Smooth Cleanup Seen 
As °61 Stocks Drop 


(Continued from Page 1) 


that the inventory will not even 

come close to the one-million 

mark during the rest of the ’61 
model run, 

However, factory executives have 
indicated reluctance to let inven- 
tories drop too low. The feeling at 
Detroit headquarters is that thin 
inventories, closer to 30 days than 
45 days, for example, drive away 
immediate-delivery-t y pe prospects 
and curtail dealer profit opportu- 
nities. 

K * aK 


Page ann factory voice to join this 
chorus was Benson Ford, chair- 
man of Ford Motor Co.’s Dealer 
Policy Board, who last week op- 
posed any reduction in the number 
of models or options on the ground 
it would cut dealer profits, A re- 
cent AUTOMOTIVE NEws survey found 
that dealers favored fewer models 
and factory stockpiling in that 
order as solutions for high-inven- 
tory periods. 

Factory officials also have ex- 
pressed the thought that dealers 
theoretically support fewer models, 
body styles and options but, when 
asked which offerings should be 
dropped, back away from a spe- 
cific diminution of their lines. 

As reflected in the higher out- 
put for compacts, there also ex- 
ists a factory belief that the 
junior-size cars can stand a larg- 
er field supply in the current 

* * * 





New-Car Stocks 


Domestic Makes 
(Compiled by Automotive News) 


Cars Cars tn 
in Transit Total 

Period Field to Inventory 
Ending Stocks? Dealers Stocks 

dan, 1, ’50.... 251,754 188,500 440,254 
duly 1, ’50.... 311,084 167,500 478,584 
Jan, 1, ’51.... 305,888 89,900 404,788 
duly 1, ’51.... 357,606 90,700 448,306 
Jan. 1, ’52.... 224,968 31,000 255,968 
July 1, ’52.... 193,462 84,500 277,962 
Jan, 1, ’53.... 291,671 83,300 374,971 
July 1, °53.... 479,698 82,800 562,498 
Jan, 1, ’64.... 428,125 36,600 464,725 
Apr. 1, ’54.... 541,911 64,000 605,911 
duly 1, ’54.... 445,665 62,500 508,165 
Oct. 1, ’54.... 267,469 29,000 296,469 
dan, 1, ’55.... 293,881 68,500 362,381 
Apr. 1, ’55.... 544,038 99,500 643,538 
July 1, ’55.... 736,591 77,000 813,591 
Oct. 1, ’55.... 489,475 48,900 538,375 
dan. 1, ’56.... 755,177 53,300 808,477 
Mar, 1, ’56.... 840,089 63,700 903,789 
Apr. 1, ’56.... 827,977 68,100 898,669 
May 1, ’56.... 846,285 56,300 902,585 
dune 1, ’56.... 746,012 52,890 798,902 
duly 1, ’56.... 613,451 50,568 679,596 
Aug, 1, ’56.... 551,081 53,026 588,172 
Sept. 1, ’56.... 456,013 48,382 504,395 
Oct, 1, ’56.... 288,103 25,900 314,003 
Nov, 1, ’56.... 212,967 65,008 277,975 
Dec, 1, ’56.... 318,587 19,656 398,243 
dan, 1, °57.... 461,850 50,168 512,018 
Feb, 1, ’57.... 561,934 68,100 630,034 
Mar, 1, ’57.... 664,608 9 133,008 
Apr, 1, ’57.... 682,790 63,125 745,915 
May 1, ’57.... 677,705 59,500 137,205 
June 1, °57.... 724,329 63,420 187,749 
duly 1, ’57.... 682,121 63,090 745,211 
Aug. 1, ’57.... 645,445 59,300 104,745 
Sept, 1, ’57.... 684,484 45,052 129,536 
Oct. 1, ’57.... 547,549 25,085 572,634 
Nov, 1, °57.... 380,740 68,300 449,040 
Dec, 1, ’57.... 460,149 71,800 531,949 
Jan, 1, ’58.... 597,208 55,000 652,208 
Feb, 1, ’58.... 725,003 54,100 779,103 
Mar, 1, ’58.... 821,566 44,000 865,566 
Apr. 1, ’58.... 783,201 45,900 833,201 
May 1, ’58.... 738,464 38,500 776,964 
dune 1, ’58.... 704,751 36,500 741,251 
duly 1, ’58.... 630,598 45,000 675,598 
Aug. 1, ’58.... 600,656 30,000 630,656 
Sept. 1, ’58.... 455,984 7,700 463,684 
Oct, 1, ’58.... 291,397 21,500 312,897 
Nov. 1, ’58.... 241,382 45,100 286,482 
Dec, 1, ’58.... 387,131 73,200 460,331 
Jan, 1, °59.... 477,099 67,000 544,099 
Feb, 1, ’59.... 608,525 58,200 666,725 
Mar, 1, ’59.... 643,239 63,600 106,839 
Apr, 1, ’59.... 710,382 66,620 777,002 
May 1, ’59.... 766,185 68,000 834,185 
June 1, ’59.... 845,920 63,300 900,220 
duly 1, ’59.... 844,152 64,000 908,152 
Aug. 1, ’59.... 928,390 48,000 976,390 
Sept, 1, ’59.... 688,035 15,000 703,035 
Oct. 1, ’59.... 467,038 52,500 519,538 
Nov, 1, ’59.... 472,409 51,000 523,909 
Dec, 1, ’59.... 387,972 20,000 407,972 
dan, 1, ’60.... 510,467 56,000 566,467 
Feb, 1, ’60.... 687,153 85,200 772,353 
Mar. 1, ’60.... 862,334 77,000 939,334 
April 1, ’60.... 934,427 12,000 1,006,427 
May 1, ’60.... 942,894 66,800 1,009,694 
June 1, ’60.... 953,090 71,000 1,024,090 
duly 1, ’60.... 994,967 44,000 1,038,967 
Aug. 1, ’60.... 980,134 38,200 1,018,334 
Sept. 1, ’60.... 852,981 28,500 881,481 
Oct, 1, ’60.... 784,677 71,000 855,677 
Nov, 1, ’60.... 840,450 713,300 913,750 
Dec, 1, ’60.... 892,627 67,500 960,127 
Jan, 1, ’61.... 953,603 41,525 995,128 
Feb, 1, ’61.... 973,845 50,000 1,023,845 
Mar. 1, ’61.. 974,420 44,000 1,018,420 
Apr. 1, ’61.... 881,583 53,600 935,183 
May 1, ’61....*854,241 61,000 *915,241 
June 1, ’61.... 840,941 63,500 904,441 


t Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 

* Revised. 


iioalllceiainietisenaseriedennennienineieendenieneineeineneenenmemmmemannmmennamaee 





market than standards or me- 
diums. Compacts well may take 
up half of the inventory in Au- 
gust and September. 


The approaching contract nego- 


tiations between the auto produc- 
ers and the United Automobile 
Workers will keep up the pressure 
against too precipitate a sag in 
stocks. The remote threat of a 
strike is viewed as a buying spur 
among new-car customers who 
have been inclined to delay their 
purchases. 
* * * 

ORD MOTOR CO. inventories of 

new cars remained in the clos- 
est relation to sales last month de- 
spite a gain of about 5,000 in vol- 
ume. Ford and Lincoln-Mercury 
dealers held 241,000 domestics at 

=— 1, equivalent of a 36-day sup- 
ply. 

Decreases in numerical stocks 
and days’ supply were shown by 
General Motors and Studebaker- 
Packard. The GM float fell 6,000 
cars to 449,000, worth 44 days, 
while S-P’s supply dropped 1,000 
units to 18,000 and 65 days. 

Chrysler Corp., after reaching a 
model-year low of 46 days the 
month before, bounced back to 63 
days on a gain of 6,000 cars which 
put the company’s national total at 

about 136,000. Rambler’s stockpile 
rose 3,500 cars to 60,500—good for 
47 days. 
*” + * 
” SIZING up the ’61-model clean- 
up, a Chevrolet dealer in Ala- 
bama warned dealers that the 
transition period would run 
smoothly if “careful ordering” were 
practiced. 

“Should be better than last year” 
was the cleanup forecast of a 
Maryland Plymouth outlet. 

Declared a Buick dealer in 
California: “Good if the factory 
buildout is sensible.” 

A Cadillac dealer in Arkansas 
said he expected to be cleaned out 
by Aug. 31 or 20 to 30 days prior 
to his make’s announcement of ’62 

models. 

A Dodge dealer in Illinois sound- 
ed a pessimistic note about the 
cleanup, but a Buick dealer across 
the Mississippi River in Missouri 
forecast a phaseout about the 
same as last year. 

* * 


west COAST dealers ran about 
two to one in favor of cleanup 
orderliness. Surprisingly, Chevrolet 
dealers, thought to excel at cleanup 
time, dominated the skeptical mi- 
nority. 

A sudden drop in the new-car ex- 
port total in April made available 
more units for domestic consump- 
tion, according to the monthly re- 
port of the Automobile Manufac- 
turers Assn. April exports totalled 
10,685 new cars, compared to the 
year’s high of 15,376 in March and 
11,229 in April of last year, 

A total of 1,303 cars went from 
the United States to Canada in 
April, off from 1,386 in March and 
1,800 in April a year before. 








April Sales Score 
For Imports 


New imported-car registrations 


for April; one state unreported: 
1961 1960 


Pos, Make Pos. 
1—14,446 Volks. 14,040— 1 
2— 3,354 Renault 6,483— 2 
3— 1,410 Fiat 2,276— 5 
4— 1,270 Eng. Ford 2,395— 4 
5— 1111 M-B ® 
6— 895 Volvo * 
j— 844 Opel 2,627— 3 
8— 839 Triumph _ 1,748— 7 
9— 830 Austin- 

Healey 1,849— 6 

10— 770 Simca 1,479— 8 

All 

6,575 Others 15,386 
Tota] All 

32,344 Makes 48,283 


*—Not-.in Top Ten, 





HE United Auto Workers Union 
has charged that a Detroit auto 


parts firm, planning to move to 


Lebanon, Tenn., hag refused to 
offer transfer jobs to its 750 em- 
ployes and has agreed to hire only 
Lebanon-area workers. 

Ken Morris, UAW regional codi- 
rector, said Gemmer Mfg. Co., a 
division of Ross Gear & Too] Mfg. 

Co., Inc., Lafayette, 
Ind., “has a commit- 
ment to hire only in 
the five-county area” 
around Lebanon. 


Morris said the 


Detroit-area workers have an aver- 
age seniority of 20 years and an 
average age of 48. He said they will 
be permanently laid off about Sep- 
tember, 

Gemmer, which makes steering 
gears, was merged into Ross Gear 
in 1956 and hag been in Detroit for 
more than 50 years, 

Morris said union attorneys 
are checking all legal means to 
get the company to offer trans- 
fers. He said the proposed move 





Sales Score 


For April 


New-car registrations for April 


1961 1960 
Pos. Make Pos. 
1—133,311 Chevrolet 168,787— 1 
2—109,871 Ford 135,369— 2 
3— 32,188 Pontiac 42,149— 5 
4— 30,893 Rambler 42,152— 4 
5— 27,887 Plymouth 45,653— 3 
6— 26,611 Oldsmobile 34,200— 7 
I— 24,823 Buick 25,330— 8 
8— 22,226 Dodge 36,579— 6 
9— 15,055 Comet 15,148— 9 
10— 12,617 Cadillac 14,019—11 
11— 10,154 Mercury 14,527—10 
12— 8,631 Chrysler 7,405—13 
13— 17,466 Studebaker 10,664—12 
14— 2,427 Lincoln 1,909—14 
15— 965 Imperial 1,408—15 
34,379 Misc. 51,949 
Total All Makes 
499,504 647,287 


Further details on Page 32. 





* * * 


Compacts Get 32 Percent 
Of April Registrations 


(Continued from Page 1) 


Studebaker boosted its penetra- 
tion by 0.36 points in April. 
* * * 


yas gainers at GM were Pon- 

tiac, up 0.14 points, and Buick, 
up 0.29 points. GM’s penetration fell 
by 0.66 points, on losses of 0.78 
points by Chevrolet, 0.07 points by 
Oldsmobile, and 0.24 points by 
Cadillac. 

The Rambler decline amounted 
to 0.04 percentage points. 

At Ford, the bright spot was 
Comet which boosted penetration 
by 0.14 points. Overall, Ford 
Motor lost 0.13 points in penetra- 
tion on lesses of 0.17 points by 
Ford Division, 0.04 points by Mer- 
cury and 0.06 points by Lincoln. 

Penetration figures for the first 
four months of this year present 
a clear picture when compared 


with those for the like period of 
last year. It is the old story of the 
big getting bigger and the small 
getting smaller. 

* & 


c* BOOSTED its penetration by 
2.80 percentage points and Ford 
Motor had a gain of 2.20 points. 
The losses were: Chrysler, down 
2.89 points, AMC, down 0.09 points; 
S-P, down 0.42 points, and miscel- 
laneous, down 1.60 points. 

Among the individual lines, the 
gains went this way: Chevrolet, up 
1.25 points; Ford Division, up 0.42 
points; Pontiac, up 0.31 points; 
Oldsmobile, up 0.15 points; Buick, 
up 0.75 points; Comet, up 1.99 
points; Cadillac, up 0.34 points; 
Chrysler, up 0.37 points, and Lin- 
coln, up 0.20 points. 








Gemmer Plant Move Stirs 
Job Transfer Squabble 








Imported-Car 
Registrations 


New imported-car registrations for four 
months; one state unreported for April: 





1961 1960 
Pos. Make Pos. 
1— 56,984 Volks, 52,294— 1 
2— 11,953 Renault 27,396— 2 
38— 4,172 Fiat 8,753— 5 
4— 3,803 Opel 10,383— 4 
5— 3,707 M-B * 
6— 3,413 E.Ford 10,941— 3 
I— 3,173 Volvo * 
8— 3,038 Triumph 5,398— 7 
9— 2,706 Austin- 
Healey 5,239— 8 
10— 2,576 Simca 5,941— 6 
23,252 + All 
Others 55,436 
Total All 
118,777 Makes 181,781 


*—-Not in Top Ten, 





was certainly a moral wrong if 
not a legal wrong.” 


Lebanon, a town of 10,500 some 
30 miles east of Nashville, sold $2.5 


million of revenue bonds to build 
the plant, according to Donald L. 
Weber, executive secretary, Leban- 
on Chamber of Commerce. 

He said the company and Leban- 
on were brought together through 
a factory locating service. 

According to Weber, citizens 
voted approval of the bond issue in 
December. The bonds were sold 
publicly through underwriters and 
are to be retired with proceeds 
from a lease on the plant. 

John E. Jarrell, Ross Gear presi- 
dent, would not say if Gemmer 
agreed to hire only Lebanon-area 
workers. However, he did confirm 
that Detroit employes would not be 
offered transfer jobs, expect for a 
few executive and salaried person- 
nel. 

.o « ®@ 

ARRELL said that some 500 

workers would be hired for the 
Lebanon plant. He noted that the 
labor force would be nonunion. He 
said the firm expected to save on 
labor. 

Jarrell said Ross Gear has 
rented the Lebanon plant under 
a 20-year lease, with an option 
for renewing. 

According to Jarrell, a decision 
on what to do with the Detroit 
plant after it has closed has not 
been made. 

* * * 
EANWHILE, General Motors, 
Ford Motor Co. and Chrysler 

Corp. skipped annual improvement 
factor raises of 2% percent on 
June 1 for approximately 145,000 
salaried employes. 

The move raised the question 
whether the auto companies will 
seek to abolish such improve- 
ment raises for UAW members 
in new contract talks opening 
June 28 at GM, June 29 at Ford 
and June 30 at Chrysler. 

Walter P. Reuther, UAW presi- 
dent, said earlier that his union 
will fight to retain the annual im- 
provement factor and cost-of-living 
provisions in new contracts. 

Union members received each 
year an annual basic pay raise of 
six cents or 2% percent, which- 
ever was greater. Contracts expir- 
ing Aug. 31 did not provide for such 
an increase because the last raise 
to union members was paid last 
September. 

Union members also are receiv- 
ing a cost-of-living allowance of 17 
cents an hour under escalator 
clause gearing wages to living 
costs. 

Secretary of Labor Arthur J. 
Goldberg has moved to invalidate 
a December election of officers by 
the Teamsters Automotive Em- 
ployees Union, Local 78 of Oak- 
land, Calif. 

The union is one of three repre- 
senting shop employes at 50 dealer- 
ships in the Oakland area. Last 
year, the union signed a five-year 
contract with the Eastbay Motor 
Car Dealers Assn., representing 
dealerships in Oakland, Berkeley, 
Albany, Alameda and San Leandro, 
Calif. 

a * ea 


N CHARGING the union with 

violating the Labor-Manage- 

ment Reporting and Disctosure 
(Continued on Page 42, Col. 2) 
































Import Sales Off 
Slightly in April 


32,344 Registrations 
Are Reported by Polk 


gery registrations in 
April totalled 32,344, down 
slightly from the previous month’s 
34,067, according to figures an- 
nounced last week by R. L. Polk 
& Co. Figures for one state were 
unreported. 

Volkswagen sales also were off 
slightly from March, but the 
German-built car still outsold its 
nearest rival, Renault, by more 
than 4 to 1. Dealers delivered 
14,446 VWs, as against 3,354 Re- 
naults. 

Although the total for all makes 
in April was about 16,000 under 
that for April, 1960, the VW count 
was up this year by 406 over the 
like month a year ago. 

It was the only make in the top 
10 showing a better performance 
this year over April, 1960. 

The four-month total for all 
makes this year was 118,777, com- 
pared with 181,781 a year ago, Polk 
reported. Again, VW was the only 
make showing a gain over the like 
period in ’60, rising from 52,294 to 
56,984. 

















* * * 


NGLISH FORD moved ahead of 

Mercedes-Benz in the April 
count, delivering 1,270 units to 
place fourth. Mercedes dropped to 
fifth on 1,111 sales. 

In March, Mercedes edged out 
English Ford by one sale to fin- 
ish in the No. 4 spot, 1,090 to 
1,089. 

Volvo jumped from eighth place 
in March to sixth in April on the 
strength of 895 deliveries, five more 
than were registered in the previ- 
ous month, 

Opel dropped a notch to seventh 
place, and Triumph slid from No. 7 
to No. 8. Fiat continued in third 
place and Austin-Healey stayed in 
ninth place. 

Simca, which shared the 10th 
spot in March with MG and Peu- 
geot, was all alone in this position 
in April as the latter two dropped 
out of the Top 10. 

* Bg 
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N THE four-month totals, Volks- 
wagen and Renault continued to 
run one-two. Fiat moved ahead of 
Opel, Mercedes-Benz remained in 
fifth, and Austin-Healey again was 
ninth. 

English Ford moved up two 
notches from eighth to sixth, 
shoving Volvo from sixth to sev- 
enth and Triumph from seventh 
to eighth. 

Five of the Top 10 makes im- 
proved their sales performance in 
April over March, They were Fiat, 
1,410 and 1,355; English Ford, 1,270 
and 1,089; Mercedes-Benz, 1,111 and 
1,090; Volvo, 895 and 890, and 
Simca, 770 and 731. 


8 Makers Warned 
By N.Y. to Install 


Antismog Units 


NEW YORK.—Eight auto mak- 
ers have been warned by the city’s 
air-pollution control chief to re- 
move air-pollution sources from 
their new cars voluntarily or face 
compulsory action to do so. 

Arthur J. Benline, pollution con- 
trol commissioner, told the makers 
they should install the recently de- 
veloped crankcase blowby device as 
standard equipment on all new ve- 
hicles. 

He recalled that legislation prob- 
ably will be enacted in the 1962 
Legislature requiring that such a 
device be standard on all new cars 
sold in the state. Similar proposals 
were turned down in the ’61 ses- 
sion, he said. 

The device is a crankcase regu- 
lator that reduces the pollution 
from fumes blown past piston rings 
and the crankcase of vehicles. 

Benline’s warning was sent to 
Ford Motor Co., General Motors, 
Chrysler Corp., American Motors, 
Studebaker-Packard, Willys Mo- 
tors, Checker Motors and Interna- 
tional Harvester. 

He crticized the auto industry for 
its “negative” attitude “in spite of 
the public’s concern with this mat- 
ter and in spite of increasing de- 
mands for action.” 




























1. Did you see Shepard’s face at 11 G’s? 2.What does 
a Freedom Rider bus look like when it’s burning? 

3.Were you watching JFK when he asked Congress 
to shoot for The Moon? 4. Is Eichmann now show- 
ing the “strain” of his trial? 5. Are push-buttons 

pushing people out of jobs? 6. Did you catch the 

enigma on Churchill’s face in that famous Yalta pic- 
ture? 7.Whom are the French fighting in Algeria? 

8. What does “Cuba, si! Yanqui, no!” sound like from 

100,000 throats? 9. What does a burning cross look 

like inThe North? 10.Why did Nixon look so pale inThe 

First Debate? 11. How does Sir Ferdinand Cavendish- 
Bentinck look not talking Swahili to his constituents? 

12. Did you hear Dag Hammarskjold refuse the 

Russian request to “resign”? 13.What happened on 

the first day of school integration in New Orleans— 

while the children were watching? 14. What's it like 

to sit opposite the President, as matters large and 

small flow across his, our, desk? 


If you know the answers to these questions, you know the vital ABC's place in this area of public interest comes, in part, from 
part ABC-TV plays in making the interested viewer an informed such public interesters as the 26-part Winston Churchill: The 
viewer. Valiant Years, Close-Up!, Expedition!, Directions '6] . . . and from 


These topics, of course, are not the exclusive property of any such fresh approaches to the news as ABC's new Mid-day News 


one network. All three networks give the selective viewer ample 
opportunity to keep himself informed. 

Through such public events programming, the news and issues 
of the day come to you as only Television can bring them—in full 
dimension, with sight and sound as well as substance. 


Report and the widely-lauded ABC News Final. 
Coming up in the same public interest, these further, important 
ABC Works in Progress: This Week Around the World, a special 


new News Report for Teen- =. 2 
Agers and The Roosevelt Yeo. ABC Television 
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Judge Weighs Good-Faith Issues . . . 


Dealer to Testify in GM Suit 


By John K. Teahen Jr. 
Associate Editor 

oe Federal Judge John 

Feikens wants to hear from 
Auto Dealer Gilbert C. (Gib) Berg- 
strom before he decides whether 
Bergstrom can sue General Motors 
for $620,000 under the good- -faith 
law. 

Bergstrom, a former Detroit 
Pontiac dealer, now handles Stu- 
debaker and Mercedes-Benz in 
nearby Northville, Mich. He al- 
leges that GM was guilty of bad 
faith in terminating his Pontiac 
franchise in March, 1958, just 11 
months after he acquired it. 

He also charges fraud on the 
part of GM, contending that he 

signed the termination agreement 
with the understanding that he 
would be given a Pontiac franchise 
in another location, GM says Berg- 
strom has been offered two other 
Pontiac outlets, but turned them 
down. 

GM has asked that the charges 
be dismissed and a summary judg- 
ment entered in the corporation’s 


favor. 
* « ad 


T A HEARING in United States 
District Court, Detroit, last 
week, Feikens said he felt Berg- 
strom should appear for examina- 


At the Factories... 


DETROIT. — Late personnel 
changes announced by auto manu- 
facturers include the following: 


Lincoln-Mercury 


E. F. Coll has been promoted 
from Detroit district sales manager 
to Centra] regional sales manager, 
with headquar- 
ters in Detroit 
and responsibility 
over the Detroit, 
Cincinnati, Cleve- 
land and Pitts- 
burgh districts. 

Coll, who joined 
Ford Motor Co. 
in 1948 as a Lin- 
coln-Mercury 
zone manager in 

- the Pittsburgh 
E. F. Coll office, replaces 
Robert R. Nadal, who has been 
shifted to Los Angeles to head the 
Western regional sales office. 


Oldsmobile 


O. R. Pansa, general business 
management director at Oldsmobile 
since 1959, has been named director 
of territory surveys. He succeeds 








O. R. Pansa B. E, Billings 


Russell E, Aldred, who retired 
June 1. 

Pansa’s replacement is B. E. Bill- 
ings, who had been in the General 
Motors Central office in Detroit as 
manager of the dealer business- 
management department in the 
sales section. 

William J. Buxton, 49, has been 
named assistant to the general 
sales manager at Oldsmobile. 

Buxton, the division’s general 





W. J. Buxton C. G, Oxendale 


service manager since 1955, joined 
Oldsmobile in 1945 as a service rep- 
resentative in the Denver zone. 


Succeeding him as general serv- 


Late Personnel News 


















tion and cross-examination before 
the GM motion is acted upon. The 
judge intimated that he, too, might 
have a few questions for Berg- 
strom, 

The dealer’s appearance is sched- 
uled for June 29. 

In its plea for a summary 


Chrysler Wins 


Bachner Award 


NEW YORK.—The trophy in the 
second Bachner Award Competition 
has been presented to Chrysler 
Corp. Its winning entry was the 
housing for the instrument cluster 
of the ’61 Valiant, injection molded 
of duPont’s acetal resin, Derlin. 


A. G. Loofbourrow, Chrysler en- 
gineering director, accepted the 
award at a dinner in the St. Moritz 
Hotel hosted by Chicago Molded 
Products Corp., sponsor of the 
award which is given for contribu- 
tions to the practical application 
of molded plastics to industrial 
products. 

Honorable mention citations were 
presented to Franklin Mfg. Co., 
Minneapolis; Albert Mojonnier, 
Inc., Franklin Park, Ill., and Lan- 
dis Industrial Co., Inc. 
















ice manager is Clare G. Oxendale, 
43, who previously was Buxton’s 
executive assistant. Oxendale, a na- 
tive of Lansing, has been with 
Oldsmobile since 1947. 


Cadillac 


R, E. Peterson has been appoint- 
ed general parts and accessories 
manager, suc- 
ceeding J. A. 
Dunn, who has 
been assigned to 
GM’s service and 
parts staff. 

Peterson, who 
had been sales 
budget manager, 
joined Cadillac in 
1952. He will be 
replaced by J. W. 
Brightwell, who 
had been super- 





R. E. Peterson 
visor of parts packaging and parts 
warehouse manager. 


Chrysler Corp. 

Elmo L. Joseph has been appoint- 
ed national used-car manager for 
Chrysler Corp., according to E. C. 
Quinn, sales divisions vice-presi- 
dent, He formerly 
was merchandis- 
ing manager for 
United States 
Simca sales. 

Joseph joined 
the corporation 
in 1949 as Chrys- 
ler Division dis- 
trict manager in 
Baton Rouge, La. 
After several 
field assignments, 
he was named 
Imperial sales manager in 1956. He 
has held Simca sales posts since 
1958. 










Elmo L. Joseph 


American Motors 

The appointment of Robert A. 
Orr as assistant to the president 
is announced by George Romney, 
American Motors 
president, 

Orr, 42, has 
been an executive 
of General Elec- 
tric Co. serving 
for the last 10 
years as general 
manager of its 
Vacuum Cleaner 
Division, Bridge- 
port, Conn. He 
joined GE in 1947. 

Orr is the sec- Robert A. Orr 
ond outside executive to join Amer- 
ican Motors this month. John C. 
Secrest, 38, was hired from Ford 
to be AMC’s purchasing vice-presi- 
dent. 




























judgment, GM declared that 
Bergstrom has no right to sue 
because he was not a dealer as 
defined by the good-faith law. 


GM says the franchise was issued 


to Gib Bergstrom Pontiac Co., not}: 


to Bergstrom himself. Feikens 
withheld a ruling on that point 


pending Bergstrom’s appearance in 


court. 

The civil damage suit asks $20,000 
for Bergstrom’s equity in the deal- 
ership and $600,000 for loss of an- 
ticipated net profits for 1958 
through 1968. 

* * * 
—— with Bergstrom’s 
$20,000 equity, GM says that its 
investment in the dealership 
(through Motors Holding Division) 
was $150,000. 


Bergstrom’s Pontiac dealership 
was at 5959 Cass Ave. in midtown 
Detroit, a few blocks from the Gen- 
eral Motors Building. 

The point was losing money in 
April, 1957, when Bergstrom took 
it over (it had been Chief Pon- 
tiac) and, according to GM, was 
“virtually bankrupt” when Pon- 
tiac decided to close the point 
less than a year later. 

In his bill of complaint, Berg- 
strom says he was a used-car deal- 
er in Detroit in February, 1957, 
when Pontiac representatives urged 
him to take over the “sick” Pontiac 
dealership at 5959 Cass. 

He reportedly wasn’t enthused, 
but says he was persuaded to apply 
for a franchise in April of that 
year. During the rest of 1957, ac- 
cording to Bergstrom, he raised the 
“sick” deal to fourth place in sales 
among Detroit’s then 25 Pontiac 
dealerships. 

oe * * 

N FEBRUARY, 1958, the bill of 

complaint says, Pontiac notified 

Bergstrom that it was closing the 
dealership. He charges bad faith 
because the termination was on the 
same grounds that he was induced 
to accept the dealership. 

Bergstrom also charges GM with 
fraud, and the giant corporation is 
considerably vexed by this allega- 
tion, 

“We've been sued for many 
things, but rarely for fraud,” 
Daniel Boone, of the GM legal 
staff, told the court last week. 
In the fraud charge, Bergstrom’s 

bill of complaint contends that 
Pontiac concealed a parts claim 
against the predecessor dealership 
and also concealed information 
about liabilities on certain financed 
cars. 

In reply, GM’s Boone pointed to 
a letter Bergstrom wrote about 
the time the franchise was granted. 
In it, Bergstrom said he recognized 
that there might be some undis- 
closed assets and liabilities and 
that they would be treated as regu- 
lar items of business. 

* * * 

J iw bill of complaint also 

charges fraud in the termina- 
tion procedure. GM says the termi- 
nation was approved by dealership 
directors on SBergstrom’s recom- 
mendation, and GM has releases 
signed by Bergstrom at the time 
of termination. 

Jesse R, Bacalis, attorney for 
the plaintiff, contends that Berg- 
strom signed the releases with 
the understanding that he would 
be given another Pontiac fran- 
chise, and he alleges that GM 
did not intend to fulfill that 
promise. 

GM says that two Pontiac deal- 
erships were offered to Bergstrom. 

One was Fisher Pontiac on De- 
troit’s East Side, which Bergstrom 
reportedly rejected because he 
thought the rent was to high. The 
other was in East Lansing, some 80 
miles northwest of Detroit, GM 
says Bergstrom turned it down be- 
cause he did not want to move. 

* * * 

i ASKING for a summary judg- 

ment, GM asserted that plaintiff 
contends that the U. S. District 
Court is a third party in factory- 
dealer disputes. He added that this 
contention was “specifically consid- 
ered and specifically rejected” by 
Congress when the good-faith law 
was written. 

Urging that the case go to trial, 
Bacalis declared: 

“We want our day in court, as 
called for in the law.” 


Wolfwagon— 

A new type of truck, called the Wolfwagon, was shown to members of the Society 
of Automotive Engineers in St. Louis last week. Each unit can be driven individually 
or up to four unite can be hooked together and be driven. by gone men. 





SAE Skips ‘Hot’ Issues 
At Meeting; 1,600 Attend 


By Joseph M. Callahan 
Engineering Editor 
ST. LOUIS.—A host of auto and 
non-auto subjects were discussed at 
length last week at the 1961 sum- 
mer meeting of the Society of 
Automotive Engineers here. 


Although the meeting program 
avoided most “hot” subjects and 
problems in the auto industry, 
there were sessions on methods of 
eliminating iron cylinder liners 
from aluminum engines, General 
Motors ground-effect machines, 
fiberglass car bodies, gas tur- 
bines, truck problems, automo- 
tive safety, quality control and a 
revolutionary type of truck. 
Included in the non-auto subjects 

were railroad diesel engines, utility 
aircraft, vertical take-off aircraft, 
aircraft engine maintenance, sin- 
gle-cylinder engines, ship control 
and marine diesels. 

Although the summer heat of St. 
Louis was expected to reduce the 
turnout, SAE officials said more 
than 1,600 members attended the 
various sessions, comparing favor- 
ably with last year’s showing in 
Chicago. The society is making a 
determined attempt to hold the 
summer meetings in various areas 
so as to permit attendance from 
as many geographical areas as pos- 
sible. 

Highlighting this meeting were 
the tours through the Monsanto 
Laboratories and the Carter Car- 
buretor Co. and Chevrolet Cor- 
vette plants. 

The unusual type of truck intro- 
duced was the Wolfwagon, now be- 
ing produced by St. Louis Car 
Co. These vehicles are essentially 
trucks that can be driven individu- 
ally or hooked together like engine- 
driven trailers. 

As many as four Wolfwagons 
can be coupled together and driven 
by one driver from one town to 
another. After arriving at the des- 
tination, the trucks can be un- 
coupled and individual drivers will 
then take off in various directions 
for the day’s local deliveries. At 
the end of the day, the trucks again 
will be hooked together and one 
man will drive them all back to the 
home city for reloading. 

Looking like typical square van- 


type trailers (although they have 


2 Chrysler Units 


Tie Rebates to 
Dealer Orders 


DETROIT. Bonus programs 
that require dealers to purchase a 
specified number of new cars from 
the factory have been adopted by 
Plymouth and Chrysler divisions. 
The divisions had similar buildout 
rebates last year. 

Dealers who meet the purchase 
requirements will receive $75 for 


each new ’60 or ’61 model sold from |" 


June 1 to the end of the current 
model year. 

Each dealer has been assigned a 
purchase quota that represents his 
share of the new Plymouths, Val- 
iants and Chryslers which the fac- 
tory expects to be retailed between 
May 21 and the end of the model 
year. Plymouth dealers have sep- 
arate Plymouth and Valiant quotas. 

To be eligible for the $75-per-sale 
rebate, a dealer must purchase his 
quota of cars, minus the models in 
his inventory and in transit as of 
May 20. 

A dealer must order 50 percent of 
his quota by June 16; 80 percent by 
June 30 and 100 percent by July 28. 





front and side windows), each 
Wolfwagon has its own engine, 
transmission, steering and brak- 
ing. They are joined together by an 
“A” frame and quick disconnect 
couplings consisting of hoses for 
the throttle, gear selector cable, 
brakes and lighting. 


Probably the most interesting 
and informative session was that 
on aluminum cylinder-bore fin- 
ishes, which attracted many lead- 
ers in the aluminum and engine 
industries, all seeking some solu- 
tion to the problem of using cast- 
iron cylinder liners (at a cost of 
$4-$5 an auto engine) in alumi- 
num engines. 

After the prepared papers by Dr. 
Fred Bauer, Doehler-Jarvis; N. W. 
Smith, Aluminum Co. of America; 
M. G. Whitfield, Al-Fin Corp., and 
L. W. Raymond, Superior Plating 
Co., more than a dozen aluminum 
engine specialists from the United 
States, Australia and Germany 
joined in the discussion. 

The consensus seemed to be that 
iron liners (produced 100 percent 
for U. S. auto makers by Perfect 
Circle Corp.) will continue to be 
used indefinitely by all companies 
that continue with aluminum en- 
gines. 

Even one of the most attractive 
solutions to the scuffing of alumi- 
num engine walls—special crank- 
case oils—was debunked, because in 
very cold weather these oils still do 
not reach the cylinder walls for 
several minutes after the engine 
starts. 


GM’s work in developing 
ground-effect machines (GEMs) 
was discussed by Charles A. 
Amann and Jerold W. Scheel of 
the GM Research Laboratories. 
Their principal conclusion seem- 
ed to be that GEMs will provide 
little competition for future cars. 
Using the air-cushion principle, 

GM built three experimental GEMs, 
essentially consisting of aluminum 
rectangular platforms, with room 
for two people. Fore and aft of the 
seat are large fans, driven by 15 
horsepower engines, which lift the 
vehicle by forcing air against the 
ground, 

Among the drawbacks described 
were the difficulty of steering it, 
the problem of surmounting unlevel 
roads and the vehicle’s need for 
power just to hover in one place. 

In a paper on brake balance, J. R. 
Almond, Midland-Ross Corp., dis- 
cussed anti-skid devices which 
sense an approaching wheel lockup 
and reduce brake pressure to pro- 
vide maximum retardation without 
wheel lockup. 

Although these devices are used 
now by aircraft and trains, he said 
that a few hurdles must be over- 
come before such devices can be 
developed for trucks. 


Michigan Dealers 
Meet in Detroit 


DETROIT.—The Michigan Auto- 
mobile Dealers Assn. will open its 
1961 convention Thursday (June 15) 
at the Hotel Statler here. 


James C. Moore, executive vice- 
president, National Automobile 
Dealers Assn., will address the 
three-day convention. Other speak- 
ers will include Arnold Klett (Cad- 
illac), Detroit, MADA president; 
Warren King, Life magazine auto- 
motive merchandising manager, 
and Harold D. Draper sr.. NADA 
business management consultant. 
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Rambler franchise now available 
in this progressive town! 


In every section of the country there are fine communities where it is 
still possible to get a Rambler Dealer franchise. In some areas, sales 
potential demands additional dealers; in others without current repre- 
sentation, consumer interest indicates that a dealer be franchised now 
to take advantage of the excellent sales and service potential. 


Wherever the opening may be, the Rambler dealer franchise offers 
exceptional opportunities for volume-minded, profit-minded dealers. 
Just consider these few pertinent facts: 


Rambler dealers sell twice as many compact cars per dealer as most 
other dealer groups . . . Rambler dealer profits are well above the 
industry average . the Rambler dealer discount structure is ad- 
mittedly the best in the compact car field . . . Rambler dealers sell 
compact cars exclusively, including America’s lowest-priced compact car. 


Wouldn’t you like to be a Rambler dealer in a progressive, growing 
community? An experienced group of compact car experts will help 
you get into business and help you train your staff. 


Rambler Franchises Also Available in Canada and Important Export Markets. 
In Canada, Write to: American Motors. (Canada) Ltd., Brampton, Ontario. 


re rere ee rere ae eee es ee ee 


Make This First Move To Become 
A RAMBLER DEALER! 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 


Dear Sir: Will you please provide me with more complete informa- 
tion about the Rambler franchise. | understand that | am under 
no obligation and my inquiry will be held in the strictest confidence. 


I cada recente erirenincpipeomalaacae eine bn apomabeednas obec dius eet eee 
ADDRESS 
I reeset rereerieenineeminnaracninntaciaahinnse dN cacaencheeeatl TAM Races sig 


PHONE NO. 
(Please Print) 
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At New Mexico Convention .. . 


United Front Urged 
To Fight Auto Ruin 


who were not enthusiastic about 
Sunday closing may feel differently 
when the ‘Mad Martinezes’ move 
into your areas as they have in 
Albuquerque. 

“When supermarkets and dis- 
count houses and independent deal- 
ers force you quality dealers to the 
wall, the Sunday-closing bill may 
some day get more support.” 

The association presented its first 
Dealer of the Year award to Finn 
Watson, of Hobbs, a 27-year vet- 
eran. Watson has handled Inter- 
national Harvester since 1934, Pon- 
tiac since 1945 and Buick since 1958. 

A special award went to Her- 
bert L. Galles jr. for “outstanding 
contributions to the betterment 
of the retail automotive business 
and for his nine years as National 
Automobile Dealers Assn. direc- 
tor for New Mexico.” 

Galles, a Chevrolet-Oldsmobile- 
Cadillac dealer in Albuquerque, 
was NADA president in 1959 and 
currently is chairman of the NADA 
Task Force Committee. 

He said that manufacturers vis- 
ited by the committee “were most 
receptive and have provided us 
with a continuing means of com- 
munication. They indicated a deep 
concern for our situation and a 
willingness to work with us.” 

Galles added, “While our goal is 
immediate corrections to improve 
profit opportunities, we must also 
realize that this is a long-range 
operation that may eventually in- 
clude such measures as a new look 
at the entire franchise situation.” 

He said factory-dealer councils 
should furnish valuable clarifica- 
tion of the problems and noted that 
the individual dealer must use the 
help that the Task Force will pro- 
vide. 

“We, the franchised dealers,” 
he said, “will make every effort 
to work out our problems satis- 
factorily with the manufacturers 
before we resort to any other 
agency, such as the Government.” 

Other speakers included James C. 
Moore, NADA executive vice-presi- 
dent; Warren A. King, Life maga- 
zine automotive merchandising 
manager; G. Kenneth Brasher, 





By Veda N. Conner 
Staff Correspondent 

SANTA FE.—Auto dealers should 
participate in the activities of their 
trade associations with work as 
well as with dollars, the New Mex- 
ico Automobile Dealers Assn. was 
told at its convention here, 


The speaker was Ed Black, Al- 
buquerque Chevrolet dealer and 
retiring NMADA president. “A 
united front among franchised 
dealers, working through their 
associations, is the first solution 
for our present desperate prob- 
lems,” he declared. 


Black mentioned the defeat of 
the Sunday-closing bill in the State 
Legislature and observed: “Sending 
three men to Santa Fe is like send- 
ing a Boy Scout with a hatchet 
into the Sequoia National Forest to 
clear the land.” 


He added, “Some of you dealers 


Federal Policy 
For Transport 


Due in a Year 


WASHINGTON.—A Federal pol- 
icy for transportation will be devel- 
oped in the coming year, the 
Commerce Department has told 
Congress. In a memorandum to the 
House Appropriations Committee, 
the Department said that it wants 
to set a “guideline for Federal pro- 
grams and to provide the leader- 
ship to the various agencies of the 
Federal government, of state and 
local governments, and to private 
industry, to promote a sound, mod- 
ern transportation system to serve 
the commercial and defense needs 
of the Nation.” 


In the coming fiscal year, the pri- 
mary thrust of this program will 
be in a transportation task force, 
known as the Transportation Po- 
licy Group. It will develop long- 
range goals of Federal policy as 
well as short-range legislative and 
administrative recommendations. A 
major objective will be to translate 
into “action programs” the many 





















At Los Angeles Dealer Meeting— 


Shown at the annual meeting of the Los Angeles Motor Car Dealers Assn. and 
the Motor Car Dealers Assn. of Southern California are, from left, Wilson H. Albertson, 
newly elected LAMCDA president; Birkett Williams, immediate past president, National 
Automobile Dealers Assn., the featured speaker; J. D. Morris, immediate past presi- 
dent, MCDASC, and Ray D. Wilson, LAMCDA vice-president. In addition to Albertson 
and Wilson, newly elected LAMCDA officers include Doug Doan, secretary, and Warren 
Biggs, treasurer. MCDASC officers include James Cross, president; Doan, secretary; 
C. D. Cone, vice-president, and William Symes, treasurer. 


Simca to Avoid Dumping 
In Sales Comeback Drive 


IMCA’S new “key dealer” pro- 
gram is gradually pulling the 

Chrysler Corp. import back into 
market contention without resort 
to below-cost 
dumping deals, 
Peter Nunez re- 
ported last week. 

In an AUTOMO- 
TIVE News _ inter- 
view, the 40-year- 
old sales chief 
for Simca voiced 
confidence that 
the import mar- 
ket and Simca’s 
place in it would 
Peter Nunez be fully restored 
by the 1962 model year. 

“And we’re moving forward in 
a way that does not hurt Simca 
dealers,” he said. “There will be 
no distress sales or unloading of 
‘seconds’ such as other importers 
have been forced to adopt.” 





Pension Tax Aid 
Wins House Nod 


Bill for Self-Employed 


Goes to Senate 


WASHINGTON.—A bill to allow 
self-employed individuals—including 
proprietors and partners in busi- 
nesses—to set up tax-deferred pen- 
sion funds has been passed by the 
House. The measure, sponsored by 
Eugene Keogh, New York Demo- 
crat, confers on unincorporated 
businesses substantially similar 
pension rules to those now avail- 
able to corporations. (A similar bill 
has been introduced in the Senate 
by Wallace Bennett, Utah Republi- 
can.) 

Briefly, the bill—which is likely 
to be delayed in the Senate for 
some time — permits self-employed 
individuals to contribute a maxi- 
mum of $2,500 or 10 percent of their 
income to a retirement plan and 
to deduct the amount contributed 
from their gross income for tax 
purposes. Tax on this money would 
be paid when the income is re- 
ceived by the individual after re- 
tirement. 


The bill requires that these 
funds be accounted for when the 
recipient has retired. They may 
not be drawn, except in cases of 
disability, before the age of 59% 
and a start on drawing them 
must be made at 70%. 


The bill permits the self-employ- 
ed to treat themselves as their own 
employers for retirement purposes. 
Special rules apply to retirement 
plans which govern self-employed 
individuals who own more than a 
10 percent interest in their business. 
They are designated owner-em- 
ployes. Individuals with a lesser 
share in their business are treated 
as all other employes. 


If the individual has more than 
three employes the ratio of contri- 
butions to his self-employment 
earnings must not exceed the ratio 
of contributions to wages of any 
of his employes; otherwise, there 
is no limitation. Contributions for 
such employes must be non-for- 
feitable at the time they are made. 


















Chrysler’s Manhattan Salon and 

wholesale the import to associate 

dealers in a three-state metro- 
politan area, 

Another way of referring to “key 
dealers” would be as limited dis- 
tributors, carrying slightly larger 
car and parts inventories than as- 
sociate dealers but holding respon- 
sibility for smaller territories than 
distributors historically served in 
the auto industry. 

“Key dealers in the Simca pro- 
gram,” Nunez pointed out, “sign up 
associate dealers with our ap- 
proval. We are looking for good 
dealers and it doesn’t matter what 
other lines they have, although 
import-only dealers seem to be 
more desirable at present. 

“Ultimately, there will be 40 
‘key dealers’ covering those areas 
of the country where such an ar- 
rangement works best. In certain 
metropolitan areas, such as De- 

































































Late Report... 


Used-Car Market 








studies of the transportation prob- 
lem that have been made in recent 
years. 


Commerce has already under- 
taken to submit a tentative action 
program for surface transportation 
in the course of fiscal 1962, It will 
have to be reviewed by other agen- 
cies and, ultimately, by the Presi- 
dent. 

The focus of task force action, 
according to the Department, will 


Nunez will be guest of honor 
in New York this week at the 
opening of Simca’s eighth “key 
dealer.” The new “key,” called 
Sim-At Corp. (for Simca Atlan- 
tic), will retail Simcas out of 














vice-president, Esponalo (N. M.) 
State Bank, and Ray Neil, vice- 
president, Securities Acceptance 
Corp., Omaha. 

A panel discussion was moder- 
ated by Harold D. Draper sr., 
NADA business management con- 
sultant and retired Saginaw (Mich.) 
Chevrolet dealer. 

Three New Mexico dealers were 
members of the panel—C. L. Hunter 
(Ford), Esponola; D. L. Ingram 


troit and Philadelphia, Simca will 
continue to employ direct dealers. 
We should have 20 ‘keys’ in oper- 
ation by the end of 1961.” 

A month after Nunez took over 
Simca sales last Nov. 1, a stagger- 
ing 200-day supply confronted the 
French import in this country. The 
dealer inventory was reduced to a 
64-day supply by June 1 as a result 
of the “key dealer” program and 
a slice in shipments from France, 














Customer Is Boss 


Of U.S. Economy, 












The overall average of used 
cars sold at wholesale auctions 
decreased $14 last week, accord- 
ing to Automotive News’ index. 

For the second week in a row, 
the largest gainer was the ’61 
category, which jumped $32. A 
$67 hike was registered by ’61s 
the previous week. 


Other gainers were the ’60s, 
up $12; the ’58s, up $16; the ’56s, 



























be in the following areas: 1. Eco- 
nomic and social goals of transpor- 
tion; 2. Technology of transporta- 
tion; 3. Urban transportation. 

4. Modes of transport, including 
rail, highway, water and air. Also 
studied will be land movement of 
freight, intercity passenger trans- 
port and international transporta- 
tion. 


(Chrysler), Clovis, and E. R. Wood 
(Chevrolet), Santa Fe. 

Wayne Lovelady (Dodge), Al- 
buquerque, was elected president of 
the New Mexico association. Other 
officers are Nash Hancock (Chrys- 
ler-Dodge-Plymouth), Santa Fe, 
vice-president, and Jack Jones 
(Ford), Albuquerque, secretary- 
treasurer. 





Georgia Independents at Outing— 

Members of the Georgia Independent Dealers Assn., shown at their annual spring 
outing are, from left, Tom Palmer jr., GIADA executive vice-president; Sam Troncalli, 
president, Atlanta Independent Automobile Dealers Assn.; J. A. Cronic, first vice- 
president, and Austin Abbott, first vice-president and chairman of the entertainment 
committee. 


Says Steel Aide 


CHICAGO.—If steel products 
“aren’t worth more to our custom- 
ers than they cost, we can’t stay 
in business,’ Marcus J, Aurelius, 
administrative vice-president, 
United States Steel Corp., told the 
National Assn. of Purchasing 
Agents. 

“Profit and loss are simply the 
signals that tell a producer whether 
he has served, or failed to serve, 
the most urgent demands of con- 
sumers,” he said, “In a market 
economy like ours—at least in what 
is left of it—the customers deter- 
mine who earns profits and who 
suffers losses. The customer — not 
the commissar—is boss. 

“We must pay attention to far 
more than the functions of mate- 
rials—if we are to preserve the 
freedom of action and _ initiative 


which makes it possible for us to]. 


improve our materials,” he said. 

“We must be as devoted in per- 
fecting the function of ideas as we 
are in perfecting the function of 
materials,” Aurelius continued. “We 
must deal with thoughts as well 
as things, for the thoughts of the 
American people will determine, in 
the long run, whether we shall re- 
tain this wonderful system of ener- 
gy, enterprise and achievement that 
built this great nation of ours—or 
whether we shall wither away into 
a system of servility in which 
there are no customers to boss us— 
only commissars.” 





up $2, and the ’55s, up $10. Los- 
ers included the ’59s, off $25; the 
571s, off $9, and the ’54s, off $52. 

At a group of representative 
auctions last week, the sales ra- 
tio was 74.9 percent, compared 
with 73.4 percent a week earlier. 


Auction reports begin on Page 






although monthly sales were only 
727 cars in April and 745 in May. 
“The important thing to us is 
that our first ‘key’ point, George 
Byers in Columbus, accounted for 
nearly a fourth of Simca retails in 
April and May,” Nunez said. “He 
already has 70 associate dealers in 
southern Ohio, southern Indiana 
(Continued on Page 42, Col. 3) 




































$600,000 Investment— 


From a small garage in 1910, to a $600,000 investment in Los Angeles is the growth 
story of Hansen Chevrolet. The first garage, founded by H. P. Hansen, was an 
Oakland dealership. Hansen's son recently opened the Los Angeles dealership which 
includes block-long frontage for new and used cars. A feature is night automotive 
service, 





For bumpers that can take it, car buyers 
count on steel. Millions of drivers park by ear, and that’s 


one reason bumpers are made of steel to absorb impact. Rugged 
steel does the job best. Steel gives the bumper designer strength 
for deflection without permanent deformation, and formability that 
permits him to create stylish designs. 





Steel’s strength keeps bumpers in shape. Steel’s surface holds 
plating tightly, keeps bumpers bright and new-looking longer. Steel 
bumpers have high resistance to scuffs and scrapes, and high 
“‘ding’’ resistance. 


Strong bumper steels are among the more than 160 types and grades 
of steel used in the new cars, each selected to do the most depend- 
able, most economical job. Tell your customers about the durability 
of the special steels used for bumpers and other parts that must 
take punishment and stay good looking. The public prefers steel in 
automobiles, as shown by consumer surveys conducted by Alfred 
Politz, Inc. The surveys show that car buyers look to steel for 
strength, dependability and quality. We’re strengthening the pub- 
lic’s preference for steel even more with a big national advertising 
campaign in magazines, billboards and network television. Make 
this preference for steel in automobiles work for you. 


Sell § it sells for you 
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How They're Pushing Sales... 


Dealer Ad Ideas 





Write Your Own Deal 
W RIT E-YOUR-OWN-DEAL 
promotion sold used cars for 
Texas Sales Finance, 5300 E. Bel- 
knap, Fort Worth. 

Under the plan, 50 cars were of- 
fered in an auction. After pros- 
pects inspected the cars, salesmen 
were available to answer questions. 
An offer was submitted on a sealed 
bid blank and turned in at the of- 
fice. The vehicles were available for 
inspection four days prior to the 
sealed-bid auction. No deposit was 
required on bids. Opening of bids 


began at 8:30 a.m. on Saturday; 
then, every hour on the hour. Sat- 
urday was selected as auction day 
to catch the weekend payroll traf- 
fic. Free coffee and doughnuts were 
served. * * *# 


‘Marked’ Money Floods City 


“NM ARKED” money was circu- 
lated in Flint in a promotion 
staged by Leon Hart Motors, Inc. 
(Volkswagen). Leon Hart, the own- 
er, is the former Notre Dame and 
Detroit Lions football player. 
Here’s how the stunt worked: 
Hart paid off his employes in 


2,000 silver dollars, each of which 
was stamped “VW.” He also dis- 
tributed the coins among suppliers. 
Any person bringing in one of the 
coins and taking a demonstration 
ride received two unmarked dollar 
bills in return. 

Hart said the promotion was 
held in connection with World 
Trade Week and was designed to 
demonstrate how foreign trade puts 
dollars into circulation in Flint. 


Giveaway Lures Prospects 
DRAWING, in which a Cor- 
vair Monza four-door sedan, a 

10-day Mexican holiday and a set 

of luggage were given away, was 
used by Friendly Chevrolet Co., 

Dallas, to get people into its show- 

room. 

The idea was not to lure pros- 


ESTABLISHED 1866. 


WEL COT 





Perkins Diesel Fitted 


To Jeep and Volga 


PETERBOROUGH, England.— 
Two more makes—Willys Jeep 
and the Russian Volga—have been 
added to the list of vehicles now 
available with Perkins four-cylin- 
der diesel engines. 

Three export models of the Jeep, 
offered by Willys-Overland Ex- 
port Corp. and Willys Overseas 
S.A., are so equipped, as is the 
version of the Volga assembled 
in Belgium by Beherman-Demoen. 





pects for “high-pressure” salesman- 
ship, but to “allow more people to 
see for themselves what Chevrolet 
has to offer for 1961,” said Wilson 
Turner, new-car sales manager. 
The promotion was open to any 


MAIN OFFICE AND MANUFACTURING TNS 
CHATTANOOGA®2, TENNESSEE 
















licensed driver who came to the 
showroom and registered. 
ed * * 


Buckling Down 

Rufus Camp, president of 
Camp Chevrolet, Atlanta, reports 
that new automobile dealers in 
DeKalb County are cooperating 
with the General Federation of 
Women’s Clubs in their “Wo- 
men’s Crusade for Seat Belts.” 

Camp Chevrolet is stocking 
seat belts to sell at cost. News 
articles in several local papers 
have called widespread attention 
to this protective equipment item 
being pushed by DeKalb County 
dealers. 


Seattle Dealers 
Pitch Promotion 


On Used-Car Need 


HE Greater Seattle Chevrolet 

Dealer Assn, emphasized a 
“critical need” for good used-cars 
in a promotion which used radio 
and direct mail to blanket the 
Seattle area. 

“We need used cars—trade or 
cash” was the theme of commer- 
cials aired on Seattle radio stations 
100 times a week. 

The messages stressed that the 
dealers were anxious to get models 
of any make, with a “special bonus 
allowance” for ’58, ’57 and ’56 ve- 
hicles. 

Following up the radio spots, 
salesmen sent out “Wanted” cards 
to prospects. After the word 
“Wanted,” they wrote in the make 
of the prospect’s car, such as a 
1956 Chevrolet. 

“Our used-car inventory is low,” 
the message said. “We need your 
car. The automobile you are driving 
right now is worth a real bonus 
allowance in trade on any new 1961 
Chevrolet passenger car, truck or 
Corvair in stock.” 

It also pointed out that cash 
would be paid to any owner who 
did not want to trade for a new 


car. 
* * * 


50-Cent Special 
Doubles Deal’s 


Service Profits 


T. MARYS, W. Va.—A fifty-cent 
service special was just the 
thing Davis Motor Co. (Dodge) 
needed to increase service business 
during a recent slump in business. 
During the month of the special, 
service profits doubled from the 
preceding month. 

Service Manager Robert Davis 
said he got his idea for the pro- 
motion while attending a Chrysler 
service manager’s school in De- 
troit. 

“I credit our increased service 
profits and the using of the serv- 
ice-special idea to the training 
center’s instruction,’ Davis said. 

‘I saw the ad in a Detroit gas 
station. I asked about it, liked it 
and put the idea to work in St. 
Marys.” 

The service special included 10 
items at 50 cents each. These were 
lubrication, oil and filter change, 
exhaust check, steering, tires and 
pressure, all lights and cooling 
system, check and adjust brakes, 
and check and adjust hand brake. 
Total cost was $5. Additional parts 
and oil were extra. 


New Dodges Given 
To Baseball Team 


Most memberg of the Minne- 
sota Twins baseball team, one 
of the new entries in the American 
League, are driving Dodge cars as 
a result of a dealer promotion. 

Circle Motors in South St. Paul, 
headed by Barney La Mere and 
Ruben Anderegg, is the dealership 
that made the mass presentation 
of the cars at a ball game. 

The cars, which involve all Dodge 
models, will be serviced by Circle 
Motors. Use of the vehicles for the 
season was given to the players by 
that dealership in cooperation with 
the regional Dodge office here, 

In return for the use of the cars, 
the players signed agreements to 
permit use of pictures and other 
advertising material involving use 
of the cars. 













WHO NEEDS. 
SMALL CARS? 
Holiday families 
do! 29.4% of the 
new cars sold to the 
audience of Holiday 
Magazine last year 
were compacts. 
(And more than 
70% of these com- 
pacts were bought 
as second cars.) 
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TURNINGS ... 


Ram-Induction Manifold 
Whips Up Extra Horses 


By Joseph M. Callahan 


Engineering Editor 
r. of the. more interesting but little understood engine 
advancements made in recent years by American auto 
makers is the ram induction manifold now available on all 


Chrysler Corp. cars, except 
the Imperial. 


To shed a little more light on 
these manifolds, a visit was paid 
to Don Moore, 
Chrysler Corp.'s 
supervisory engi- 
neer in charge of 
engine develop- 
ment, who was 
largely responsi- 
ble for the devel- 
opment of the 
ram manifold 
and who holds a 
patent on it. 

Commenting 
that it is general- 








ly about as hard to explain the 
system to anyone other than an 
engine engineer as it was to devel- 
op it, he said the ram manifold 
provides an average of 8 percent 
more horsepower over the entire 
range of engine speeds and 18 per- 
cent more power at the peak speed 
—the speed at which the ram 
manifold gives its maximum extra 
boost in power. 

As is true with all manifolds, the 
ram manifolds are merely lengths 
of pipe which conduct the air-fuel 
mixture from the carburetors to 
the combustion chambers. 

However, the ram manifold 


“We specialize in building 
customer confidence” 


‘‘We feature a full line of Pennzoil products 
—Pennzoil lubricants and Pennzoil motor 
oils—and make full use of the Pennzoil 
Kontax System and jumbo cards. 


“The Pennzoil Plan makes it possible for us to 
keep in touch with our customers with a 
high-caliber mail service, at a cost far less than 
we would be faced with if we produced our 
own mailing pieces of equal quality. 


‘“‘We are confident that by association with 
a quality product such as Pennzoil, both 
our firm and Pennzoil continue to gain the 


confidence of our customers.”’ 


ELLIS BROOKS, President 
Ellis Brooks Chevrolet, Inc. 
San Francisco, California 


pipes or branches differ from 
conventional manifold pipes in 
that they conduct the gaseous 
mixture from the carburetor on 
one side of the engine to the 
combustion chambers on the op- 
posite side. 

This necessitates longer manifold 
pipes—about 30 inches long, rather 
than the 8 to 14 inches for regular 
manifold branches. It’s this extra 
length that gives the extra power. 

Moore said the extra power is 
achieved by packing more of the 
air-fuel mixture into the cylinders 
on each power stroke and that the 
ram manifold accomplishes this by 
exploiting two basic phenomena of 
physics—inertia and sound reso- 


nance, 
* a * 


XPLAINING the inertia effect, 
he said that when the gas-air 
in the manifold pipes gets up to 
high speeds (up to 200 or 250 miles 
an hour) it has a tendency to keep 
rushing through the pipes into the 
cylinder even after the time “it 
would normally stop moving be- 
cause of the inertia. 

An important fact here is that 
while the mixture begins moving 
into the combustion chamber on 
the suction stroke or down 
stroke, it continues moving 
through the intake valve for 


serene 


he 








Ram Manifold Developers— 


Don Moore and John B. Platner, two 
Chrysler Corp. engineers, were responsible 
for the ram induction manifolds now avail- 
able on all Chrysler Corp. cars except the 
Imperial. 

* * * 
some time after the compression 
stroke or up stroke begins. 

In regard to the resonance, 
Moore said, “When the mixture 
stops moving, it sends a sound wave 
up the manifold pipe to the open 
end of the pipe (at the ‘pot’ or 
plenum under the carburetor). 
Then, this sound wave bounces 


Give your business a boost with Pennzoil’s 


“BIG 3” profit plans. One... or all... of these plans, 
backed by Pennzoil performance, will make more money for you. 


PLAN 1 


Follow-up Promotion 
System brings in 
customers oftener 
for more services. 


You get these advantages when you handle Pennzoil: supreme-quality 
Pennsylvania oils and lubricants; and merchandising that helps brighten 
your whole profit picture—in new- and used-car sales, and in bigger 


service orders. 


Pennzoil performance in your customers’ cars insures the 
satisfaction that makes it possible to capitalize fully 
on the business-getting programs built around it. 


Choose the money-making Pennzoil plans that best 
fit your problems. Write: Pennzoil, Oil City 2, Pa. 


PLAN 2 


Lifetime Lubrication 


to your service 
for life of their cars. 


Program ties customers 


PLAN 3 


Custom-Tailored 


you sell more cars 
at better prices. 
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Warranty Program helps 


















back to the intake valve and gives 
another pressure boost to the gas.” 
An advantage of ram induction 
manifolding is that the engine de- 
signer is able to “tune” the mani- 
folds so that the peak performance 
can be achieved at any pre-selected 
speed. The tuning is accomplished 
by the length of the pipes used. 
* * *K 


Tuning for Peak 


ee engineers decided to 
have their ram induction en- 
gines give their peak performance 
at about 65 miles an hour, so that 
the driver would have the maxi- 
mum extra performance when he 
was passing on the highway. 

Frequently, automobile enthu- 
siasts modify the Chrysler Corp. 
ram manifolds to get the peak 
performance at some speed other 
than 65. 

Acknowledging that the ram 
manifolds don’t give the extra 
power that fuel injection or a 
supercharger provide, Moore said 
that the “beauty” of ram induction 
is that this extra power is provided 
without resorting to any moving 
parts that would be expensive or 
that ultimately might require serv- 
ice. 

In designing ram intake mani- 
folds, Moore said the main thing is 
to keep the air flow resistance to 
a minimum by gradually curving 
the pipes and by making sure that 
they have a constant size through- 
out their length. 

* * * 


SKED if the air resistance 

wouldn’t be further reduced by 
using a ceramic or chrome plating 
on the inside walls of the pipes, he 
commented that smoother pipes 
would be helpful for a time, but 
that the tar, shellac, lead and other 
metal deposits in gas would ruin 
the effect within an hour, However, 
he added that porcelain on the ex- 
haust manifolds would certainly 
protect them against corrosion. 

To keep weight to a minimum, 
the Chrysler ram pipes are made 
of sand-cast aluminum, They 
have a wall thickness of %4 inch 
and the pipes have a rectangular 
shape of 2-1/16 by 1-1/16 inches. 

Back in the late 1940s Moore 
started “playing” with the ram 
manifold on a single-cylinder en- 
gine and found that the length of 
the pipe made a difference on the 
performance. 

Then, in about 1951 or 1952 Chrys- 
ler collaborated with Firestone Tire 
& Rubber Co. in the development 
of a car that had special tires and 
a special engine for the Indianapo- 
lis Race. The longer pipes worked 
satisfactorily. 

* * 


*x 
Debut on ’60s 


7 ram pipes broke into pro- 
duction use on some of the 1960 
Chrysler Corp. cars and ram-induc- 
tion engines are now available on 
the Chrysler C-300, Valiant and 
Lancer Hyper-Pack engines, as 
well as on Dodges, Darts and 
Plymouths. 

Although ram induction mani- 

folds are not extremely new in 

that they have been used occa- 
sionally over the years on Euro- 
pean and race cars, the Chrysler 
attorneys conducted a patient 
search and were surprised to find 
that “no prior use” had been es- 

tablished in this country and a 

patent on this particular type of 
ram manifold was taken out. 

Other auto makers, including 
Chevrolet and Oldsmobile, have 
done considerable work with these 
manifolds and it’s conceivable that 
they could introduce them in the 
years to come. 

Asked what the next step in in- 
duction manifold development 
might be, Moore said that a pos- 
sibility for a production car would 
be to combine ram manifolds with 
a supercharger. This has been done 
by one stock-car racer. 





Klepfer Elected President 


Of Buffalo Dealers Assn. 

BUFFALO.—The Buffalo Auto- 
mobile Dealers Assn. elected Ward 
M. Klepfer, Klepfer Bros., Inc., as 
president. He succeeds Gilbert M. 
Tinney, Tinney Cadillac Corp. 
Other new officers are: 

Vice-president, William A. Diet- 
rich, Dietrich Oldsmobile, Inc.; 
secretary, Albert J. DeLacy, De- 
Lacy Motors, Inc., and treasurer, 
Ervin J. Wolf, Wolf Motor Sales 
Corp. 
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WHO NEEDS TWO CARS? Holiday families 
do! Infact, there are more multiple-car families 
in the Holiday audience than one-car families. 
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Can 61 Sales Catch 60? 


By DAVID J. WILKIE 

RETAIL NEW-CAR sales so far 
this year have been running siz- 
ably behind last year’s level for the 
comparable period but the upturn 
that began with 
the coming of 
spring gives all 
indications of 
continuing well 
through the re- 
mainder of #he 
current model 
year. 

This is the 
view of industry 
executives close 
to the merchan- 
David J. Wilkie dising situation 
as well as that of numerous an- 
alysts of general business prospects. 
If the viewpoint be accurate, this 
year’s total retail deliveries will at 
least match the 1960 volume. 

Many of the experts, including 
top level industry executives, guess- 
ed wrong about retail sales in the 








early months of the current model 
year. Although they knew a depres- 
sion had overtaken the nation’s 
economy, they insisted new-car 
sales would get a substantial stim- 
ulus with the initial presentation 
of 1961 models. 

It is a matter of record that 
despite all the engineering and 
Styling advances incorporated 
into the 1961 models no such in- 
creased demand developed. But 
registration figures show an up- 


Pontiac Dealer Quits, 


Will Handle Used Cars 


PLYMOUTH, Ind.—Henry Case 
has given up his Pontiac dealer- 
ship, Melody Motors, 600 E., Jeffer- 
son St. 

The dealership building has been 
purchased by Arnold Berkeypile, 
who will use half of it for his auto 
parts business. Case will use the 
other half for his used-car busi- 
ness, which he is continuing. 





surge in demand was only de- 
layed; it developed in the early 
weeks of spring. And industry 
chiefs are making more favor- 
able comparisons of current de- 
liveries with those of what they 
now gladly refer to as the “pre- 
recession” days. 

New-car retailers had a rough 
time through the first five months 
of the 1961 model year. Many of 
them lost money on their opera- 
tions in that period. Some may con- 
tinue to lose, but their prospects 
of reversing the trend are decided- 
ly more favorable than they were 
at the start of the model period. 

a * * 


Better Than 1955 


IN SOME instances the moun- 
tain-high new-car inventories forc- 
ed some retailers into loss-selling, 
but even so their situation was bet- 
ter than it was in the record year 
of 1955. 

Many retailers know that in 
the “biggest” year in automobile 
industry history the 7.2 million 
new-car Sales added up to a lot 
more profit for the manufactur- 
ers than for the retailer. 

Some retailers properly called the 
period one of “profitless prosper- 
ity.” 


New-car inventories again are 
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Paris, France: In 1935, Parisian 
motorists struck traffic policemen 
on the average of more than two 
every day. 





at high levels, but there are sev- 
eral potentialities that might make 
substantial new-car stocks an as- 
set instead of a liability for the 
retailer. 

A work stoppage incident to new 
contract negotiations this summer 
is one of them. Another is a pos- 
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Perfect Circle replacement ring sets is 32 
times thicker than the average of the next 
four most popular brands—and almost twice 
as thick as the nearest competitive brand.* 
Perfect Circle pioneered solid chrome— 
proved repeatedly to be harder and longer 
wearing than any other piston ring surface. 
This superior chrome surface enables en- 


gines to deliver peak performance far longer 


—keeps power high and oil consumption low 


for thousands of extra miles. 


Extra-thick, solid chrome is just one reason 
why so many leading engine and vehicle 
manufacturers, fleet operators, race drivers 
and mechanics prefer and specify PC rings. 

For finest quality that means longer life, 
always install genuine Perfect Circles—the 


rings the 


‘pros’’ prefer. 


*Based on measurement of top rings from replacement sets for the two most popular V-8 engines 
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sible worsening of the international 
situation. 

Informed opinion in auto indus- 
try labor circles is that the United 
Auto Workers union will not go 
into the negotiations with a strike 
chip on its shoulders. Nevertheless 
a work stoppage always is a possi- 
bility in any industrywide contract 
negotiations. 

It is true that a strike in the 
auto industry would take many 
would-be car buyers out of the 
market, but it probably would af- 
fect only a part of the industry— 
probably not more than one pro- 
ducer at a time. In the event of 
such a production stoppage over- 
all retail deliveries undoubtedly 
would exceed new-car assemblies. 

So far as the international situa- 
tion is concerned, even another 
Korea or comparatively small scale 
conflict, could wipe out the car 
inventory in short order. There is 
always the probability, of course, 
that in the event of even a limited 
type of armed conflict, wartime re- 
strictions would be _ re-established 
on new-car purchases. 

However, any eventuality that 
even suggests a possible shortage 
of new cars would set off a rush 
on the stockpile that could level it 


in a few weeks. 
Ea * * 


Few Changes in ’62 


SOME DEALERS already know 
what their factories are planning 
for the 1962 model year. Others will 
learn within the weeks immediately 
ahead. Few major changes are con- 
templated in the compact or stand- 
ard-size models. 

But the schedules of some mak- 
ers call for the presentation of 
additional models in the smaller 
series. For part of the dealer or- 
ganization this could mean a con- 
tinuing high level of inventories, 
but there is no present indica- 
tion that the inventory will be 
permitted to reach unmanage- 
able proportions, 

The compact or smaller-size cars 
are here to stay for a long time. 
That’s the answer of the industry 
stylists to a question as to whether 
there has been any sign of slowing 
down of interest in the less-than- 
standard size vehicles. 

“There always will be a segment 
of the car-buying public that wants 
the compact vehicle,” said one lead- 
ing stylist. “And the demand al- 
ways will be sufficient to justify its 
production in volume,” he added. 


More Training 
Called Way to 
Avoid Idleness 


WASHINGTON. — The Chamber 
of Commerce of the United States 
said that unless more job training 
is provided for youths during the 
next decade, prospects are for ris- 
ing unemployment among this 
group. 

Some 7% million of the 26 million 
youths coming into the labor force 
in the next decade will not have 
finished high school, the chamber 
said, and another 2% million will 
not have finished grammar school. 
During the decade demand for pro- 
fessional and technica] labor will 
grow by 40 percent, but for un- 
skilled labor, not at all, it said. 

Dr. Emerson P. Schmidt, direc- 
tor of economic research for the 
chamber, outlined to a House labor 
subcommittee a program which he 
said would boost productivity, spur 
economic growth and provide jobs. 

Schmidt called for tax reform, 
emphasis on research and develop- 
ment and a stepup in training of 
young workers and retraining of 
older workers “with particular ref- 
erence to older workers and work- 
ers in seriously distressed areas 
and industries.” 

He said that there is a great 
need for more information on new 
methods, materials and products 
that will stimulate investment and 
for information on current job 
openings and on future demand 
for various skills. 


VW Outlet Promotes Lamm 


JACKSONVILLE, Fla. — Charles 
F,. Lamm, formerly Southern Flor- 
ida zone Manager, has been ap- 
pointed advertising manager of 
Brundage Motors, Inc., Volkswagen 
distributor for Florida, Georgia and 
South Carolina. He formerly was 
with Ford Motor Co, and American 
Motors Corp. 





WHO NEEDS NEW 
CARS? Holiday fami- 
lies do! As a matter 
of fact, in the past 
three years, Holiday’s 
936,749" families 
have bought more 
than one million new 
cars. It’s no wonder 
your best new-car, two- 
car market is the ac- 
tive, affluent audience 
of Holiday Magazine. 
“Average net paid 
circulation, 1960. 
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Capsule Comment 


Present plans call for introduction of 1962 models starting 
in mid-September. 


Only three months left for the cleanup. 
* * * 

Scrappage of new cars totalled 4,150,000 in 1960, while 
650,000 trucks were taken off the road, AUTOMOTIVE NEws’ 
estimates show. 

While the car scrappage was 1,100,000 below record- 
breaking 1959, it still was the third highest in history. 
* * * 

Ray Allen, Buick-Olds-Pontiac dealer in Cedar Rapids, 
Ia., told the Oregon dealer convention that one of his firm’s 
strict business policies is: Don’t hire a man whose wife has 
a job, because such men are lazy. 


... And probably hungry. 
* * * 

Labor Secretary Arthur J. Goldberg warns labor and man- 
agement that the nation can neither tolerate nor afford a 
strike in the auto industry this fall. 

Will the UAW take unfair advantage of this threat? 
* * * 

Federal Reserve Board survey reveals 8.4 percent of con- 
sumers now plan to buy new or used cars in the next six 
months. 


In same period last year, 8.8 percent of consumers had 
buying plans. 
* * * 
Birkett L. Williams, former NADA president, offers this 
formula for improving dealer profits: 
1. Slash excessive new-car inventories; 2. Eliminate un- 
necessary expense; 3. Know the cost of selling a car. 





Coming 
Events 


% Envrror’s Notz: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


June I1-13— New York State Automobile 
Dealers, Spring Meeting & Golf Tourna- 
non igs tae Inn, Saranac Inn Post Of- 
ice, 


June 15-16—Automobile Dealers Assn. of 
Indiana, Marott Hotel, Indianapolis. 


June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 


June 16-18— New Hampshire Automobile 
Dealers Assn., Bald Peak Colony Club, 
Melvin Village, N. H. 


June 29—Annua! Outing, Rhode Island 
Automobile Dealers Assn., Metacomet 
Country Club, East Providence. 


Aug. 20-22—Colorado Automobile Dealers 
Assn. Harvest House, Boulder. 


Aug. 20-23—Automobile Dealers Assn. of 
West Virginia, The Greenbrier Hotel, 
White Sulphur Springs. 


Sept. 18-19—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 


Oct, 2-4—I4th Annual Convention and Ex- 
hibit, Truck Body and Equipment Assn., 
Hotel Sherman, Chicago, 


Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte Haddon-Hall Hotel, 
Atlantic City. 


Oct. 22-24— New York State Automobile 
oe The Concord, Kiamesha Lake, 







Letterbox 


Oct. 29-31 — Florida Automobile Dealers 





Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 
used if you so request, 
Nov. 14—Connecticut Automotive Trades 


Assn., Statler Hilton Hotel, Hartford. 


Nov. 25-27—Arkansas Automobile Dealers 
Assn., Arlington Hotel, Hot Springs. 


Dec. 4—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 


%& Dec. 4-5—Minnesota Automobile Deal- 
ers Assn., Hotel Leamington, Minne- 
apolis. 


Solutions Suggested 

The lead article in the May 29 
issue, “Fewer Models Favored As 
High-Inventory Cure,” has stopped 
my procrastination on writing a 
letter to you. 

One cannot serve several hundred 
automobile dealers as I do without 
learning a great deal about their 
problems. There are many weeks, 
when I travel, when I am in as 
many as 15 showrooms a day and 


Dec. 8-9— Montana Automobile Dealers 
Assn., Billings. 


Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 


%& March 18-19 — Louisiana Automobile 
Dealers Assn., Roosevelt Hotel, New | visit with as many as six dealers 
Orleans. d 
* * * a day. - 
Bec I am not connecte 
Auto Shows — ant 


with any factory and have dem- 


"You win again, Curley. How in the heck do you do it?” 


‘Simplify the Line ..... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich. 


Oct. 14-I8—Milwaukee Auto Show, Arena, 
Exhibit Hall and Market and Mechanics 
Halls, Milwaukee, 


Oct. 18-22—New England International 
Auto Show, Commonwealth Armory, 
Boston. 


onstrated that I have the dealers’ 
interests at heart I believe I am 
told many things that are not 
conveyed to the factory men in 
strong language. 


Also, I believe that many of the 
things which are told to factory 
men in the field are not conveyed 
with equal emphasis to the top fac- 
tory brass. Few men in the lower 
echelon enjoy being the bearer of 
bad news to their bosses—after all, 
perhaps the bad news is their fault. 
But, of course, the bad news is not 
their fault, 

It is painful to witness the plight 


Oct. 28-Nov. 5—Southern Automobile Ex- 
ee. Merchandise Mart, Charlotte, 


Nov. I1-18—Philadelphia Auto Show, Phila- 
delphia. 


Feb. 17-25— Chicago Automobile Show, 
McCormick Place, Chicago. 
1962 


Oct. 19-28 — 1962 National Auto Show, 
Cobo Hall, Detroit. 


oe of so many capable businessmen 
(dealers) who are powerless. to do 
General much to improve their conditions, 


and there is so much wrong that 
an entire issue of your good paper 
could not touch on all of the prob- 
lems, 

Although the factories are doing 
very well, they have a big stake in 
the outcome of their distribution 
system troubles. 

The multiplicity of models in all 
lines with all of the options, is 
definitely one of the principal 
causes of lost dealer profits. 

If the factories would agree that 
each firm will be limited to an X 
number of models (preferably 
about % as many for each as now 


June 28-30 — International Truck, Trailer 
and Equipment Show, Brooks Hall, San 
Francisco. 


Aug. I1-12—National Auto Auction Assn. 
Convention, Bismarck Hotel, Chicago. 


Oct. 8-13—American Trucking Assn. An- 
nual Convention, Statler and Mayflower 
Hotels, Washington, D. C. 


Oct. 23-26—Fleet Maintenance Exposition, 
Private Truck Council of America, Inc., 
New York Coliseum, New York. 


Oct. 29-Nov. I — National Lubricating 
Grease Institute, Rice Hotel, Houston. 


Nov. 8-10— Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 


The Big Stories 


35 Years Ago—1926 


According to a survey, American auto makers employed 350,000 
workmen in 1925 and produced 3,500,000 cars for an average of 10 
cars per man. In one European country, 100,000 workmen turned out 
30,000 cars or % of a car per man. 


20 Years Ago—1941 
Following wage increases throughout the industry, six car makers, 
Plymouth, Dodge, Nash, Studebaker, Chrysler and DeSoto, announced 
price increases on 1941 models ranging from $10 to $53. 


10 Years Ago—1951 


Competitors of General Motors Corp. were ordered to follow the GM 
policy of absorbing a four-cent annual improvement wage increase. 
The Wage Stabilization Board endorsed GM’s position that the raise 
should be paid out of greater efficiency rather than higher new-car 
prices. 
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available) one of the big headaches 
would be eliminated and nobody 
would be hurt one iota. 

If such an industrywide action 
could be considered illegal, then 
the government must be made to 
realize why such is necessary for 
the welfare of the country, not 
just for the benefit of this in- 
dustry. 

One thing that it seems many 
people in the industry lose sight of 
is that the automobile is no longer 
a luxury. It is a necessity and just 
as many will be sold each year 
regardless of the colors and options 
that are available. I do believe that 
even with all of the offers of mod- 
els and options, until a prospect 
walks into a showroom the vast 
majority have only a simple idea in 
mind: A four-door sedan; a two- 
door job; a sport model; a station 
wagon, and perhaps certain power 
equipment which has become gen- 
eral. All the rest of the options 
are brought up by the salesmen 
because the factory has made them 

available, 

The basic psychology of people 
never changes. It is the same today 
as when the first Henry Ford built 
his empire with the Model T and 
then the Model A. And, do we not 
have before our very eyes the VW 
with very few options, still with a 
waiting period on the part of most 
customers in many areas, who fork 
over full list price, and say thank 
you to the dealer for letting him 
have a car? Granted that there 
were and are other factors in the 
successes of the early Ford and 
present VW, but the other factors 
are not what allowed them to have 
so few models so successfully. 

As an illustration of this idea, 
one of the successful dealers I 
know does an outstanding job by 
ordering all of his cars equipped 
with automatic transmissions and 
power steering, some with power 
brakes and all with radio and 
heater. He then advertises them 
with this equipment at a price 
which includes the equipment at 
cost, without telling the customer 
how he arrived at his selling price. 
In other words he puts a flat price 
on these cars, and has few other 
cars in stock, and says that these 
prices apply only to cars in stock. 

Most of his competitors adver- 
tise a lower base price and try to 
sell the prospect the needed acces- 
sories so that their price adds up 
to a higher price than his. 

The prospects who have been 
shopping have expected to see 
this dealer try to raise the actual 
selling price with more additions 
the way his competitors work, 
and they are so surprised to find 
that he will actually sell at his 
advertised price and also has the 

(Continued on Page 38, Col. 2) 












REPORT TO FORD DEALERS 


THE FIGURES ARE IN: 


WE'VE JUST HAD 
OUR BIGGEST MAY 
SINGE THE MODEL “A”! 


YOU HAVE JUST HAD A PART IN THE MOST SUCCESSFUL SALES EFFORT 
IN RECENT FORD HISTORY. DURING THE MONTH OF MAY, YOU FORD 
DEALERS SOLD MORE THAN 147,000 CARS...MORE THAN IN ANY OTHER 


MAY SINCE 1929! 





YOUR MAGNIFICENT SELLING SPREE MEANT THAT EVERY SIX SECONDS 
IN EVERY EIGHT-HOUR DAY SOMEONE BOUGHT ANOTHER FORD, FALCON, 
THUNDERBIRD, OR FORD WAGON. THAT'S QUITE A RECORD! 


YOU CAN BE PROUD OF THIS ACCOMPLISHMENT BECAUSE THE COMPETITION 
WAS TOUGH. NEVER BEFORE IN HISTORY HAVE YOUR CUSTOMERS BEEN 
FACED WITH SUCH A DAZZLING DISPLAY OF MODELS OR SUCH A VARIETY 


OF VALUES. 


STILL, THEY FLOCK TO YOUR SHOWROOMS IN RECORD-BREAKING NUMBERS 
...NOT JUST TO SHOP...BUT TO BUY! AND THE REASONS WHY ARE ON 


YOUR SHOWROOM FLOOR RIGHT NOW. 


THE FALCON -- WITH ITS PHENOMENAL MOBILGAS ECONOMY RUN RECORD 
-- IS THE RUNAWAY BEST SELLER OF ALL THE COMPACTS, AND ITS 
LEAD OVER COMPETITION IS INCREASING EVERY DAY. 


THE GALAXIE STANDS ALONE IN ITS PRICE RANGE AS THE CAR THAT'S. 
BEAUTIFULLY BUILT TO TAKE CARE OF ITSELF. ITS STYLING IS THE 
MOST WIDELY IMITATED ON THE ROAD (AND, CONCEDINGLY, THE MOST 


ADMIRED) ! 


IN CONVERTIBLES, TOO, FORD'S SUNLINER IS FAR AND AWAY AMERICA'S 
ALL-TIME TOP-DOWN FAVORITE. AS EVERY FORD DEALER KNOWS, YOU CAN 
TALK CONVERTIBLES ALL DAY AND NEVER RUN OUT OF FEATURES...OR FANS! 


IT'S CERTAINLY NO SURPRISE TO LONG-TIME FORD DEALERS THAT THIS 
YEAR'S WAGONS ARE OUTSELLING THE COMPETITION HANDS DOWN! SUC— 
CESS COMES NATURALLY TO AMERICA'S WAGON SPECIALISTS. 


AND THE SENSATION OF THE SEASON IS THE NEW THUNDERBIRD -- A 
CAR THAT BECOMES MORE AND MORE DESIRABLE EACH MONTH. AND THE 
MORE OTHER CARS COPY IT...THE BETTER OFF YOU'LL BE! THIS 





REMARKABLE MAY SALES RECORD WAS NO ACCIDENT: YOU'VE GOT THE 
CARS THE CAR BUYERS WANT, AND YOU'VE GOT THE SALES KNOW-HOW TO 
SELL THEM. LET'S KEEP THE BALL ROLLING...THE BEST IS YET TO COME! 


FORD DIVISION backs you best 


Cord otor Company, 
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Rootes Group Staging 
Big Drive on Coast 


By William Carroll 
West Coast Editor 

OS ANGELES.—A $400,000 ad- 

vertising and promotion budg- 
et, a new district manager and fu- 
ture of the import-car business 
were among topics discussed with 
AUTOMOTIVE News by Ian Garrard, 
Western regional manager for the 
Rootes Group. 

“We expect to spend nearly 
$400,000 on the Pacific Coast in 
the next 12 months,” Garrard 
said. “We’ve been advised that 
radio and TV are important 
enough to take 40 percent of our 





NINE YEARS IN A ROW! 


Again, MONRO-MATIC’ shock absorbers 
bring in the winners at the Indianapolis “500” 








Racing drivers can’t afford to settle 
for less than the absolute car control 
and safety that come with Monro- 
Matic shock absorbers. The outcome 
of the race and their very lives depend 
on them. That’s why Monro-Matics 
were On every winning car, and on 32 
of the 33 entries in this year’s “*500.” 

The extra stability provided by 


THIS FREE DEMONSTRATOR IS A BARREL OF PROFIT! > 


Here’s the sensational deal that is ringing up huge sales the country over! Fourteen of the most popular 
Monro-Matic shocks and four Super Load-Levelers . . . packed in a free demonstrator barrel. With 
this Monroe BD-18 deal come free window banners, outdoor displays, handout leaflets. Dealers make 


$87.30 profit on each deal! 


MONROE AUTO EQUIPMENT COMPANY e@ MONROE, MICHIGAN 
In Canada, MONROE-ACME, LTD., Toronto, Ontario « In Mexico, MEX-PAR, Box 28154, Mexico City 
World’s Largest Maker of Ride Control Products, Including SUPER LOAD-LEVELERS® 


budget. The balance is for news- 
papers. We’re aiming our product 
advertising at hard-selling; 
transportation at a price well 
back from the compacts, 
“Because we believe the deter- 
mining influence (as to which car 
is bought) is confidence in the 


of Walt Boyer as San Francisco 
district manager for Rootes Mo- 
tors, Inc, Boyer formerly was 
Southern California sales manager 
for Standard-Triumph, 

Garrard also announced the ap- 
pointment of Alex Evelove Co., 
Beverly Hills, as public relations 
counsel, 

“Since the advent of the (De- 
troit) compact,” said Garrard, “I 
believe we'll return to emphasis on 
sports cars, where We can concen- 
trate our advertising funds.” 

* * * 

T IS said that Rootes has ordered 

in excess of 10,000 Sunbeam Al- 


deaier, we want to impress on the| Pine sports cars for delivery in the 


public that the dealer from whom 
they buy their Rootes car will be 
there when they want the next car, 
or excellent service. And we are 
most concerned with building high- 
er unit volume per dealer.” 
Garrard announced appointment 


= 


champions. 


Monro-Matics is essential to safe high- 
way driving, too. They hold wheels in 
firm contact with the road, reduce side 
sway, improve steering control, and 
deliver a comfortably cushioned ride. 
In the interest of safety, remind your 
customers to replace worn shocks 
with Monro-Matics . . . choice of the 


next 12 months, The Hillman con- 
vertible will feature its automatic 
transmission and low price. 

The Humber, a compact luxury 
model, is to receive special pro- 
motion. Class magazines and pro- 
fessional journals will be used to 


A. J. Foyt, 1961 Indianapolis champion, zoomed to victory lane on Monro-Matic shocks with a blistering average of 139.131 mph. 





Ua Le 


SHOCK ABSORBERS 
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advertise the $3,995 (p.o.e.) unit. 
It will be sold and serviced by 
selected dealers, Garrard said. 

A racing program will be built 
around the success of the Alpine. 
According to Garrard, dealers who 
have supported racing promotions 
found store traffic and saleg in- 
creased. A Sunbeam owner’s club 
is programmed for operation 
through Rootes’ regional offices, he 
said. 

“We're seriously concerned with 
helping our dealers to merchandise 
their cars. We'll soon have a busi- 
ness-management program to as- 
sist them to cut costs and reduce 
overhead, Instead of a hit-and-miss 
arrangement, this will be a com- 
plete, continuing program.” 

Trade sources report that Rootes 
is examining the possibility of fac- 
tory-arranged flooring and retail 
financing in cooperation with an 
American finance company. An- 
other program, yet unannounced, 
hinges on a flow of information to 



















all banks and finance companies, 
concerning activities of Rootes, 
Inc., and Rootes dealers, 

* * * 


Volvo 


RALLY for Volvo owners and 

their guests from the New 
York metropolitan area was spon- 
sored by Volvo Distributing, Inc. 

Starting at separate points in 
Westchester County, Northern New 
Jersey and Long Island, the event 
terminated at Bridgehampton Race 
Course in time for the first race 
of a National SCCA program. 

Organized and directed by rally 
experts, Art Peck and Dave 
Hebb, the rally was dubbed the 
“Volvo Dealer’s Choice,” since it 
followed the basic outlines of a 
standard poker rally. 

Pennants, plaques and lunch at 
the course were provided to all 
rally participants by the sponsor. 
Trophies were awarded to the rally 
winners from each of the three 
starting points. 

* * 
Simca 
IX more dealers have been fran- 
chised to handle Simca, accord- 
ing to Peter Nunez, Simca sales 
manager. They are: 

McGuire Motor Sales, Inc., Ash- 
land, Ky.; Tubbs Bros., Inc., San- 
dusky, Mich.; A. M. Weekley & Son, 
Butler, O.; Bercaw Plymouth, Leb- 
anon, O., and McFarland Auto 
Sales, West Union, O. 

* * * 
Jaguar 
A PARADE of sports cars 
through the downtown section 
of Tampa, Fla., and the presenta- 
tion of keys to the city to Frank- 
lin D. Roosevelt jr., heralded the 
first showing in this area of the 
new Jaguar XK-E. 

Roosevelt, who heads Roosevelt 
Automobile Co., Washington, Jag- 
uar distributor, also appeared on 
television here to promote the new 
model. Sheppard’s Imports is the 
Jaguar dealership for this area. 

* * * 


British Motor 


Se is nearing com- 
pletion on Car Assembly Build- 
ing No. 2 at Austin Motor Co.’s 
Longbridge Works in England, 
brining a step nearer to reality 
British Motor Corp.’s goal of an 
annual output of one million ve- 
hicles. 

The building will raise the ca- 
pacity of the Austin factory from 
8,000 vehicles a week to 10,500, and 
will house assembly operations for 
the Austin and Morris 850. 

British Motor is producing at a 
rate of 750,000 vehicles a year, the 
full current capacity of the group’s 
factories. Production is due to start 
at the new assembly plant early 
next year. 

* * 


Renault 


yas Renault distributor firm op- 
erating in Southern California, 
Southern Nevada and Arizona has 
changed its name from John Green 
Corp. to Renault Southern Califor- 
nia, Inc., according to Jack L. 
Challender, manager, Headquarters 
are in El Segundo, Calif. 

The name was changed to reflect 
more accurately the business in 
which the company is engaged, 
Challender explained, It continues 
as a wholly owned subsidiary of 
Renault, Inc., American importer 
of the Renault line. 

Associated with Challender in its 
management are A. E. Hagen, sales 
manager, and Edward A. Richard, 
acting service manager. 

* * a 
Tojeiro 
OsEIRO Automotive Develop- 
ments, Ltd., Barkway, England, 
has announced the appointment of 
Tojeiro Sales, U. S. A, 3221 Ma- 
comb St., N. W., Washington 8, 
D. C., ag exclusive United States 
distributors for Tojeiro Formula 
cars. 
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SORBERS 


* * cd 

Fiat 
Rtas net profits last year were 
equal to $37.8 million, almost 
double the ’59 net of $19.7 million, 
according to Prof. Vittorio Valletta, 
chairman and managing director 

of the Italian firm. 

Sales totalled $872 million, he 
added, an increase of $171.2 million 
over the previous year. During the 
year the Fiat group built 530,665 
vehicles, compared with 430,282 a 
year earlier, Valletta said, and 194,- 
397 were exported. 








Because no other vehicles — not 
even imitations — quite measure 
up. Only the ‘Jeep’ vehicle is so 
rugged, versatile, proved. And 
its resale value is so high you do 
a ‘double take’ at the book list- 
ing. The ‘Jeep’ Universal depre- 
ciates as little as 10% in two 
years—and that’s a proven fact! 


Customer loyalty isn’t the only 
reason a ‘Jeep’ franchise is so 
valuable. There's profit: ‘Jeep’ 
dealers average $400 gross 
profit per vehicle after washout. 
And sales volume: at an all time 
high and still climbing. Advertis- 
ing support: Hong Kong and 
Maverick—two top national net- 
work TV shows help sell ‘Jeep’ 
vehicles week after week all year. 


You can add the ‘Jeep’ franchise 


to your existing line with little FIND OUT ABOUT A ‘JEEP’ FRANCHISE NOW! 


increase in overhead. Why not ~% 
get all of the facts right away! 


‘Jeep’ vehicles*made only 
by Willys Motors, Inc., one of 
the growing Kaiser Industries. 
® 


VEHICLES 


For complete information on the franchise with real customer loyalty, write: James Beattie, Jr., General Sales Manager, Willys Motors, Inc., Toledo 1, Ohio. 
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Lawsuits Affecting Dealers... 
Court Decisions 





By Leo T. Parker 
Attorney at Law 
Ts apetmggeatoncernagted speaking, the high- 
er courts give little or no cre- 
dence to testimony of a witness 
especially interested in the outcome 
of a law suit. In 
fact, a majority 
of courts consider 
testimony of an 
interested wit- 
ness as no wi- 
dence at all. 
For example, in 
General Motors 
Acceptance Corp. 
v. Gregory, 336 
S. W. (2d) 343, 
the testimony 
Leo T, Parker showed that a 
man, named Gregory, purchased an 
automobile from Howard Chevrolet 
Co. By the terms of the contract 
Gregory was to pay $2,160.72 in 18 
equal monthly installments. 
Controversy developed when 
Gregory contended that he paid 
Betty Richmond, secretary-treasur- 
er of Howard company the sum of 





$1,000 in addition to the stipulated 
monthly payment of $120.04. 

In later litigation, both Gregory 
and his brother testified that the 
former had $1,500 in cash on the 
day of the disputed payment. They 
testified that while on their way 
to make the payment, Gregory 
counted out $1,120.05; 10 $100 bills, 
five $20 and two $10 bills and a 
nickel. 

The brother counted the money, 
so he testified. Betty Richmond 
denied that she had any conversa- 
tion with the Gregorys and testified 
that her records did not show that 
any such cash payment as claimed 
by Gregory had been paid. 


* * * 


Lower Court Overruled 
HE lower court decided that 
Gregory had paid the sum of 
$1,120.05 to Betty Richmond. The 
higher court reversed this verdict, 
and said: 
“Where the verdict is flagrantly 
or palpably against the evidence, as 
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shown by this record, we will not 
hesitate to set it aside.” 
* * * 


Laws Spare Innocents 


ea to the knowledge of 
many auto dealers, and also 
bank and finance officials, there are 
two United States statutes designed 
to eliminate financial losses to 
those who loan money on autos 
seized by Federal authorities for 
violation of the internal revenue 
laws relating to liquors. 

These statutes are, first, 18 
U. S. C. A. page 3617, which pro- 
vides that a court may remit or 
mitigate the forfeiture. The other 
statute is 26 U. S. C., page 7302. 
This statute provides for for- 
feiture of an auto used in viola- 
tion of internal revenue laws. 


El Paso Auto Salesmen 
Seek Sunday Closing 


EL PASO, Tex. — Local auto 
salesmen have asked Mayor 
Ralph Seitsinger, County Judge 
Woodrow Bean, El Paso Cham- 
ber of Commerce officials and 
the El Paso Council of Churches 
to help thém in a drive to close 
the dealerships on Sunday. 

“The immediate problem con- 
cerns but a few establishments, 
however, with automobile dealers 
beginning to open on Sunday it 
will not be long before others will 
follow and Sunday will be just 
another work-day,” said the let- 
ter. 


_The laws giving the U. S. the only last week an innocent person 
right to seize and confiscate autos purchased the auto. Yet since the 
used in violation of liquor laws are illegal act was accomplished by the 
far reaching. The statute takes ef-| seller of the car before it was pur- 
fect immediately upon the com-| chased by this innocent person, the 
. U.S. authorities may seize and con- 

At that moment the right to the] fscate the auto, thereby causing 
auto vests in the U. S., and renders| gnancial losses to the innocent 


mission of the illegal act. 


void all intermediate sales and| pyyer. 
alienations, even as to purchasers a ae 
in good faith. - 

In other words, unknown to the Seizure May Be Revoked 
U. S. authorities, the owner of an 
auto may have transported liquor 


New way to sel// cars: 


GET *123°° MORE 





TO'PLAY WITH" 







ON TIGHT DEALS! 


Proved tire-changeover plan gives you 
up to $12350 more room for trade 
or profit. No inventory needed! 


Already a profit-maker for new car dealers! 

















LSO, the holder of a chattel 
mortgage or conditional-sale 
illegally a year or more ago, and| contract stands to lose his invest- 





















LOOK WHAT 
seb) ? 

ARMSTRONG 
DEAL OFFERS ® 









ONLY ARMSTRONG 


Just offer customers Armstrong PREMIUM grade 
whitewalls that cost you no more than 

original equipment tires. Explain — these 

are the famous life-saving Safety Disc tires. And 


profit! You don’t tie yourself up, or carry any 
inventory — you phone for your tires! It’s simple 
and successful! For further details, see the 
Armstrong tire dealer in your city. 


Premium grade tires that cost you no more 
than original equipment tires 


Exclusive, patented Armstrong Safety Disc feature — stops deadly 
skids as no other tire can 


Heavy national advertising including CORONET, LOOK, TRUE, 
ARGOSY, OUTDOOR LIFE, FIELD & STREAM, SPORTS AFIELD, 
POPULAR MECHANICS, POPULAR SCIENCE, MECHANIX ILLUSTRATED 


and on TV! 


Lifetime Guarantee with unconditional Road Hazard feature, 
nationally serviced (adjustment, pro-rated for tread wear) 


No contract to sign, no investment, no inventory 


OFFERS THIS 
UNIQUE 


ARMSTRONG RUBBER COMPANY Home Office, West Haven, Connecticut 


point out the unique Armstrong guarantee. Customers 
go for it — and you get from $45.75 to $123.50 extra 











CHANGEOVER PLAN! 


ment. On the other hand, as pro- 
vided by one of the statutes, the 
court may revoke the seizure and 
forfeiture, and thereby save the in- 
nocent purchaser and holder of the 
mortgage or conditional-sale con- 
tract any financial loss. 


For instance, the case of Flor- 
ida Dealers Bank vy. United States, 
279 Fed. Rep. (2d) 673 involved 
seizure of an auto used for illegal 
purposes. The higher court held: 


“Although the government’s 
right to forfeiture under 26 U.S.C.A. 
page 7302 and a claimant’s right 
to ask the court for remission 
under 18 U.S.C.A. page 3617 are 
closely tied together, different prin- 
ciples and different considerations 
apply to each. 

“The primary purpose of the for- 
feiture statute is to protect the 
revenue. The primary purpose of 
the remission statute is to relieve 
innocent persons whose property 
has been seized. Both statutes, how- 
ever, must be construed as far as 
possible so as to give effect to the 
purpose of each without sacrificing 


either.” 
e & & 


Kentucky Court Rapped 


On Use-Tax Exemption 

FRANKFORT, Ky. — Petitioning 
the Court of Appeals for a rehear- 
ing, the Revenue Department has 
challenged the tribunal’s decision 
to exempt new Kentucky residents 
from paying use taxes on their cars 
if they had done so in another 
state. 

The department estimated that it 
could lose as much as $400,000 a 
year if the ruling stands. 


* * * 


Lien Can’t Halt Transfer, 


Kentucky Official Rules 


FRANKFORT, Ky. — The state 
attorney general’s office has ruled 
that a county court clerk cannot 
refuse to transfer ownership of an 
automobile because the registration 
certificate shows there is a lien on 
the vehicle. 

The opinion was delivered by 
Troy Savage, assistant attorney 
general, at the request of Thomas 
Z. Board, Bell County attorney. 

* * eg 


Washington High Court 
Raps Auto Warranties 


OLYMPIA, Wash.— The protec- 
tion offered by new-car warranties 
is “illusory,” the State Supreme 
Court said in a ruling here. 

The court ripped warranties 
while overturning a lower court 
ruling that had granted damages 
to an insurance company in a case 
involving fire that started from a 
defective starter switch in a new 
car. 

Said the court: “The purchaser 
is in no position to bargain because 
practically all manufacturers ... 
and their dealers all insist upon 
this particular warranty. 

“The protection offered by the 
warranty and disclaimer is illusory; 
it takes away so much of implied 
warranty and gives so little of 
express warranty.” 

The lower court had awarded 
$2,500 for fire damages. The Su- 
preme Court ruled that the deal- 
er’s only obligation under the war- 
ranty was to replace the starter 
switch. “ 

* * 


Below Cost Sales Ban 
Called Legal in Texas 


AUSTIN, Tex.—State Attorney 
General Will Wilson has ruled that 
a legislative proposal to prohibit the 
sale of merchandise below cost to 
injure competitors or destroy com- 
petition would be constitutional. 

Wilson said the history of sim- 
ilar legislative enactments in Texas 
has been wrought with adverse de- 
cisions, but he added that the ques- 
tion of intent in the bill “was well 


taken care of.” 
* * cs 


‘Double’ Use Tax on Cars 


Overturned in Kentucky 


FRANKFORT, Ky.— The Court 
of Appeals has ruled that persons 
who move to Kentucky do not 
have to pay this state’s 3 percent 
use tax on their cars if they paid 
a similar tax in another state. 

The court reversed a lower court 
ruling. Observers believe a num- 
ber of tax-refund claims may be 
filed against the state if the ruling 
stands. The Revenue Commission 
said it would ask the Appellate 
Court to reconsider its ruling. 
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After 25 years of operation by one owner, a certain 
successful dealership changed hands. And the 
rumor factories started grinding out reasons why 


Big Joe (not his name) pitched in the towel. 


Some said the manufacturer wasn’t satisfied 
with ‘“Tradewell Motors’’ percent of price class 
and set up the buyout. Others said Big Joe made 
his bundle, wanted to take it easy. Still others 
felt he was in a precarious operating position with 


4 high-rent locations for a 500 to 600 unit volume. 


Big Joe himself said, ‘‘Every year it gets rougher 


rT TT oi 


8 
; 


and tougher to make a satisfactory profit. I’ve 
reached a point where I don’t have to take con- 
tinuous pressure. That’s all there is to it.”’ 

But was that all there was to it? 

Within six months with the same facilities, the 
same employees, the same product, the new owner 
pushed up sales by 50% and stacked up com- 
mensurate gains in profits. 

[he ways he did this make fascinating and 
profitable reading. This is the kind of helpful, 


factual, idea-building reading you get in the 





monthly publication “Profit Pointers.’’ Published 
by The Associates as a service for auto dealers. 

If you’d like a copy of this meaty, /ree publica- 
tion—just write us or contact your Associates 
representative, and we’ll be delighted to put you 
on the list. It’s free, of course—a part of the 


extra service we give at The Associates. 







THE 


ASSOCIATES 


INVESTMENT COMPANY « South Bend, Indiana 


ri 


Associates Discount Corp. * Associates Discount 


ASSOCIATES 


(Canada) Ltd. * Emmco Insurance Company 
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Debate on Reserves... 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Requests for reserves for adver- 
tising are being debated in adver- 
tising circles as a result of the re- 
cent recession. 

The Assn. of Industrial Adver- 
tisers has reported a plan to re- 
vive a proposal to make reserves 
for advertising possible under the 
United States Tax laws. 

In order to make reserves mean 
anything, they must be allowed by 
the Internal Revenue Service. So 
far, however, nobody has been able 
to get to first base with the Treas- 
ury Department. 

Any company can set up reserves 
for anything it likes, but at the 
moment the Internal Revenue Serv- 
ice will not allow these to be de- 
ducted from profits until they are 
spent. Therefore, the whole idea 
of reserves becomes meaningless. 

Morris Goldman, of the account- 
ing firm of J. K. Lasser & Co., re- 
ported recently that advertising 
lags about six months behind the 


BBB Champions 
Mo. Credit Bill 


Consumer ‘Confusion’ 
Target of Measure 


ST. LOUIS.—The Better Business 
Bureau Bulletin has given promi- 
nent attention to a bill in the Mis- 
souri Legislature that is designed 
to restrict the amount of finance 
charges that can be made on an 
automobile time-payment purchase. 

The bill seeks to spell out the 
amount of rebate due a custom- 
er in the event of payment in ad- 
vance, to require that the pur- 
chaser be given detailed informa- 
tion of his costs at the time of 
purchase and to license finance 
companies which are engaged in 
this business. 

“Automobile time financing in- 
volving customer misunderstanding 
or dissatisfaction with these very 
points, has been high on the list 
of complaints filed with the Better 
Business Bureau,” the publication 
stated. 

The agency noted that persons 
desiring to pay off their obligations 
in advance of due date “are dis- 
mayed” to find that their rebate, 
or discount for advance payment, 
is limited only to the unearned pre- 
mium on the insurance policies 
under the contract for purchase of 
a vehicle. 

However, the Better Business Bu- 
reau explains, there is no legal] ob- 
ligation on the part of the finance 
firm to rebate any amount beyond 
this. 

“In the vast majority of automo- 
bile transactions fortunately, re- 
sponsible dealers clearly outline the 
terms and conditions of the con- 
tracts to their customers and make 
only a reasonable and competitive 
charge for the various services 
which are included in the time-pay- 
ment contract. 

“Unfortunately, as in many busi- 
nesses, there is a fringe of un- 
scrupulous operators, who take ad- 
vantage of gullible customers by 
making a regular practice of re- 
questing them to sign their note 
and mortgage papers in blank — 
there are later filled out to an 
amount very often higher than the 
customer thought it would be. Once 
signed up, however, he has little or 
no recourse,” the bureau stated. 

The BBB declared that cases 

brought to its attention frequent- 
ly reflect finance charges in ad- 
dition to insurance premiums, 
etc., ranging as high as 70 per- 
cent per year if they had been 
computed on the basis of simple 
interest. 

“Instances of advance payment, 
where no rebate is granted, have 
made the actual purchase as high 
as 400 percent, so there is little or 
no advantage in paying off such an 
account in advance,” the bureau 
said. 

The pending bill would regulate 
charges on a sliding scale of from 
$7 per $100 per year for new cars 
up to $15 per $100 per year for older 


cars. 





general economy in its reactions. 
In other words, the rise and fall of 
advertising volume tends to follow 
the ups and downs of the general 
business picture by about a half 
a year. 

If this is the case, then it would 
seem that advertising tends to 
prolong business downturns, 
when it should be taking a lead- 
ing role in keeping the economy 
on an even keel. 

And this is the condition re- 
serves would be expected to cor- 
rect—by providing tax deductions 
fér advertising dollars beyond the 
present time to be put into the keg 
in good times so they can be avail- 
able to spend when times are not 
so good. 

While AIA is attempting to re- 
vive a plan that has been kicked 
around since 1947, the Assn. of Na- 
tional Advertisers opposes it. The 
group had explored the plan pre- 
viously. 

Peter Allport, AIA president, said 
that “when they got down to brass 
tacks, most advertisers felt the 
idea created more problems than 
it solved.” 

Allport pointed out to Advertis- 
ing Age there would have to be a 
cutoff point at which time reserve 
funds would have to be spent. At 
the end of five years, for instance, 
a company would be forced to get 
rid of all money in the fund, 
whether the extra advertising dol- 
lars were needed or not, he said. 
“This would be throwing good 
money down the drain.” 

“There were real reservations at 
the time this thing was hottest,” 
Allport said. “It didn’t seem like a 
practical thing to do.” 

The plan for reserves for adver- 
tising was first proposed in 1947, 
when A. C. Beane, then partner in 
Merrill, Lynch, Pierce, Fenner & 
Beane, suggested that the govern- 
ment allow admen to set up a non- 
taxable advertising fund for pro- 
motion and future product develop- 
ment. 

Beane says he still feels strong- 
ly about the idea, “It’s just as im- 
portant now as it was then, for 
the same reasons,” he said. 

Others who championed the plan 
through the years were Dean C. R. 
Collins, of New York University; 
former National Industrial Adver- 
tisers Assn. (now AIA) presidents 
Jack Apsey and Gene Wedereit; 
Robert A. Schulman, tax consultant 
and partner in Wenchel, Schulman 
& Manning; Gwilym A. Price, for- 
mer president of Westinghouse 
Electric Corp.; the late J. K. Las- 
ser, who was commissioned in 1953 
by NIAA to work out details of the 
proposed law, and most recently, 
Martin R. Gainsbrugh, chief econ- 
omist of the National Industrial 
Conference Board. All advocated 
some sort of advertising reserve 
plan at one time or another. 

Some non-advertising people also 
are against the plan because they 
consider it just another “tax dodg- 
ing device.” Others said it was 
greedy because advertising already 
is deductible. 

On the other hand, Advertising 
Age in a recent editorial called 
upon other associations, organiza- 
tions and individuals to cooperate 
in discussing the idea thoroughly 
and not take rigid positions oppos- 
ing advertising reserves without 
complete current exploration of all 
the advantages and disadvantages. 

“If advertising is the economic 
accelerator which all of us pro- 
fess to believe it is,” the editorial 
said, “then counter-cyclical ad- 
vertising expenditures will help 
mightily to keep the economy on 
an even keel. And the recognition 
by the U. S. Treasury of the prin- 
ciple of reserves for advertising 
will serve to put the system to 
work. 

“There are a great many prob- 
lems to be solved, and some dis- 
advantages to setting up such re- 
serves,” the editorial continued, 
“but in any case the idea of adver- 
tising reserves ought to be fully 
and adequately explored.” 

* * * 


Detroit Adcrafters Elect 


Elected recently to two-year 
terms as directors of the Detroit 
Adcraft Club were Thomas B. 
Adams, president of Campbell- 


Ewald Co., Detroit; Jack Izard, ad- 
vertising manager at Chevrolet; 
Fred A. Kaiser, general sales man- 
ager of Michigan Consolidated Gas 
Co.; Edwin K. Wheeler, general 
manager of WWJ radio and tele- 
vision, Detroit, and Harvey Willens, 
president of George Willens & Co., 
Detroit. They take office July 1. 

Holdover directors are Robert E. 
Anderson, Detroit manager of Bat- 
ten, Barton, Durstine & Osborn ad- 
vertising agency; Fred W. Adams, 
sales manager for American Mo- 
tors; Walker Graham, formerly of 
D. P. Brothers advertising agency, 
Detroit; E. Dawson Fisher, public- 
ity director of J. L. Hudson Co., 
and John S. Pingel, executive vice- 
president of Ross _ Roy-Brooks, 
Smith, French & Dorrance adver- 
tising agency, Detroit. 

* ok * 


Personnel Changes 

Roger O. Valdiserri from man- 
ager of the public relations news 
bureau at Studebaker - Packard 
Corp. to manager of public rela- 
tions for Mercedes-Benz Sales, Inc., 
South Bend . . . Chester D. Har- 
rington jr. from account represen- 
tative with N. W. Ayer & Son to 
Philadelphia advertising staff of 
Look magazine. 





Shrimp Party New Orleans Style— 


Automotive officials and representatives attended the annual New Orleans shrimp 
and beer party in Detroit, sponsored by the New Orleans Times-Picayune and States- 
Item and Jann & Kelley, Inc. From left are Gordon Hebert, automotive manager, New 
Orleans Times-Picayune and States-Item; Jack Izard, Chevrolet advertising manager; 
Roland Ladreyt. advertising manager of the New Orleans newspapers, and Vincent J. 
Kelley, Jann & Kelley president. The shrimp were cooked by Ladreyt from his New 


Orleans recipe. 





Low Caliber of Some Salesmen Traced to Low Dealer Profits . . . 


What Cooled ‘Warm’ Showroom 


Epiror’s Note:. The story below 
was written by William A. Sayrs, 
assistant sales manager of Avon- 
dale Motor Car Co., Cincinnati. 
He notes that the opinions are 
his own, not those of Avondale. 


Recently my wife directed my at- 
tention to a thought-provoking ar- 
ticle in Charlotte Montgomery’s 
column, Speaker for the House, in 
the February issue of Good House- 
keeping magazine. The article is 
based on her own personal experi- 
ence and relates the manner in 
which she, as a prospective buyer, 
was handled, or rather mishandled, 
in automobile dealers’ showrooms. 

Among other things, she refers 
to the “glad-to-take-your-order” 
pose of the salesman, the littered 
sales desks, the lack of courtesy, 
the lack of followup and the fact 
that some of the salesmen did 
not so much as ask for her name. 
Mrs. Montgomery sums up her 
article by saying: “All I want is 
a@ pleasant place to shop.” 

Just what constitutes a pleasant 
place to shop? The size and splen- 
dor of a showroom? Or is it the 
warmth, courtesy and friendliness 
of a salesman who leads the pros- 
pect to feel that his or her interests 
are all important? 

How else is a prospective cus- 
tomer to understand that he is 
dealing with a reliable house unless 
that house’s representative, the 
salesman, understands and prac- 
tices the first fundamental of sales- 
manship—the art of selling himself 
in a confidence-inspiring manner? 

To blame the salesman entirely 
would be to lose sight of the fact 
that we are not living in the world 
of yesterday. All customers enter- 
ing the dealers’ showrooms today 
are not Charlotte Montgomerys. I 
wish they were. 

A large percentage of buyers 
today will rush into a showroom, 
waive the efforts of a salesman 
by giving him to understand that 
he knows all about the product. 
He informs the salesman that he 
has been to two other dealer- 
ships and has four more to visit, 
so he had better sharpen his 
pencil. 

Is it the salesman’s attitude that 
has cooled the warmth of yester- 
day’s showrooms, or is it the buy- 
er’s greed for the low dollar? The 
answer may be found in the old 
question of which came first, the 
egg or the chicken. 

Possibly I may be able to shed 
some light on the answer, Thirty- 
four years of experience (plus two 
heart attacks) in both retail sales 
and management have either 
placed me in the category of one 
who dotes on life in the “good old 
days,” or to possibly qualify me to 
offer something constructive for 
the future, even though I do step 
on some toes. The least I can do is 
offer an alibi for those whose in- 
terests are paramount to me—the 
dealer and the salesman. 

For as long as I can remember, 


dealers have been urged by the fac- 
tories to expand their sales forces. 
Large sales forces in pre-volume, 
prediscount days were unquestion- 
ably a necessity. Dealers held a 
greater percentage of profit per 
unit and, as a consequence, could 
afford to pay a salesman a higher 
percentage of commission, 

A dealer could command and 
retain the services of a greater 
number of high-caliber salesmen 
who were qualified to carry the 
story of their product throughout 
the dealer’s zone of influence. 
They had to be salesmen, not 
order takers, Television was not 
in every home delivering polish- 
ed sales pitches. It took sales- 
men, and a lot of good ones, to 
establish the undisputed leaders 
of today. 

To those of us not living in the 
past, the picture has obviously un- 
dergone a radical change. The ma- 
jority of the public is almost as 
familiar with new automobile fea- 
tures and modern trends as are 
those of us actively engaged in the 
business. 

If you are doubtful, just try 
watching some of your highest- 
rated television shows without 
learning about everything there is 
to know about the car that you are 
contemplating buying. 

Or, just wait 30 minutes and you 
may find out how much better an- 
other one is. Your favorite TV 
shows are so timed that you may 
see them all, including the commer- 
cials that are, I hate to admit, far 
more convincing that I ever was 
as a salesman. 

Today the automobile dealer is 
faced with the many problems of 
an ever-increasing volume. The 
factory tells him what his potential 
is in his zone of influence and 
brother, he’d better get his percent- 
age of price class in it, that is if 
he expects a renewal of his con- 
tract. 

The factory, in large metropoli- 
tan areas, has surrounded him 
with brother dealers who soon 
forget the meaning of brotherly 
love. For those dealers handling 
the popular makes, it is no long- 
er so much a matter of their 
salesmen selling against competi- 





Seat-Belt Brackets Due 


On ’62 Canadian Cars 


TORONTO. — Canadian 
branches of General Motors, 
Chrysler and Ford have announc- 
ed that all their 1962 models will 
be equipped with built-in seat 
belt anchors. 

A. W. Bryce, of the Canadian 
Highway Safety Council, said in- 
stallation of anchors and brackets 
in the floor, attached to the car 
frame, will enable standardiza- 
tion of seat belt equipment. 

“This has been one of the big 
obstacles to their general use so 
far,” he said, 





? 


tion as it is a matter of intra- 
dealer pencil sharpening. 

Mr. John Q, catches on fast and 
makes his rounds, committing a lit- 
tle perjury here and there, until he 
ends up with a deal that gives the 
successful bidder a few additional 
gray hairs. 

Anyone who can put two and two 
together and make four can readily 
see how that this type of operation 
is affecting the earnings of sales- 
men. It is almost impossible to hold 
the good men who have made sell- 
ing their profession without offer- 
ing something additional in the 
form of salaries or bonuses. 

Unfortunately, the dealer is un- 
able to comply with the factory’s 
wishes to add more men to his sales 
force and still maintain high qual- 
ity in his personnel. 

He is, therefore, forced -to hire 
men who, in most cases, do nothing 
more than glean the benefits of the 
floor traffic that expensive adver- 
tising brings in to the dealership— 
advertising, costing the dealer 
thousands of dollars monthly, that 
does little to sell the product. 
Money spent for catch phrases de- 
signed to undersell and reduce his 
profits even more. 

The automobile retailer, as a 
result, has suffered greatly in the 
public esteem simply because he 
has been forced to downgrade his 
personnel. To give an example of 
factory-level thinking, at a re- 
cent factory-dealer meeting one 
of the principal speakers, en- 
deavoring to emphasize his point 
while advocating larger sales 
forces, stated that if he were a 
football coach he certainly would 
not send seven men onto the 
playing field. 

To me this is an attempt at or- 
atory without forethought. I am 
not a Knute Rockne, but if I were 
I would much rather send seven 
good men onto the field than 11 
if four of them were in the habit 
of running the wrong way. 

Dealers could retain a much 
greater share of today’s meager 
profits if they were permitted to 
operate with smaller, yet sufficient, 
sales forces capable of expertly 
handling this expensive floor traf- 
fic; men with the qualifications of 
the professional salesman; men 
who create in prospective custom- 
ers the desire to do business with 
a reliable house; men who know 
how to close and to followup in 
their off time. 

Why curtail the earnings of good 
men and eventually lose them to 
other fields of endeavor by giving 
a portion of their valuable floor 
time to the plum- pickers who are 
not capable of closing the tough 
ones? 

The dealer is gambling his own 
money in a game of high stakes. I 
suggest that, in behalf of better 
customer relations, the game be 
played with a revision of the rules 
—less factory Hoyle supplanted by 
an occasional hand of dealer’s 
choice. 
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Norfolk, Va. 


New-car sales in the Norfolk- 
Portsmouth area of Virginia total- 
led 1,260 in April, compared with 
1,583 a month earlier and 1,557 a 
year earlier. 

By makes, registrations were: 
Chevrolet, 218; Falcon, 159; Ford, 
156; Pontiac, 90; Renault, 87; Cor- 
vair, 76; Plymouth, 59; Buick, 57; 
Rambler, 52; Oldsmobile, 48; 
Dodge, 41; Comet, 33; Valiant, 28; 
Volkswagen, 24; Cadillac, 22; 
Chrysler, 17; Mercury, 14; Peu- 
geot, 12, and Studebaker, 11. 
Lincoln, 7; Austin, 5; Metropoli- 

tan, 5; Opel, 4; Simca, 4; Vauxhall, 
4; Willys, 4; Mercedes-Benz, 3; 
Saab, 3; Volvo, 3; Fiat, 2; Hillman, 
2; Imperial, 1, and miscellaneous, 9. 

New-truck sales totalled 151 in 
April, compared with 146 in March 
and 118 in April, 1960. By makes: 
Chevrolet, 72; Ford, 57; Interna- 
tional, 14; Willys, 3; Dodge, 2; 
GMC, 2, and White, 1. 

Eg * 


Detroit 

New-car registrations in Detroit 
and Wayne County totalled 9,304 
in April, compared with 8,622 a 
month earlier. 

By makes, registrations were: 
Chevrolet, 1,975; Ford, 1,973; Fal- 
con, 612; Corvair, 480; Pontiac, 478; 
Comet, 424; Mercury, 401; Oldsmo- 
bile, 379; Plymouth, 336; Cadillac, 
315; Buick, 309; Rambler, 278; 
Dodge, 228; Valiant, 175, and 
Chrysler, 146. 

Lancer, 139; Volkswagen, 124; 
Tempest, 100; Lincoln, 77; Eng- 
lish Ford, 63; F-85, 57; Buick 
Special, 45; Renault, 40; Stude- 
baker, 27; Imperial, 19; Fiat, 17; 
Metropolitan, 12; Simca, 12; Tri- 
umph, 11; Willys, 11; Peugeot, 8; 
Volvo, 7; Mercedes-Benz, 6; MG, 
5; Opel, 3; Austin, 2; DeSoto, 2, 
and miscellaneous, 8. 

New-truck registrations number- 
ed 612 in April, compared with 578 

a month earlier. By makes, Ford, 
313; Chevrolet, 125; Corvair, 48; 
GMC, 46; Dodge, 21; International, 
20; White, 8; Falcon, 7; Willys, 5; 
Studebaker, 3; Mack, 2; Diamond 


T, 1, and miscellaneous, 13. 
* * 


* 
Buffalo 

Sales of new cars in the Buffalo 
area during the first quarter of 
1961 displayed relative strength. 
They declined only one percent 
from a year ago despite a drop of 
more than 16 percent in new-car 
sales nationally during the same 
period. 

Figures released by the Buffalo 
Automobile Dealers Assn. revealed 
that General Motors and Ford 
picked up substantially larger mar- 
ket shares in the first quarter. 

Only one of GM’s five major car 

divisions and one of Ford Mo- 
tor’s cars showed a sales decline 
in the first quarter against the 

same period a year ago. The 
other major car companies show- 
ed a sales drop although Chrysler 
Division showed a modest gain. 

The lineup was pretty much the 
same for March sales except that 
GM cars registered sales increases 
from a year ago and Rambler rose 
slightly. 

—Georce E, ToLes 
* * 


* 
Omaha 
New-car sales in Douglas County 
(Omaha) totalled 1,217 in April, 
compared with 1,114 in March. 
Leading makes were Chevrolet, 
326; Ford, 284; Plymouth, 96; Ram- 
bler, 68; Oldsmobile, 67; Pontiac, 
64; Volkswagen, 62, and Dodge, 55. 
New-truck sales amounted to 212, 
compared with 154 a month earlier. 
Top four were Ford, 88; Chevrolet, 
34; International, 28, and White, 26. 


—ARTHUR R. OLESON 
* of * 


Dayton, O. 

Some 1,948 new cars were sold 
in Montgomery County (Dayton), 
O., during April, compared with 
1,986 in March. For the first four 
months of 1961, sales totalled 6,726, 
compared with 9,359 in the 1960 
period. 

April sales by makes included: 

Chevrolet, 520; Ford, 200; Cor- 
vair, 191; Pontiac, 113; Falcon, 
109; Oldsmobile, 101; Buick, 97; 


Rambler, 83; Dodge, 83; Tempest, 
51; Comet, 44; Cadillac, 43; Volks- 
wagen, 39; F-85, 33; Fiat, 33; 
Plymouth, 33; Chrysler, 28, and 
Mercury, 25. 

Valiant, 22; Lancer, 16; Lincoln, 
11; Studebaker, 7; Austin-Healey, 
7; Arabella, 6; Simca, 5; Mercedes- 
Benz, 4; Vespa, 4; English Ford, 
3; MG, 3; Opel, 2; Metropolitan, 2; 
Imperial, 2; Willys, 2, and miscel- 
laneous, 4. 

New-truck sales in April, by 
makes, included: Chevrolet, 56; 
Ford, 42; GMC, 11; International, 
11; Divco, 5; Mack, 4; Willys, 3; 
Oshkash, 3; White, 2; Dodge, 1, and 
Volkswagen, 1. 

—JAMES MoFFATT 
* * * 


Denver 
Denver dealers sold 1,347 new 
cars in April, compared with 1,444 
in March and 1,878 in April a year 
ago. Total for the first four months 





was 5,834, compared with 6,913 in 
the 1960 period. 

By makes, new-car registra- 
tions were: Chevrolet, 280; Ford, 
201; Corvair, 131; Falcon, 120; 
Oldsmobile, 78; Plymouth, 77; 
Rambler, 76; Buick, 70; Pontiac, 
70; Volkswagen, 43; Dodge, 41; 
Cadillac, 33; Chrysler, 20; Mer- 
cury, 20; Comet, 20; Studebaker, 
16; Lincoln, 12; Fiat, 4; Sunbeam, 
4; Volvo, 4; Imperial, 3; Triumph, 
3; Checker, 2; Hillman, 2; Mer- 
cedes-Benz, 2; MG, 2; Morris, 2; 
Porsche, 2, and miscellaneous, 9. 
New-truck registrations totalled 
200, compared with 290 a month 
earlier and 312 a year earlier. 
There were 987 registered in the 
first four months, compared with 
982 in the year-ago period. 

By makes, new-truck registra- 
tions in April were: Ford, 69; 
Chevrolet, 65; GMC, 20; Interna- 
tional, 18; Willys, 18; Dodge, 6; 


Volkswagen, 5, and miscellane- 
ous, 4, 
—Ira ALEXANDER 


* + * 


San Antonio 


Dealers in San Antonio and 
Bexar County sold 1,026 new cars 
in April, compared with 1,154 the 
previous month. 

New-truck registrations, 
while, fell to 189 from 196. 

By makes, new-car registra- 
tions were: Ford, 283; Chevrolet, 
277; Pontiac, 85; Buick, 69; 
Comet, 65; Oldsmobile, 53; Ram- 
bler, 52; Dodge, 47; Plymouth, 22; 
Cadillac, 21; Mercury, 16; Lin- 
coln, 7; Chrysler, 6; Vauxhall, 6; 
Volvo, 5; Imperial, 3; Austin, 2; 
Mercedes-Benz, 2; Opel, 2; Re- 
nault, 2, and Morris, 1, 

Truck registrations were: Chev- 
rolet, 66; Ford, 57; International, 
37; GMC, 18; Dodge, 5; White, 3; 
Willys, 2, and Mack, 1. 

—J. H. Reep 


* * * 


Montreal 


Sales of new vehicles in the Mon- 
treal district are reported picking 
up. Dealers say that higher priced 
models are moving much better 


mean- 





23 
than medium- and lower-priced 
models. 

However, dealers said they 
were satisfied with the way the 
selling season is shaping up. 
Many dealers are inviting their 
old customers to their showrooms 
for special demonstrations, 

Dealers said they feel that May 
deliveries will be substantially 
larger than in April, which was 
slow due to a combination of un- 
usually bad weather and economic 
conditions. 


—JuLes LAROCHELLE 
* * * 


Columbus, O. 


New-car sales in Franklin County 
(Columbus), O., totalled 1,268 in the 
first 15 days of May, the highest 
in five years for the period. 

The total was 1,202 in the year- 
ago period and 1,070 in the first 
half of April this year. 

By makes, registrations were: 
Chevrolet, 271; Ford, 200; Falcon, 
148; Pontiac, 106; Corvair, 103; 
Volkswagen, 56; Plymouth, 51; 
Dodge, 50; Buick, 49; Comet, 49; 
Rambler, 48; Oldsmobile, 44; Cad- 
illac, 23; Mercury, 19; Chrysler, 9; 
Simca, 9; Studebaker, 9; Renault, 
5; Austin, 4; Triumph, 3; Fiat, 2; 
Metropolitan, 2; Willys, 2; Checker, 
1; Lincoln, 1, and miscellaneous, 4. 





THE 707-KASTROJET 


‘ALL THEY EVER SAID IT WAS— AND MORE” 


This is the acclaim of experienced air travelers —who 
have flown in the world’s most advanced jetliner, the 707 
,Astrojet. They’ve told us the Astrojet provides the most 
comfortable, most dependable flights now available in 
daily transcontinental service. And as rapidly as possi- 
ble, American Airlines is extending this unique jet service 
throughout the nation. 

Powered by revolutionary new fan-jet engines, the 


Astrojet outperforms all other airliners. Once aboard, 
you notice that the Astrojet takes off quickly, climbs 
swiftly—you cruise confidently, quietly relaxed. Here is 
extra’ jet power, assuring better on-time dependability, 
even finer service to our passengers. 

In Jet Age: Stage II, the Astrojet is just one more 
dramatic reason why American Airlines is first choice of 
experienced travelers, 


AMERICAN AIRLINES 


*Service mark of American Airlines, Inc, 


AMERICA'S LEADING AIRLINE 





FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 242 OF A SERIES 


EXCLUSIVE QUALITY... 
IN THE PALM 
OF YOUR HAND 


Sasa : 


Illustrated above is a unique new precision recir- 
culating roller bearing assembly small enough to fit 
in the palm of your hand. It’s an exclusive design 
found only in the 1961 Lincoln Continental driveline. 


Until now, automobile manufacturers have used 
other methods to allow for the necessary sliding 
motion that takes place in the driveline when the 
rear tires and axle move. These methods were not 
acceptable, however, for the ’61 Lincoln Continental 


which was designed to have the quietest, smoothest 





ride and flow of power of any car on the American 
road today. Thus a new concept was born—the use 
of two hardened chromium steel needle bearing 
assemblies that would provide the driveline smooth- 


ness required by the magnificent Lincoln Continental. 


The design of the Lincoln Continental roller bearing 
assembly is typical of Ford Motor Company’s new 


standards of quality and reliability. Because of 


engineering developments like these, you as Ford 
Motor Company dealers can take exceptional pride 























in handing over the keys to a new owner in the 


Ford Family of Fine Cars. You are presenting him 
with more than a new car. You are giving him the 
achievements of superb quality and advanced engi- 
neering that make Ford Motor Company automobiles 


the best on the American Road. 


* 
dnother reason why it’s great to be a dealer in the 


Ford Family of Fine Cars. 








Advanced driveline roller bearing assembly designed for 1961 Lincoln Continental. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY e Forde Falcone 


Thunderbirde Comete Mercury e Lincoln Continental e English Ford Line e 


Ford Truckse Industrial Engines e Farm and Industrial Tractors and Equipmente 


Special Military Vehicles e Aeronutronic— Products for the Space Agee 
Ford Motor Credit Companye The American Road Insurance Company ~ 
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MOTOR COMPANY 


The American Road, Dearborn, 
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OLDSMOBILE—’59 (88) 4-dr. Holiday, $1,- 
550* (ps). 
’58 (88) Super 4-dr, Holiday, $1,000* 


Average Price of Used Cars Sold at Auction t's) Saber Si Hey, Boe 





ee 
se 

be 

= 


'59 =’60 "59 =°60 "59 =°60 
June duly Aug. 


Prices of ’61s added and ’53s dropped in November, 1960. Prices of ’60s and '52s dropped in December, 1959. 
CHICAGO 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
* * 


FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of May 31, The 
holiday seemed to have considerable effect 
on the consignment, However, the sale was 
very active and a good percentage sold. 
Sold 128 cars out of 186 consignments. 


BUICK—’60 LeSabre Estate Wagon 4-dr., 
$2,355* (ps). 

59 LeSabre conv., $1,775* (ps); 2-dr. 
hardtop, $1,610* (ps); 4-dr., $1,460*, 
$1,385*; 4-dr. hardtop, $1,320*; In- 
victa 4-dr, hardtop, $1,560* (ps). 

"58 Special 2-dr., $895*, $665*. 

’57 Super 4-dr., $770* (ps); Special 2-dr. 
Riviera, $550*. 

’56 Special 2-dr., $425*; 4-dr., $310*; 
Century 4-dr., $420*. 

’54 Super 2-dr, Riviera, $295*, $155*. 


CADILLAC—’60 (62) 2-dr, hardtop, $3,- 
675* (ps). 
"57 (62) conv., $1,300* (ps). 
CHEVROLET—’ 61 Impala (8) sport sedan, 
$2,425* (ps), $2,420* (ps), $2,300*; 
Corvair 900 (6) sports wagon 6-dr., 
$2,065*; 2-dr., $2,000*. 

"60 Corvette (8) conv., $2,850* (ps), 
$2,800* (ps), $2,510*; Impala (8) 
conv., $2,270* (ps), $2,265* (ps), $2,- 
255* (ps), $2,250*, 2 at $2,245* (ps), 
$2,240* (ps), $2,220*; sport sedan, $2,- 
100* (ps); Bel Air (8) 4-dr., $1,780* 
(ps); Bel Air (6) 4-dr., $1,685*, $1,- 
600, $1,540*; Brookwood (6) 4-dr., 
$1,635*; Biscayne (6) 2-dr., $1,530", 
$1,490, $1,460. 

*59 Corvette (8) conv., $2,200; Impala 
(8) sport sedan, $1,300*; Brookwood 
(6) 4-dr., $1,250; Bel Air (8) 4-dr., 
$1,185*, $1,180*; 2-dr., $1,150; Bel Air 
(6) 2-dr., $1,030; Biscayne (6) 4-dr., 
$1,175; 2-dr., $1,050; Biscayne (8) 
2-dr., $1,040*. 

’58 Bel Air (8) 4-dr., $1,010* (ps), 
$900*; Biscayne (8) 2-dr., $350*. 

’57 Bel Air (8) sport coupe, $910*; 2-dr., 
$870*; 4-dr., $660*; Two-ten (8) 2-dr., 
$600. 

56 Bel Air (8) 4-dr., $575*; sport se- 
dan, $405*; Two-ten (8) 4-dr., $375*; 
2-dr., $180*; Two-ten (6) 2-dr., $330. 

DeSOTO—’55 Firedome 2-dr., $235*. 
FORD—’61 Falcon (6) 2-dr., $1,585. 

760 Galaxie (8) conv., $2,100* (ps), $2,- 
075* (ps); Fairlane 500 (8) 4-dr., 
$1,650* (ps), $1,440*; Fairlane 500 (6) 
4-dr., $1,390; Country Sedan (6) 4-dr., 
$1,515; Fairlane (8) 4-dr., $1,485* 
(ps); Fairlane (6) 2-dr., $1,200; Fal- 
con (6) 4-dr., $1,450*, $1,210. 

59 Galaxie (8) conv., $1,515* (ps); 2- 
dr., $1,400* (ps); Custom 300 (8) 4- 
dr., $1,100, $950; 2-dr., $925; Fairlane 
(8) 4-dr., $1,065*. 

’58 Custom 300 (8) 4-dr., $735*; Ranch 
Wagon (8) 4-dr., $670*. 

’57 Fairlane (8) conv., $485; 2-dr., 
$445*, $250. 

MERCURY—’61 Meteor 800 4-dr., $2,310* 


(ps). 

OLDSMOBILE — ’60 (98) 4-dr., $2,360* 
(ps); (88) 2-dr, Holiday, $2,300* (ps); 
4-dr., $2,100* (ps). 

°59 (88) 2-dr., $1,735* (ps), $1,550* 
(ps); (88) Super 4-dr., $1,650* (ps). 

*58 (98) 2-dr. Holiday, $1,175* (ps); 
(88) 4-dr., $955*. 

°57 (98) 4-dr., $825* (ps). 

PLYMOUTH—’60 Fury (8) conv., $1,940* 
(ps). 

’59 Savoy (6) 4-dr., $725. 

PONTIAC—’60 Bonneville sport coupe, $2,- 
465* (ps); Catalina 2-dr., $1,950* 


(ps). 

59 Bonneville 2-dr., $1,915* (ps); Star 
Chief 4-dr., $1,590*; Catalina Safari 
4-dr., $1,585*; sport coupe, $1,530* 
(ps); 4-dr., $1,350*. 

’58 Catalina sport coupe, $920*. 

’57 Star Chief 4-dr. Catalina, $495* (ps). 

RAMBLER—’58 Rebel (8) 4-dr. hardtop, 
$850; Super (6) Cross Country 4-dr., 
$675". 

STUDEBAKER—’59 Lark (8) 2-dr., $1,- 
000". 

*58 Champion (6) 2-dr., $435. 

VALIANT-——’60 (6) station wagon 4-dr., 
$1,410*. 

WILLYS—’60 Jeep, $920. 

MISCELLANEOUS—’60 Ford (6) %-ton 
pickup, $1,065. 

’59 Ford (6) %-ton pickup, $900; Chev- 
rolet (6) %-ton pickup, $810. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of June 1, Mar- 
ket indicated strong upswing, Good activ- 
ity, good sales percentage, good prices. 
Sold 140 cars from 187 consignments. 
BUICK—’59 Invicta 4-dr. hardtop, $1,450* 

(ps). 














(Compiled by Automotive News from Auction Reports.) 








# se 





"59 =°60 "59 =’60 "59 =°60 "59 = °60 "60 ~’61 760 ’61 760 +’61 
Sept. Oct. Nov. Dec. Jan, Feb. March 


Figures alongside bars represent dollars. 





’58 Super 4-dr, Riviera, $975* (ps). ’59 Impala (8) 4-dr., $1,310*; Bel Air 

’57 Century 4-dr. Riviera, $630* (ps); (8) 4-dr., $1,285* (ps), $1,200*, $1,- 
Special 4-dr., $510*. 200* (ps), 2 at $1,190*, $1,185*, 2 at 

’56 RM 4-dr, Riviera, $480* (ps); 2-dr. $1,160*, 2 at $1,150, $1,100*; Bel Air 
Riviera, $415* (ps); Special 4-dr., (6) 4-dr., $1,180*, $1,170*, 2 at $1,- 
$355*; Century 2-dr, Riviera, $300* 150*, 2 at $1,135*, $1,100, $1,090, $1,- 
(ps). 075*; Parkwood (6) 4-dr., $1,150. 

’55 Super 2-dr. Riviera, $395* (ps); Cen- ’58 Bel Air (8) sport sedan, $985* (ps). 


tury 4-dr. Riviera, $330* (ps); Special 
4-dr, Riviera, $130*. 
’54 Special 2-dr, Riviera, $195*, $145*. 


"57 Bel Air (8) 4-dr., $785*; 2-dr., 
$700*; Two-ten (6) 4-dr., $605*, $470, 


$295". 
DIL. —’ = , 
CA erty a. de Ville 2-dr. hardtop '56 Bel Air (8) 4-dr., $455*. 
’59 de Ville 4-dr, hardtop, $2,800* (ps); ’55 Bel Air (8) sport coupe, $395*; Two- 
(62) 2-dr. hardtop, $2,775* (ps). ten (6) 4-dr., $340*, $295*; 2-dr., 
’56 (75) Limousine, $840* (ps); (60) $220*; Two-ten (8) 2-dr., $285*; One- 
4-dr., $560* (ps). fifty (6) 2-dr., $300. 


HEVROLET — ’60 Park d -dr., ’54 Two-ten (6) 4-dr., $130. 

- $1,590; Bel a (8) hone. ea bees ’52 Deluxe 4-dr, station wagon, $175. 
$1,525*, $1,520*, $1,510*; Biscayne (6) | DeSOTO—’59 Firesweep 4-dr., $850* (ps). 
4-dr., $1,445*; Corvair 700 (6) 4-dr., ’58 Firesweep 2-dr, hardtop, $665* (ps). 
$1,410*, $1,200. ’54 Firedome 4-dr., $100*. 


’56 (88) Super conv., $425* (ps). 

’55 (88) 4-dr., $130*, $125*; (98) 2-dr. 
Holiday, $105* (ps). 

’54 (98) 4-dr., $125*. 

PLYMOUTH—’60 Belvedere (8) 4-dr., $1,- 
150*; Savoy (8) 4-dr., $1,150. 

’59 Belvedere (8) 4-dr., $1,000*, $950*, 
$905*, $895*; Suburban (8) Custom 
4-dr., $845*. 

’58 Suburban (8) Custom 4-dr., $750* 
(ps), $540*; Plaza (8) 4-dr., $370*. 
’57 Savoy (8) 2-dr., $345*; Plaza (6) 

2-dr., $280. 

’56 Belvedere (6) 4-dr., $325*; Suburban 
(8) Deluxe 2-dr., $310; Savoy (8) 4- 


dr., $160*. 
PONTIAC—’61 Tempest (4) Safari 4-dr., 
$2,005. 


’59 Catalina 2-dr., $1,275*. 
’58 Star Chief 4-dr, Vista, $850* (ps); 
Chieftain conv., $840*. 
’57 Chieftain 4-dr., $600*. 
’56 Chieftain 2-dr, Catalina, $350*; 2- 
dr., $275*. 
RAMBLER—’60 Deluxe (6) station wagon 
4-dr., $1,365. 
STUDEBAKER—’59 Lark (6) Deluxe sta- 
tion wagon 2-dr., $525*. 
’*58 Commander (8) station wagon 4-dr., 








$670*. 
, MISCELLANEOUS—’59 Chevrolet Apache 
"60 "61 "60 =+’61 "60 +’61 %-ton panel, $825. 
April May June ’57 Chevrolet 4-dr, Delivery, $525, $100; 


Dodge %-ton panel, $220. 


@© 1961, by Automotive News 

Greater Chicago Auto Auction, Sale 
5 every Thursday, Prices are for sale of 
DODGE—’59 Coronet (8) 4-dr., $1,200*| June 1. Some rain but in spite of it all, we 


LPS): had a high-percentage sale. As usual, the 
’56 Coronet (8) 4-dr., $410*. cream puffs brought top dollar. Sold 339 
55 Royal (8) Sierra 4-dr., $300*. cars from 529 consignments, 

FORD—’61 Galaxie (8) Starliner, $2,200*. | BUICK—’61 LeSabre 4-dr., $1,885*. 

’60 Thunderbird (8) 2-dr, hardtop, $2,- 760 Electra 225 4-dr. hardtop, $2,425* 
850* (ps); Fairlane 500 (8) 4-dr., $1,- (ps); Electra 4-dr, hardtop, $2,185* 
425*, $1,350*, 2 at $1,300*, $1,300, (ps); LeSabre 2-dr. hardtop, $2,150* 
$1,290*. (ps). 

’59 Galaxie (8) 4-dr., $1,200*; Fairlane 59 Electra conv., $1,860* (ps), $1,770* 
(8) 4-dr., $940, $900* (ps); Custom (ps); 4-dr. hardtop, %$1,545* (ps); 
300 (8) 4-dr., $850. Electra 225 4-dr. hardtop, $1,835* (ps); 

’58 Country Sedan (8) 4-dr., $850* (ps). LeSabre 4-dr, hardtop, $1,570* (ps); 

’57 Country Squire (8) 4-dr., $550*, Invicta 2-dr. hardtop, $1,460* (ps). 
$305; Custom 300 (8) 2-dr., $475*. ’58 Super 4-dr. Riviera, $1,085*; Cen- 

56 Country Sedan (8) 4-dr., $285*. tury 4-dr, Riviera, $990* (ps); Special 

’54 Custom (8) 4-dr., $200*. 2-dr. Riviera, a a’. e : 

_ a 2 ’°57 Century conv., $755* (ps); pecia 
a a. ee ie) S-er., TE, cone Riviera, $650*; RM 4-dr, Riviera, 

’55 Montclair (8) 2-dr ‘dto *, (ps). 

‘250° (ps); aoaioay = 2a. — ’55 Century 4-dr. Riviera, $230* (ps). 


top, $275*. (Continued on Page 29, Col. 1) 


TON DIRECTORY 


1-time; $4.00, 13-times; $3.50, 52-times. Dis- 





ALABAMA FLORIDA 








WEST PALM BEACH — Florida’s 

JOHNSON AUTO | QP pain Bodh Fairgrounds 
AUCTIONS MARYLAND 

Huntsville, Ala.—Friday BEL AIR—Bel Air Auto Auction. Ti- 

ot kane ee | ee 





MICHIGAN 
COLORADO 


~ Coterade Auto Auction | State Fair 


4285 So. Santa Fe, Littleton, Colorado 


Phone: SU 1-782i Auto Auction, Inc. 


SALE es Seeneey OF GREATER DETROIT 




















@ Open Daily 9-5, 
GS A. Lamb N Earl 
a Owners & Operators Pre ae SALE Mon. 9 am-11 pm 
MILL NACE, General Manager EVERY for Auction 
Dealers Only TUESDAY Reservations. 
Write for FREE Market Reports. NOON @ Checks & Titles 
Guaranteed. 
@ Aute Auction Report Weekly. 
CONNECTICUT @ Big Jackpot Cash Prize at 
. Every Sale 
NEW oo. @ Michigan's Fastest Dual Lane Sale. 
Dealers Auto Exchange in our I5th Year of 19745 Ralston, Detroit 3, Michigan 
Continuous Operation. (Near Woodward & State Fair Aves.) 
DUAL LANE SALE TO 9-4660 
Sales every Wed.—11:30 A.M. SPECIAL TRUCK LANE 
‘Ween ten os NOW! EVERY TUESDAY, 11 A.M. 
FLORIDA For buying, selling, trading ANY- 


DAYTONA BEACH — Florida Auto| THING automotive, Automotive 
Auction. City Airport. Tues. 10| News Want Ads get quick results! 
A.M. Dealer-owned. Dealers only. 





Overstocked? Inventory Unbalanced? 
Top Heavy with Hard-to-Sell Items? 
Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold the answer to your used-car problems. 


Consult this page each week for the nation's top auto auctions. 











MICHIGAN NEW JERSEY 
Aptco Minutes from New York City 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 


AUTO AUCTION 
Just / mile from Detroit City Limits eaten i 
MELVINDALE, MICHIGAN a eS ee 


PHONE: DUnkirk 3-0150 EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
aise DELIVERY SERVICE 


MINIMUM RATES 


















Flint Auto Auction, Inc. We issue auction checks— 
FLINT, MICHIGAN Guarantee titles. 
Exclusively for Dealers Dual Lane Sale—4 Auctioneers 
@ "DUAL RING" 2 lines running simultane- Insured By 
ously, AUCTION INSURANCE AGENCY, 
* Comseeieaty seated in the heart of the Birmingham, Alabama 
automobile ; 
@ Ten acres of completely fenced parking EVERY TUESDAY AT NOON! 
eres. = ON ROUTE 46 
e Always a fine selection of sharp cars, CALDWELL TOWNSHIP, aa 
© Friendly relations prevail at all times, ; . 
© Congenial auctioneers, CApito!l 8-0100 for Reservations 
* Fair management, “SO ne Tam Me RE Ra eMC 
MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 NEW YORK 
M. D. McCollum, Vice-President and Manager 
3711 Western Road Phone CEdar 2-318! NEW YORK STATE'S OLDEST 





NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 


NEW JERSEY 


Albany 5, N. Y. 


Guy Monday — II O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 


N-A-D-E 


AT TeY a8) |e a 
OVER a LAFAYETTE—Syracuse Auto Auction, 





Center of Empire State. Check and 


PS iT 0) rw AY AUCTION Title Protection. (Wed.) 


EVERY WEEK LANES NORTH CAROLINA 


+ RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 
LU C A D, the Dealers’ Directory | AKRON—A-1 Auto Auction, U. S. 224, 
to Leading Auto Auctions. PL 3-6643, Titles, Checks guaran- 


teed. Ea. week, Tues., Thurs., 12:30. 











The Aim of LIFE 





Tee WILL see some changes in this week’s LIFE. 
One change you may notice at once: the familiar red band 
is gone from the bottom of the cover. And as you go on 
through the magazine, you will find several changes in type- 
face and page layout. 

These are meant, of course, to quicken and sharpen com- 
munication between printed page and reader’s eye. 

You may also be aware of new groupings of the editorial 
and advertising pages. The purpose is to give more clarity to 
the pattern of the magazine, more space to LIFE’s major stories. 


* * * * 


We seek to strengthen LIFE’s graphic presentation for one 
simple reason: we believe LIFE has increasingly important 
work to do. 

Just a year ago this week, LIFE began a series of articles on 
“The National Purpose” of the United States. Twelve eminent 
Americans—including both candidates for the presidency— 
wrote in LIFE what Americans must do to help our nation 
make the most of its greatness. Their reflections were diverse 
and far ranging. 

One of LIFE’s authors, General David Sarnoff, summed 
up this way: 

“Our message to humankind must be that America has 

decided, irrevocably, to win the Cold War and thereby to 

cancel out the destructive power of Soviet-based com- 
munism.” 
Another writer, John Gardner, president of the Carnegie 
Corporation, struck still another theme: 
*‘The men who founded this nation,” he wrote, “knew that 
in a world largely hostile to the ideas of freedom, a free 
society would have to prove that it is capable of, and worthy 
of, survival. The requirement is unchanged today. Free 
societies must prove their vigor... . Above all, they must 
prove... their capacity to achieve excellence.” 
And America seemed to agree. Now that the returns are in 
and the consensus analyzed, it is apparent to the editors of 
LIFE that the national goals of our country can be stated in 
these two propositions: 

1) Win the Cold War. 

2) Create a better America. 

Can a magazine presume to say that it will help win the 
Cold War, help create a better America? It cannot presume 
otherwise. Listen to President Kennedy: 


“The great organizations of communication . . . in this 


country have an obligation and a responsibility unequaled 
in our national life, and basic to our national future.” 


* * * * 


In its first 25 years LIFE has dedicated itself to enlarging com- 
munication among the American people through the reveal- 
ing power of picture journalism. 

Not only was the idea of telling a news story in pictures 
quite new in 1936 but journalism was the prisoner of profes- 
sional superstitions. Many of the most significant concerns of 
human life were things a mass magazine simply wasn’t sup- 
posed to talk about. For instance: Art—too highbrow; Re- 
ligion—too controversial; History—too dull; Science—too 
complicated. These subjects were to be seen or discussed only 
in the limited-circulation special-interest publications. 

Today LIFE is an outstanding reporter on all these sub- 
jects. Week after week LIFE brings beauty and knowledge 
and understanding to millions of receptive American homes. 

In so doing, LIFE has developed a reservoir of experience 
and technique in the graphic arts of photojournalism which 
no other publication can draw upon. It has created the world’s 
best staff of photographers, reporters and correspondents, 
deployed in every important news center of the world. It has 
devised a production schedule unmatched for speed and geared 
to the swift interpretation of current events while they are 


still current. 


* * * * 


Thus the first 25 years of LIFE. 

For the next 25 years, therefore, what better dedication could 
there be for LIFE than the fulfillment of National Purpose 
and the pursuit of excellence in our American civilization? 

So, for the next 25 years, it is the aim of LIFE to be these 
things: 

A great magazine of Events and Politics. 

A great magazine of History. 

A great magazine of Religion. 

A great magazine of Science and Nature. 

A great magazine of the Fine and Lively Arts. 

A great magazine of Sport and Adventure. 

A great magazine of Better Living. 

In all these things LIFE dedicates itself to being a lively in- 
strument of the National Purpose, to helping the people of 
America recognize their deepest aspirations and work un- 
ceasingly toward that fulfillment. 

C. D. Jackson, Publisher 


LIFE 
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‘Pro’s’ Actions Called a Pleasure to Watch... 


Salesman’s Salesman Rings Bell 


Motors in Great Neck, a Studebak-| like the thickness of the metal. He 
er-Renault dealer. slammed doors for us, He got into 
But let him tell his own story. the car himself to show us how 








S 


SEMI MOTap oa 







By Ed Brown 
Staff Correspondent 


NEW YORK.—When one sales- 


man extols the virtues of another, 
you usually can be sure something 
electric has happened. 

A friend recently decided he 
would like to buy a new economy 
vehicle for his daughter, recently 
out of high schoo] and starting on 
a new job. He asked for some like- 
ly new-car dealers and we both 
visited a nearby small-car show- 
room, 

After about 10 minutes of pok- 
ing around the different models 
on the floor, none of the three 
salesmen grouped at a far end 
of the showroom had shown any 
interest in us. 

Finally, my friend, who is a sales 
manager and highly sensitive about 
salesmen’s attitudes, walked over 
to the group and asked: “Are these 
cars for sale or just show?” 

This brought a baseball discus- 
sion to a fast climax, and one re- 
luctantly detached himself from 
the group and tried to rescue what 
he seemed to think was nothing 
more than an impertinent inquiry 
into price. In reality the man was 
ready to buy. 

The treatment he was accorded 
in this midtown New York show- 
room soured the deal. But that 
night he got his wife and daughter 
into their own car and they went 
visiting other dealers. 

They finally ended up at Irwin 





“Boy, you know, there is one 
thing I appreciate more than 
anything else and that’s watch- 
ing a professional salesman at 
work. And, I mean, this Irving 
Goldberg is a real professional. 
It’s a real pleasure to watch him. 


“He was so good that I just stood 
back and watched him very care- 
fully. 

“As soon as we walked in the 
door, he came over and asked if he 
could be of any help. We told him 
what we were looking for and he 
escorted us over to a car he had on 
the floor and started to sell. 

“I mean he talked about things 





Miami Ford Dealers 


Sponsor Kart Rally 


MIAMI.—More than 2,300 boys 
and girls from 11 to 16 years of 
age participated last weekend in 
the semifinals and finals of the 
Ford Sport-Kart Rally, sponsored 
by Miami-area Ford dealers, 

The event, first countywide 
karting activity to offer training 
in safe driving and road sign 
recognition, was under the direc- 
tion of safety specialists and rep- 
resentatives from local law en- 
forcement agencies. 





Used Import Car Prices 





Armonk, N, Y. 
Renault—’59 4-dr., $350. 
Volkswagen—’60 2-dr., 


Bordentown, N. J. 
Ford (English)—’59 Consul 4-dr., 
MG—’58 MGA conv., $985. 
Vauxhall—’59 4-dr., $650. 
Volkswagen—’60 conv., $1,350. 
’659 2-dr., $1,350; 2-dr. hardtop, $1,350. 
’58 Karmann-Ghia 2-dr, hardtop, $1,156. 


Caldwell, N. J. 
Ford (English)—’58 Anglia 2-dr., $185. 
Volkswagen—’60 2-dr., $1,040, $980. 
"59 2-dr., $940. 


$1,150, $1,100. 


$500. 


Chicago 
Jaguar—’53 4-dr., $350. 
Lancia—’59 4-dr., $2,220. 
MG—’58 conv., $1,025. 
Mercedes-Benz—’56 4-dr., $1,850. 
Porsche—’59 conv., $1,900. 
Renault—’59 4-dr., $505. 
Triumph—’60 4-dr., $1,550. 

’58 TR-3, $1,850. 

Volvo—’58 2-dr., $740. 


Columbus, O. 
MG—’57 MGA roadster, $760. 
Renault—’59 4-dr., $585. 
Taunus—’58 4-dr., $515. 
Volkswagen—’59 conv., $1,270. 
’57 Karmann-Ghia 2-dr., $860, 


Danville, Va. 
Fiat—’59 4-dr., $160. 
Renault—’60 Dauphine 4-dr., 
$370*. 


$755. 
’°58 Dauphine 4-dr., 


Daytona Beach, Fla. 

Ford (English)—’60 Anglia 2-dr., 
$690, $675. 

MG—’60 MGA 2-dr., 
Mercedes-Benz—’57 4-dr., 
Peugeot—'60 2-dr., $700. 
Triumph—’60 4-dr., $530. 
Volkswagen—’60 4-dr., $530. 


Dyer, Ind. 
Renault—’59 4-dr., $435. 


Flint 
Opel—’ 59 station wagon, $850. 


Fontana, Wis. 
Hillman—’60 4-dr., $500. 
Volkswagen—’61 2-dr. hardtop, 

’59 2-dr. hardtop, $970. 


$700, 


$1,580. 
$1,560. 


$1,505. 


Kansas City, Mo. 
Volkswagen—’61 2-dr., $1,525, $1,407. 


Los Angeles 
Austin-Healey—’59 Sprite roadster, $875, 
Hillman—’59 Minx 4-dr., $390. 
Jaguar—’57 4-dr., $885. 

’55 SK140 conv., $755. 
Metropolitan—’58 2-dr., $580. 
Morris—’59 Minor conv., $550. 


Porsche—’60 1600 Super 2-dr., $2,700. 
Renault—’58 Dauphine 4-dr., $415. 
Simea—’59 Aronde 4-dr., $295. 


’57 Aronde station wagon 2-dr., $205. 
Volkswagen—’56 2-dr., $680; sunroof 2-dr., 
$570. 
755 sunroof 2-dr., $635. 


Manheim, Pa. 
Austin-Healey—’60 3000 conv., $1,950. 
BMW—’61 2-dr., $910. 

DKW—’58 2-dr. hardtop, $500. 
Ford (English)—’59 Prefect 4-dr., $560. 
Hillman—’60 Husky 2-dr., $560. 
dJaguar—’'60 XK150 2-dr., $2,250. 
Lancila—’61 2-dr., $3,675. 

$3,800. 


station wagon 4-dr., 


Mercedes-Benz—’61 conv., 
Morris—’59 Minor 

$625. 
Peugeot—’60 station wagon 4-dr., $730. 
Prinz—’60 2-dr., $550. 


Renault—’61 4-dr., $700. 
’60 Dauphine sunroof 4-dr., $800; Dau- 
phine 4-dr., $800. 
Simca—’58 4-dr., $300. 
Triumph—’61 TR-3, $2,050. 
’60 conv., $1,575; roadster, $1,385. 
Volkswagen—’61 station wagon, $2,000; 2- 
dr., $1,550, 
’60 2-dr., $1,325, $1,300, 2 at $1,290, 
$1,280. 
"59 2-dr., $1,035, $1,000, £890. 
’58 Microbus, $840. 
"57 2-dr., $860, $560. 


Paducah, Ky. 
Fiat—’58 2-dr., $420. 
Renault—’58 4-dr., $380. 
Simca—’58 station wagon 2-dr., $340. 


Sacramento, Calif. 

Fiat—’59 2-dr., $250. 

’58 sunroof 4-dr., $155. 
Ford (English)—’58 Consul 4-dr., 
Simea—’59 Aronde 4-dr., $320. 
Volkswagen—’59 conv., $925. 

’5S 2-dr., $910. 

’56 2-dr., $570. 
Volvo—’59 station wagon 2-dr., $620. 

’58 2-dr., $560. 


Salt Lake City 
Jaguar—’52 Mark VII, $205. 
Volkswagen—’60 Microbus, 

’59 2-dr., $1,010. 


$220. 


$1,600. 


Warehouse Point, Conn. 
Hillman—’57 Husky station wagon, 
Peugeot—’60 station wagon, $980. 
Renault—’59 Dauphine 4-dr., $400. 


$290. 


4-dr., 


"568 Dauphine 4-dr., $220; 4CD 
$200. 





"‘Digesting’ Dirt— 

“Softcollar” carburetor needle seat that 
“digests” dirt particles to prevent flood- 
ing and increase fuel economy has been 
developed by Carter Carburetor Division, 
ACF Industries, Inc., St. Louis. Resiliency 
is obtained with a newly developed com- 
pound which forms the seat at the point 
of contact with the needle (shown in cut- 
away with needle slightly retracted). The 
collar flexes around dirt particles while 
holding pressure. Carter has added the 
improved needle-and-seat assembly to its 
carburetor clean-out kits, now called Super 
Zip-Kits. 


easy it is to get in and out. 

“Now he’s a pretty big man, you 
know, and he got into the car, ad- 
justing the seat to the proper set- 
ting as he got in. Then he got out, 
and automatically adjusted the seat 


to the exact right setting so that 


my daughter got in and was im- 
mediately seated properly. Now, 
those are the little touches on 
which a sale turns. 

“He talked about interiors, and 
how the car was really designed 
for young people, and particular- 
ly young women, He showed us 
ali the little extras that come 
with the car, as part of the in- 
itial price, not at a raised price. 

“There wasn’t anything he left 
out. He gave us full time, without 
interuption, and when he came to 
the end of his sales talk, he asked 
for the order. No hemming and 
hawing around, he knew when it 
was time to start closing the deal. 


“We hesitated a bit, I guess, just 
to get my daughter’s reaction, so he 
went right back to the car, and 
started selling her again. He tooted 
the horn for her, and said it was 
really designed for her. I could see 
by the smile on her face, and the 
anxious look in her eye that she 
was sold. 

“He showed us the location of the 
spare and told us why it had been 
located there, and how she would 
benefit. 

“Then we went for a demonstra- 
tion ride. By the time we were 
finished, my daughter was as sold 
on the car as either my wife or I. 


“She had a uSed car to trade, and 
he gave us a decent price on it as 
well. In all respects, we were treat- 
ed with courtesy, fairness, and as if 
Wwe were interested in doing busi- 
ness right away. Which, frankly, 
We were. 

“When the papers were sign- 
ed, he did one more thing. He 
took us out into the shop, ex- 
plained how it worked, how he 
wanted things done for his cus- 
tomers and who my daughter 
should talk to when she came in 
for servicing. 


“He took us around the shop, 
showed us how clean and neat it 
was, and explained that he wanted 
his men to do good work on her 
car. He felt that they would, he 
said, but should they not, he told 
my daughter to come directly to 
him with any complaints she might 
have. 

“And that wasn’t all. He checked 
us after the sale to see that every- 
thing was going well and that my 
daughter was still as happy as 
when he delivered the car to her. 

“You know, even beyond being 
delighted to see such a fine sales- 
man, I have to say he’s a pretty 
smart guy. You know what my 
daughter is doing, don’t you? She’s 
got a couple of girl friends who 
are thinking about buying cars, 
and she’s not only selling them on 
buying the same car she did, but 
she’s insisting that they see Irving 
Goldberg at Irwin Motors. 

“And her boss was thinking 
about buying a small car, but an- 
other make. She’s even planning to 
take him on a demonstration ride 
in her car, because she _ believes 
she’s got the answer for him, too. 

“I tell you, it’s a pleasure to see 
real salesmanship at work for a 
change.” 


New ICC Lighting Rules 


Go into Effect July 1. 


BUFFALO.—AIl commercial ve- 
hicles crossing state lines or the 
Canadian and Mexican borders 
must comply with the new highway 
safety-lighting regulations by July 
1, it was announced by the Inter- 
state Commerce Commission, 


Most important of the new reg- 
ulations requires that all interstate 
trucks and buses be equipped with 
a four-way flasher switch so that 
front and rear turn signals may be 
turned on at once when the vehicle 
is disabled or stopped on a high- 
way for any reason. 
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Phoenix Motor Has New Home— 


Phoenix Motor Co. (Mercedes-Benz-DKW) celebrated its 50th year in the auto 
business by moving into this modern, 10,000-square-foot building at 225 W. Indian 
School Rd. in Phoenix. Formerly known as Packard-Studebaker Motor Co., the firm is 
headed by Shad Bowyer, president. The building includes a showroom, parts depart- 
ment and offices. The firm also features a used-car lot and parts and service for 


Studebaker-Packard Corp. cars. 


Growing Dealerships . . . 





Auto Dealer Expansions 


Read Mullan Moves 


To 5-Acre Facility 


PHOENIX.—Read Mullan Motor 
Co. (Ford) has opened its new 
$350,000 dealership at 16th St. and 
Camelback. : 

The five-acre facility provides 
display space for over 300 new cars 
and trucks, in addition to used cars 
and leasing company vehicles. Mul- 
lan’s move came after four expan- 
sions over the past = years. 


Clifton in New Home 


BALTIMORE.—Clifton Rambler, 
Ine., has opened its new facilities 
at 4400 Belair Rd. An expanded 
Service department is featured. 

* * 


Stewart Opens New Home 


ERIE, Pa—Scott Stewart, Inc. 
(Volkswagen) has moved into its 
new 10,000-square-f oot headquar- 
ters at 3457 W. 26th. 

* * 


Pittman Returns to Crest 


ATLANTA. — After six months’ 
absence from Atlanta, Norman 
Pittman has returned to Crest Mo- 
tors (Ford) as manager. 

* * * 
Jones in Larger Quarters 


PUEBLO, Colo. — Bill Jones Mo- 
tors (Volkswagen) has moved to 
facilities especially designed and 
built for it at Bonforte and the 


Safety-Check Program— 


Fifty trucks of the Long Beach (Calif.) 
Post Office fleet were checked as part of 


the National Vehicle Safety Check Pro- 
gram, sponsored by the Auto Industries 
Highway Safety Committee. The balance 
of the fleet also will be checked. Shown 
at one of the safety-check stations are, 
from left, John N. Osler, assistant post- 
master; George Kline, superintendent ve- 
hicle operations; Gil Chaffee, assistant 
mails superintendent, and Newton Mc- 
Laughlin, chairman, the Long Beach safety- 
check program. 





Highway 50 Bypass. The new loca- 
tion provides 13,500 square feet of 
parking space and a building twice 
the size of the former location. 

ok oa * 


Laibe Gets Larger Home 

LIMA, O.—Laibe Lincoln-Mer- 
cury, Inc., has moved from 545 W. 
High to larger quarters at 510 W. 
High. J. Ramon Laibe, president, 
opened the dealership two years 
ago. 

* * ok 


E & A Adds Point 


MONMOUTH, Ill.—E & A Motors 
has expanded its operation to 
Galesburg, where it will operate the 
Dodge dealership formerly owned 
by C. C. Mills. 


* * * 


Grand Opening for Harry’s 
ASHEVILLE, N. C. — Harry’s 
Cadillac-Pontiae Co., Inc., held a 
grand opening of its new sales- 
room at 69-71 Haywood St. 


Parts Wholesaler 
Appeals Ruling 


In Pricing Action 


WASHINGTON, — The Supreme 
Court has been asked to review an 
auto-parts wholesaler’s contention 
that the Robinson-Patman Act’s 
exemption to cooperatives absolves 
it from responsibility for knowing- 
ly inducing discriminatory prices. 

A lower court held in Mid-South 
Distributors v. Federal Trade 
Commission that the act’s exclusion 
of a cooperative’s return of earn- 
ings to its members does not bar 
prosecution on the count of induc- 
ing discriminatory prices for these 
members. 

Asking the Supreme Court to 
take the case, attorneys for Mid- 
South said in their petition: “Eight 
years ago, in Automatic Canteen 
v. FTC, 346 U. S. 61, this court 
firmly fixed standards governing 
liability of buyers for price discrim- 
ination under the Robinson-Pat- 
man Amendment to the Clayton 
Act. 

“This petition raises fundamental 
first questions regarding the ap- 
Plication of those standards in the 
act’s administration. If granted, the 
petition will present these import- 
ant questions to the court for the 
first time. 

“Misconstruing the _ controlling 
principles in Automatic Canteeen, 
the Commission and the Court of 
Appeals have achieved a result di- 
rectly contrary to Congress’ pur- 
pose in enacting Robinson-Patman. 
Unless corrected, it will have far- 
reaching oppressive consequences 
upon the ability of small buyers, 
throughout the nation’s economy, 
to compete in markets increasingly 
dominated by great rivals,” the pe- 
tition said. 
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375* (ps); de Ville 4-dr, hardtop, $4,- 
150* (ps); (62) 2-dr. hardtop, $4,150* 
(ps), $3,800* (ps), $3,735* (ps); 4-dr., 


° : $4,000* (ps). 
seq-Lor ucTION rices '59 de Ville 2-dr. hardtop, $3,590* (ps), 
$3,485* (ps), $3,360* (ps); (62) conv., 
$3,500* (ps); 4-dr., $3,150* (ps), §$2,- 
850* (ps); (60) Special 4-dr, hardtop, 
$3,285* (ps). 
(Continued from Page 26) "58 (62) Sedan de Ville, $2,360* (ps), 
$2,320* (ps); Coupe de Ville, $2,250* 
CADITLAC—’61 (62) 4-dr. hardtop, $4,- ’56 Star Chief 4-dr,, $450*. (ps); 2-dr. hardtop, $2,200* (ps); 4- 
220* (ps). RAMBLER—’61 Super (6) 4-dr., $1,425*. dr., $2,075*, $1,985* (ps). 
’57 Eldorado Seville, $1,680* (ps); (62) 















































*60 (62) conv., $3,900* (ps); 2-dr. hard- 
top, $3,470* (ps); de Ville 2-dr. hard- 
top, $3,785* $3,775* $3,- 
595* (ps). 

"59 (60) Special 


(ps), (ps), 
4-dr. hardtop, $3,200* 
(ps), $2,800* (ps); de Ville 2-dr. 
hardtop, $3,125* (ps); 4-dr, hardtop, 
$2,935* (ps), $2,800* (ps); (62) 4-dr., 
$2,900* (ps), $2,750* (ps), $2,660* 
(ps); 2-dr. hardtop, $2,705* (ps). 
758 (60) Special 4-dr, hardtop, $2,490* 
(ps), $2,390* (ps), $2,035* (ps), $1,- 
990* (ps); (62) conv., $2,180* (ps). 
57 (62) conv., $1,685* (ps); 4-dr., $1,- 


145* (ps). mt 
"56 (60) Special 4-dr., $905* (ps), $660* 
(ps). 
CHEVROLET—’61 Impala (8) sport coupe, 





$2,375* (ps), $2,355*; Impala (6) sport 
coupe, $2,200, $2,030. 

’60 Impala (6) sport sedan, $2,230*; 
Impala (8) sport sedan, $2,225*; 


conv., $2,200, $2,130*, $1,960*; sport 
coupe, $2,100, $2,070* (ps), $2,000*, 
$1,900*; Corvair (6) 4-dr., $1,350*, 


$1,305*; Bel Air (8) 4-dr., $1,350. 

"59 Impala (8) sport coupe, $1,775* 
(ps), $1,735* (ps), $1,630* (ps), $1,- 
565; sport sedan, $1,545* (ps); Im- 
pala (6) conv., $1,660*, $1,560*; sport 
sedan, $1,515*; Parkwood (8) 4-dr., 
$1,435*; Brookwood (6) 4-dr., $1,305*; 
Bel Air (6) 4-dr., $1,300*, $1,220*, 
$1,090*; 2-dr., $1,160*, $1,145, $1,100; 
Bel Air (8) 2-dr., $1,150*; Biscayne 
(6) 2-dr., $1,005*, $990*, $930. 

’*58 Impala (8) sport coupe, $1,170* (ps), 
$1,170*, $1,105*, $1,010*, $1,000* (ps); 
Bel Air (8) sport sedan, $1,090*, 
$775*, $730*; Biscayne (8) 4-dr., 
$825*; Delray (6) 2-dr., $725. 

57 Bel Air (8) sport sedan, $1,095* 
(ps), $815* (ps); sport coupe, $880*, 
$715*; Bel Air (6) station wagon 4-dr., 
$1,035*; 4-dr., $615; Two-ten (6) sta- 
tion wagon, $705*; 4-dr., $635*; One- 
fifty (6) station wagon, $560. 

56 Bel Air (8) sport sedan, $625*; Bel 
Air (6) 4-dr., $525*; Two-ten (6) 
station wagon, $570*; 4-dr., $525, $255. 

CHRYSLER—’59 Windsor 4-dr., $1,520*; 
NY 2-dr. hardtop, $1,440* (ps). 
"58 Saratoga 4-dr. hardtop, $1,170* (ps). 
’55 NY 2-dr. hardtop, $300*. 
COMET—’60 Comet 2-dr., $1,450*. 
DeSOTO—’ 57 Fireflite 4-dr., $550*. 
DODGE—’60 Dart (8) Phoenix conv., $1,- 


900* (ps); Polara (8) 2-dr, hardtop, 
$1,540; Matador (8) 4-dr., $1,085, 
$1,065*. 

EDSEL—’58 Pacer 4-dr., $555*; Ranger 


4-dr., $400*, $320. 
FORD—’61 Thunderbird (8) 2-dr. hardtop, 


$3,500* (ps); Galaxie (8) conv., $2,- 
530* (ps); 2-dr. Victoria, $2,327* 
(ps); Falcon (6) station wagon, $1,- 


970*; Fairlane (6) 2-dr., $1,690. 
°60 Thunderbird (8) 2-dr, hardtop, $2,- 


650* (ps); Galaxie (8) Starliner, $1,- 
800* (ps); Galaxie (6) Starliner, $1,- 
700* (ps), $1,525*; Falcon (6) 2-dr., 


$1,460*, $1,190; Fairlane 500 (8) 2-dr., 
$1,250*; Fairlane 500 (6) 4-dr., $1,- 
125*. 

59 Thunderbird (8) conv., $2,350* (ps), 
$2,165* (ps); 2-dr. hardtop, $2,125* 
(ps); Galaxie (8) 2-dr, Victoria, $1,- 


460* (ps), $1,430* (ps), $1,360* (ps), 
$1,350* (ps), $1,290* (ps); 4-dr., $1,- 
370* (ps); Fairlane 500 (8) 4-dr., 


$1,175*; Custom 300 (8) 4-dr., $980*. 
’58 Thunderbird (8) 2-dr, hardtop, $1,- 
710* (ps), $1,695* (ps); Fairlane 500 


(8) Skyliner, $1,190*; 2-dr., $725* 
(ps); Country Sedan (8) 4-dr., $1,- 
140*; Ranch Wagon (8) 2-dr., $790*; 


Fairlane (8) 4-dr., $510*; Custom 300 
(6) 4-dr., $425*. 


"57 Fairlane 500 (8) 2-dr. Victoria, 
$875*, $325*, $275*, $270*; conv., 
$875* (ps), $575*; 4-dr. Victoria, 


$705*, $360*; Country Sedan (6) 4-dr., 
$700; Custom (8) 2-dr., $465; Custom 
(6) 4-dr., $465. 


56 Fairlane (8) conv., $615*; Country 
Squire (8) 4-dr., $575* (ps); Custom 
(8) 4-dr., $285; 2-dr., $280*; Custom 
(6) 2-dr., $230. 

IMPERIAL—’60 Crown conv., $3,500* 
(ps). 


"59 LeBaron 4-dr. hardtop, $2,325*. 
’57 Crown 4-dr., $1,020* (ps). 
LINCOLN—’59 Continental Mark IV conv., 
$2,725* (ps); Premiere 4-dr, hardtop, 
$2,450* (ps); 2-dr. hardtop, $2,080* 
(ps). 
’57 Capri 4-dr. hardtop, $825* (ps). 
’56 Mark II 2-dr. hardtop, $3,400* (ps). 
MERCURY — ’60 Monterey 4-dr., $1,800* 
(ps). 
759 Monterey 4-dr., $920*. 
"58 Monterey 2-dr., $650*. 
’57 Turnpike Cruiser conv., $1,050* (ps); 


Monterey 2-dr. hardtop, $565* (ps), 
$4607. 

’56 Montclair 2-dr. hardtop, $350*. 

OLDSMOBILE —’61 (98) 4-dr. Holiday, 
$3,150* (ps). 

"60 (88) 2-dr. Holiday, $2,675* (ps); 
4-dr, Holiday, $1,960*. 

759 (98) 4-dr. Holiday, $2,040* (ps), 
$1,950* (ps), $1,940* (ps); (88) 4-dr. 
Holiday, $1,880* (ps), $1,750* (ps); 
2-dr. Holiday, $1,855* (ps), $1,745* 
(ps). 

"58 (98) 4-dr. Holiday, $1,190* (ps), 
$900* (ps), $790* (ps); (88) 4-dr. 
Holiday, $910*. 

"57 (88) 4-dr., $825* (ps), $465; conv., 


$760*; 4-dr. Holiday, $740* (ps); 2-dr. 
Holiday, $650*. 
PLYMOUTH—’ 61 Belvedere (8) 2-dr, hard- 
top, $1,995. 
"60 Savoy (8) 4-dr., $1,175. 


759 Fury (8) 2-dr. hardtop, $1,285; 
conv., $1,275* (ps); Belvedere (8) 4- 
dr., $1,195; Suburban (6) 4-dr., $930, 
$905. 


’58 Belvedere (8) $875*; Savoy 
(6) 2-dr., $560*. 

PONTIAC—’61 Bonneville 4-dr. Vista, $2,- 
685* (ps); conv., $2,445* (ps); Cata- 
lina sport coupe, $2,365* (ps). 

’60 Bonneville 4-dr. Vista, $2,435* (ps); 
sport coupe, $2,350* (ps), $1,925; Sa- 
fari 4-dr., $2,250* (ps); Ventura 4-dr. 
Vista, $2,250* (ps); Catalina 4-dr. 
Vista, $1,910* (ps), $1,790* 

59 Catalina conv., $1,775* 
725* (ps), $1,600* (ps); sport coupe, 
$1,290*; Star Chief 4-dr, Vista, $1,- 
735* (ps); 4-dr., $1,500*; sport coupe, 
$1,350. 

*57 Chieftain 2-dr. Catalina, $550*; 2-dr., 
$490". 


conv., 


(ps). 
(ps), $1,- 


BUICK—’59 Invicta Estate Wagon, $2,105* 


’60 Ambassador (8) Super 4-dr., $1,425; 


American (6) Super 4-dr., $660. 4-dr., $1,385* 


(ps). 


’59 Ambassador (8) Custom 4-dr., $1,- "56 (60) Special 4-dr., $1,150* (ps); (62) 
270*; Super (6) Cross Country, $965*. 2-dr. hardtop, $1,085* (ps), $850* 
’58 Ambassador (8) Super 4-dr., $800. (ps); Sedan de Ville, $1,050* (ps); 4- 
’57 Super (6) Cross Country, $510; De- dr., $750* (ps). 
luxe (6) 4-dr., $450. "55 (62) Coupe de Ville, $1,005, $975, 
STUDEBAKER—’60 Lark (8) 2-dr., $1,- $835, $725. 
050; Lark (6) 2-dr., $750. CHEVROLET—'61 Corvair Monza (6) 2- 


dr., $2,275, $2,225, $2,100; Corvair 700 
(6) 2-dr., $2,050. 


’59 Lark (8) 2-dr, hardtop, $980. 
’57 Golden Hawk (8) 2-dr, hardtop, $670, 


$495. ’60 Corvette (8) conv., $2,600*; Impala 
(8) sport coupe, $2,250* (ps), $2,225* 

LOS ANGELES (ps), $2,150* (ps), $2,150, '$2,105*; 

conv., $2,185* (ps); sport sedan, §$2,- 

Harold Henry’s Los Angeles Dealer Auto 100* (ps); Bel Air (8) 4-dr., $1,700*; 
Auction. Sale every Tuesday, Prices are 2-dr., $1,670*; Bel Air (6) 4-dr., $1,- 
for sale of June 1. 560; Corvair 700 (6) 4-dr., $1,615*; 


Corvair 500 (6) 2-dr., $1,465*, 





(ps); 2-dr. hardtop, $1,870* (ps); ’59 Impala (8) sport coupe, $1,860, $1,- 
Electra 225 conv., $1,870* (ps); Le- 795* (ps), $1,650*, $1,650* (ps), $1,- 
Sabre 4-dr. hardtop, $1,725* (ps); 4- 600* (ps), $1,525*; conv., $1,750* 
dr., $1,540* (ps); 2-dr. Riviera, $1,- (ps), $1,725* (ps), $1,620*; sport 
500* (ps). sedan, $1,665* (ps), $1,650* (ps); 4- 
’58 Super 2-dr. Riviera, $1,250* (ps). dr., $1,610* (ps), $1,505*; Parkwood 
‘57 Century 4-dr. Riviera, $850* (ps), (6) 4-dr., $1,650; Brookwood (8) 4-dr., 
$685* (ps); conv., $685* (ps); Super $1,565* (ps); Bel Air (8) sport sedan, 
4-dr. Riviera, $775* (ps); Special 4- $1,525*; 4-dr., $1,415* (ps), 2 at $1,- 
dr. Riviera, $710*. 400*, $1,380*, $1,285* (ps); Bel Air 
’56 RM 2-dr. Riviera, $485* (ps). (6) 4-dr., $1,135*; 2-dr., $1,115. 
’55 Century 2-dr. Riviera, $385* (ps); "58 Corvette (8) conv., $1,880; Nomad 
Special 2-dr. Riviera, $350* (ps). (8) 4-dr., $1,400* (ps); Impala (8) 
CADILLAC—’60 Eldorado conv., $4,400* sport coupe, $1,255*; Impala (6) sport 


(ps); (60) Special 4-dr, hardtop, $4,- coupe, $1,180; Bel Air (8) sport sedan, 








1961 7 _ 29 


~ ’53 Windsor conv,, $165*, 











COMET—’61 Comet 2-dr., $1,810, $1,750. 
Model Breakdown DeSOTO ’58 Adventurer 2-dr. hardtop, 
e $1,050* (ps). 
Of Auction Averages ’57 Firesweep 2-dr. hardtop, $650" (ps). 
; ’56 Firedome 4-dr., $460* (ps). 
June, 1961 May, April, | DODGE ’60 Polara (8) 4-dr., $1,990* 
Model To Date 1961 1961 (ps); Dart (6) Seneca 2-dr., $1,485. 
wee 4 4 ’59 Coronet (8) 2-dr., $1,095". 
ame “cars “sane oe ’58 Royal (8) 2-dr. hardtop, $1,150* 
se eeeeeenees , bs “ (ps), 
RM csesusceeids 1,440 1,465 1,367 ’57 Sierra (8) 4-dr., $785* (ps); Coro- 
1958...... 1,005 989 960 net (8) 2-dr. oo $750* ree .. 
sensor so dr., $585* (ps); Royal (8) 4-dr. hard- 
cds ioishases 640 649 654 top, $615* (ps). 
a 429 427 433 ’55 Royal (8) 2-dr., $460* (ps). 
1955........ 324 314 323 a 61 pp agg oe © —_ "Ss nant 
i 4,125* (ps); 2-dr. hardtop, ,840* 
1954............ 168 220 210 (ps), $3,775* (ps); Galaxie (8) 2-dr. 
Overall wae Victoria, $2,490* (ps); starliner, $2,- 
, 340; Ranch Wagon (6) 2-dr., $2,160, 
Average $1,036 $1,050 $1,047 ’60 Thunderbird (8) conv., $3,050* (ps); 
~ 2-dr. hardtop, $2,725* (ps); Country 
Sedan (8) 4-dr., $2,085* (ps); (9 
$1,000*; Biscayne (8) 2-dr., $960; 4- pass.), $1,900*; Galaxie (8) starliner, 
dr., $925*; Delray (8) 2-dr., $890*. $2,010* (ps), $1,885* (ps); Fairlane 
’57 Bel Air (8) sport coupe, $1,080*; 500 (8) 4-dr., $1,585* (ps), $1,535* 


(ps); 2-dr., $1,385*; Fairlane 500 (6) 
2-dr., $1,350; Falcon (6) 4-dr., $1,450, 
$1,380, $1,350; Fairlane (8) 4-dr., $1,- 


sport sedan, $905*; conv., $835*; 4-dr., 
$760*, $665*; One-fifty (6) 4-dr., $630; 
2-dr., $535; utility sedan, $525. 


’56 Corvette (8) conv., $825; Two-ten 185. 
(8) station wagon, $700*; 2-dr., $435*; ’59 Thunderbird (8) 2-dr. hardtop, §$2,- 
Two-ten (6) 2-dr., $565, $530; Bel Air 590* (ps), $2,450* (ps); Galaxie (8) 
(8) sport coupe, $600*; sport sedan, 2-dr. Victoria, $1,635* (ps); 4-dr., $1,- 
$470*. 475* (ps); Fairlane 500 (8) 2-dr. Vic- 
’55 Bei Air (8) sport coupe, $800, $740* toria, $1,450*; conv., $1,415*; Ranch 
(ps), $610*, $585*, $550*; station Wagon (8) 4-dr., $1,375; Country Se- 


wagon 4-dr., $565* (ps); conv., $520* dan (8) 4-dr., $1,350*; Custom 300 (8) 


(ps); 4-dr., $470*, $385*, $350*; Two- 4-dr., $1,195*, $1,060*; 2-dr., $1,110, 

ten (8) 2-dr., $560*%, $535*; 4-dr., $1,100, $1,075; Custom 300 (6) 2-dr., 

$445*; Two-ten (6) 2-dr., $225; One- $1,100", $1,010. 

fifty (6) 4-dr., $245. ’57 Thunderbird (8) conv., $1,985* (ps); 
CHRYSLER—’60 Windsor 2-dr. hardtop, Country Squire (8) 4-dr., $1,035° (ps); 


Fairlane 500 (8) skyliner, $850* (ps); 
2-dr. Victoria, $695* (ps), $620*, 
$535*; Country Sedan (8) 4-dr., $815", 


(Continued on Page 30, Col. 2) 


$2,435* (ps). 
’59 NY 4-dr. hardtop, $2,140* (ps), $2,- 
050* (ps); 2-dr. hardtop, $2,065* (ps). 
’55 Windsor 2-dr. hardtop, $305*. 


YOU CAN MAKE THE 
CEN ate 


WITH TH 





That blank spot on the dashboard is one of your most 
important sales areas—and the whole sale is easier when 
you say the magic words—“STROMBERG-CARLSON.” Those 
two words say a lot of other important things. Service- 
free performance, for instance. Quality backed by the best 
reputation in the industry. Pride of ownership. Far fewer 








service headaches. And STROMBERG-CARLSON radios are 
the industry’s easiest to install. You can put more dash in 
their dashboards—and make the BIG sale easier—with 
STROMBERG-CARLSON auto radios. For the illuminating 
facts, write: Commercial Products, Box BC-2, 1406 North 
Goodman Street, Rochester 1, N. Y. 


GENERAL DYNAMICS | ELECTRONICS 


in auto radies.. THERE 


IS NOTHING FINER THAN A STROMBERG-CARLSON® 
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30 
’57 (98) conv., $1,000* (ps); (88) conv., 
$770* (ps); 4-dr. Holiday, $720*. 

U C ti Pp e 5S (88) 2-dr. Holiday, $535*. EXTRA-HEAVY = 
PLYMOUTH—’60 Belvedere (8) 4-dr., $1,- CONSTRUC TIO * 
d- a A 525*, $1,490* (ps), $1,480* (ps). N bs 
se r uc ion rices ’59 Fury (8) 4-dr. hardtop, $1,300*; Sub- ms 
urban (8) Custom 4-dr., $1,100*; Bel- : 

vedere (8) 4-dr., $1,060*, $1,000*; 4- 

dr. hardtop, $1,040* (ps); Savoy (6) 

(Continued from Page 29) 2-dr., $725*. 
' ’58 Suburban (8) Custom 4-dr., $900* 








in the United States 
can you reach 
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newspaper readers in 
a rich, million-plus 
metropolitan area 
with one newspaper 
at one low cost. 


ONLY IN 
MILWAUKEE 


OA 
JOURNAL 


Only eight U.S. cities 
have a bigger daily pa- 
per than The Journal. 









And in none of these 
big markets can you 
get such complete one- 
paper coverage. 

When picking big 
newspaper markets re- 
member the best buy in 
buy-lines... 


THE 
MILWAUKEE 
JOURNAL 


375,950 daily — 513,647 Sunday 


Member of Million Market Newspapers, Inc 


New York ¢ Chicago « Detroit 
Los Angeles «+ San Francisco 
Ad 2-61 


$645*; Ranch Wagon (8) 2-dr., $660*; 
Custom (6) 4-dr., $410. 


56 Country Sedan (8) 4-dr. (9 pass.), 
$535* (ps), $345*; Fairlane (8) 2-dr, 
Victoria, $480*; 4-dr., $460* (ps); 


Custom (8) 2-dr. Victoria, $340* (ps); 
Custom (6) 4-dr., $175. 

’55 Thunderbird (8) conv., $1,300* (ps); 
Country Sedan (8) 4-dr. (9 pass.), 
$435*, $260; Fairlane (8) Crown Vic- 
toria, $370* (ps); 2-dr. Victoria, 
$335*; Custom (8) 2-dr., $285*; Cus- 
tom (6) 2-dr., $280*. 

IMPERIAL— 57 Crown 4-dr. hardtop, $1,- 


605". 
LINCOLN—’59 Continental Mark IV 4-dr. 
hardtop, $2,850* (ps); Capri 2-dr., 


$2,050* (ps). 

’58 Continental Mark III 4-dr., $2,220. 

’57 Premiere 2-dr. hardtop, $1,300* (ps). 

’56 Mark II 2-dr. hardtop, $2,850* (ps). 

’55 Capri conv., $445* (ps). 

MERCURY—’59 Park Lane 4-dr. hardtop, 
$1,750* (ps). 

’57 Colony Park 4-dr., $1,135* 
Montclair conv., $735* (ps). 

’56 Montclair 2-dr. hardtop, $545*, $405*, 
$275*; Monterey station wagon 4-dr. 
(9 pass.), $490* (ps); 2-dr. hardtop, 
$450*, $410* (ps). 

’55 Montclair 2-dr. hardtop, $480*; Mon- 


(ps); 


terey 4-dr., $250; Custom 4-dr., $235. 
OLDSMOBILE—’61 F-85 station wagon, 
$2,400. 

59 (98) conv., $2,045* (ps); (88) Super 
conv., $1,980* (ps), $1,930* (ps); 4- 
dr., $1,835* (ps); (88) 2-dr. Holiday, 
$1,885* (ps), $1,795* (ps). 


’58 (98) 2-dr. Holiday, $1,135* (ps); (88) 
Super 4-dr., $850* (ps). 

’57 (98) 2-dr. Holiday, $1,015* (ps); 4- 
dr, Holiday, $1,010* (ps); (88) 4-dr. 
Holiday, $895* (ps); (88) Super 2-dr. 
Holiday, $880* (ps). 

’56 (88) 4-dr. Holiday, $635* (ps); 2-dr. 
Holiday, $525*, $410* (ps); (88) Super 
2-dr. Holiday, $550* (ps). 

’55 (88) Super 2-dr. Holiday, $540* (ps). 

PLYMOUTH—’61 Valiant 100 (6) 4-dr., 
$1,800. 

’60 Fury (8) 2-dr. hardtop, $1,785* (ps); 
Valiant 200 (6) station wagon, $1,700* 
(ps), $1,700; Suburban (6) 2-dr., $1,- 


360. 

’59 Suburban (8) 4-dr. (9 pass.), $1,700* 
(ps); (6 pass.), $1,620* (ps); Fury 
(8) 4-dr. hardtop, $1,250* (ps), $830; 
Savoy (8) 4-dr., $865, $690*. 

’58 Savoy (8) 4-dr., $600*. 

’57 Suburban (8) Custom 4-dr., $685* 


(ps); Belvedere (8) 4-dr., $525*, 
$485*; Plaza (8) 4-dr., $470*; Savoy 
(8) 4-dr., $455* (ps); 2-dr. hardtop, 
$370". 

’56 Belvedere (8) 4-dr., 
dr. hardtop, $335 (ps); 
dr., $245*. 

PONTIAC—’61 Star Chief 4-dr. Vista, $2,- 
850* (ps); Tempest (4) station wagon, 
$2,185°. 

’60 Catalina Safari 4-dr., $2,435* (ps). 

’59 Bonneville conv., $2,200* (ps); sport 
coupe, $2,150* (ps); 4-dr. Vista, $2,- 
085* (ps); Catalina sport coupe,. $1,- 
790; 4-dr., $1,690* (ps); 2-dr., $1,- 
660* (ps). 

’58 Bonneville sport coupe, $1,560* (ps); 
Star Chief 2-dr. Catalina, $1,135* (ps); 
Chieftain 2-dr., $900*. 

’57 Star Chief 2-dr. Catalina, $860* (ps); 
Super Chief 4-dr. Catalina, $830*; 
Chieftain 2-dr., $535*. 

’56 Star Chief 2-dr. Catalina, $650* (ps), 
$475* (ps); Chieftain Safari 4-dr., 
$615*; 2-dr. Catalina, 3335*. 

’55 Chieftain 2-dr. Catalina, $315*, $250; 
2-dr., $260; Star Chief 2-dr. Catalina, 
$245*. 

RAMBLER—’61 Classic (6) station wagon, 
$2,035. 

’60 Super (6) 4-dr., $1,550*, $1,545*. 

’57 Custom (8) Cross Country, $790* 
(ps). 

STUDEBAKER—’59 Lark (6) 4-dr., $935*. 

’56 President (8) 4-dr., $430*; Com- 
mander (8) 2-dr., $165. 

MISCELLANEOUS—’61 International 
travel-all, $1,675. 

*60 Chevrolet (8) El Camino, $1,650. 

59 Chevrolet (8) El Camino, $1,530, 
$1,485, $1,435*, $1,380*; (8) %-ton 
stake, $1,495; (6) %-ton pickup, $1,- 
060. 

’58 Chevrolet (6) %-ton pickup, $890; 
Ford (8) Ranchero, $795*; Interna- 
tional %-ton pickup, $750; Dodge (8) 
1%-ton cab & chassis, $750. 

’57 Chevrolet (6) %-ton pickup, $745; 
Ford (6) %-ton pickup, $645; Willys 
(6) pickup, $640. 

°56 Chevrolet (8) %-ton pickup, $550*; 
Ford (8) %-ton pickup, $490. 

’55 Ford (8) %-ton camper, $655; (8) 
%-ton pickup, $560; Chevrolet (8) %- 
ton pickup, $580; (6) 14-ton panel, 
$270. 


NEWINGTON, CONN. 


Newington Auto Auction, Sale every 
Thursday. Prices are for sale of June 1. 
BUICK—’59 Electra 4-dr. hardtop, $1,600* 


$385* 
Plaza 


(ps); 2- 
(8) 2- 


(6) 


(ps). 

’57 Super 2-dr. Riviera, $795* (ps), 
$775* (ps). 

’56 Century 2-dr. Riviera, $575*, $250*; 
4-dr. Riviera, $385* (ps); Special 2- 





— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange, Sale 
every Wednesday (May 31). Holiday held 
down registrations but not buyers enthu- 
siasm, Clean sharp cars continue to bring 
top dollar, Sold 81 percent of 414 consign- 
ments. 

* * * 
FONTANA, WIS. 


Fontana Auto Auction, Sale every Thurs- 
day (June 1), Good demand for all models 


through ’60s with sharp cars bringing 
bonus prices. Sold 189 cars from 261 con- 
signments. 


* * * 


MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 
day (June 2). Weather: Clear. Sold 86 per- 
cent of 729 consignments. 

* * 


PADUCAH, KY. 

Fred Brown Auto Auction, Sale every 
Tuesday (May 30). Good—for a holiday 
sale, Strongest on ’56 models, Sold 64 cars 
from 137 consignments. 











dr., $540*; 4-dr. Riviera, $395*, $285*. 
CHEVROLET—’60 Bel Air (8) 4-dr., $1,- 


600*. 

’59 Impala (8) sport coupe, $1,550*; Bel 
Air (6) 2-dr., $1,250*, $1,200*, $1,- 
065*; 4-dr., $1,110*; Bel Air (8) 2-dr., 
$1,100; Biscayne (6) 2-dr., $1,150. 

’58 Bel Air (6) 2-dr., $1,130; Bel Air 
(8) 4-dr., $940; Biscayne (8) 2-dr., 
$880". 

’57 Two-ten (8) 4-dr., $700* (ps); Bel 
Air (8) 4-dr., $675*. 

’56 Bel Air (8) 2-dr., $550*; Bel Air 
(6) 2-dr., $500. 

’55 Bel Air (6) 2-dr., $500*; Bel Air 
(8) 2-dr., $325*, $320*. 

DODGE — ’57 Coronet (8) 4-dr., $710*, 
$650". 

FORD —'60 Galaxie (8) 4-dr., $1,590* 
(ps); Falcon (6) 4-dr., $1,340*. 


’59 Fairlane 500 (8) 4-dr., $1,180*; 4-dr. 
Victoria, $1,125*. 


‘58 Fairlane 500 (8) conv., $940*. 

"56 Custom (8) 4-dr., $210. 

’55 Custom (8) 4-dr., $210*; 2-dr., 
$135. 


MERCURY — ’57 Monterey 2-dr. hardtop, 
$450* (ps); 4-dr, hardtop, $375* (ps); 
4-dr., $350*. 

"56 Monterey 4-dr. hardtop, $410*. 
’55 Monterey 2-dr. hardtop, $325* 

PLYMOUTH—’57 Savoy (8) 2-dr., 
$275". 

"55 Savoy (6) 4-dr., $115*. 


(ps). 
$335", 


PONTIAC — ’56 Chieftain Safari 2-dr., 
$560* (ps). 

MISCELLANEOUS—’55 Ford %-ton pick- 
up, $185. 


COLUMBUS, O. 


Capital Auto Auction, Inc, Sale every 
Thursday, Prices are for sale of June 1. 
Market steady, Sold 231 cars from 327 
consignments. 


BUICK—’60 LeSabre 2-dr., $1,670. 

’59 LeSabre 4-dr., $1,500*. 

‘57 Super 4-dr, Riviera, $700* (ps), 
$630* (ps); Special 4-dr, Riviera, 
$675*; 2-dr., $570*. 

’56 Special 2-dr. Riviera, $290*. 


’55 Special 4-dr., $340*. 


CADILLAC—’61 (62) conv., $4,750* (ps). 
"55 (62) 2-dr, hardtop, $675* (ps). 
’53 (62) 4-dr., $500* (ps). 

CHEVROLET—’61 Nomad (8) 4-dr., $2,- 

665* (ps); Impala (8) sport sedan, 
$2,375; Bel Air (8) sport sedan, $2,- 
350*; 2-dr., $1,970*. 

’60 Impala (8) sport sedan, $1,810*; Bel 
Air (8) sport sedan, $1,750; 2-dr., 
$1,570, $1,515*; Corvair 700 (6) 4-dr., 
$1,500*, $1,445*; Corvair 500 (6) 4- 
dr., $1,275. 


’59 Impala (8) conv., $1,610* (ps), $1,- 
600*; sport sedan, $1,550*, $1,535*; 
Brookwood (8) 4-dr., $1,410*; Brook- 
wood (6) 2-dr., $1,175*; Bel Air (8) 
sport sedan, $1,335; 4-dr., $1,225*; 2- 
dr., $1,200*, $1,150; Parkwood (8) 4- 
dr., $1,300; Biscayne (6) 2-dr., $1,- 
125°. 

’58 Brookwood (6) 4-dr. (9 pass.), $1,- 
680; Bel Air (8) 4-dr., $905*; Yeoman 
(8) 4-dr., $830*; Biscayne (6) 4-dr., 
$720". 

’57 Bel Air (8) 
sedan, $920* (ps); 
(ps); Two-ten (8) station wagon 4- 
dr. (9 pass.), $870* (ps); (6 pass.), 
$840; sport sedan, $865*; Two-ten (6) 
4-dr., $730*; One-fifty (6) 2-dr., $630. 

’56 Two-ten (8) station wagon, $730*, 
$525*, $510*, $485*; 2-dr., $640* (ps); 
Two-ten (6) station wagon, $490*; 2- 
dr., $475; Bel Air (8) sport sedan, 
$695* (ps), $640* (ps); Bel Air (6) 4- 


dr., $520*. 
’55 Bel Air (6) sport coupe, $340*; 2- 
dr., $300*; Bel Air (8) station wag- 


on, $310*; 4-dr., $305*. 


conv., $1,175*; sport 
4-dr., $910, $750* 


CHRYSLER—’58 Saratoga 4-dr. hardtop, 
$1,135* (ps). 
’56 Windsor 2-dr. hardtop, $290* (ps). 


DeSOTO—’57 Fireflite 4-dr. hardtop, $620* 


(ps); Firedome 4-dr. hardtop, $540* 
(ps); Firesweep 4-dr. hardtop, $500* 
(ps). 
’56 Fireflite 4-dr., $500* (ps), 
DODGE—’57 Coronet (8) 4-dr. hardtop, 


$795* (ps), $685*. 
FORD—’61 Thunderbird (8) conv., $4,000* 
(ps). 

’60 Thunderbird (8) conv., $2,975* (ps); 
2-dr. hardtop, $2,800* (ps); Galaxie 
(8) conv., $2,100*; starliner, $1,800* 
(ps), $1,750* (ps), $1,600* (ps); 
Country Sedan (8) 4-dr., $1,660* (ps); 
Fairlane 500 (8) 2-dr., $1,445; 4-dr., 
$1,400*; Falcon (6) 4-dr., $1,335; 2- 
dr., $1,170. 

’59 Thunderbird (8) conv., $2.450* (ps); 
Country Sedan (8) 4-dr., $1,490*; (9 
pass.), $1,200*; Galaxie (8) 4-dr. Vic- 
toria, $1,450*, $1,400* (ps); Fairlane 
(8) 4-dr., $1,190*, $1,050*; 2-dr., $1,- 
130*, $970*; Custom 300 (8) 4-dr., 
$1,045; 2-dr., $925, $920* (ps). 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 
900* (ps), $1,780* (ps); Country Se- 
dan (8) 4-dr., $825* (ps); Fairlane 
500 (8) 4-dr., $800* (ps); 2-dr., $725* 
(ps). 

’57 Thunderbird (8) conv., $1,800, $1,- 
700* (ps); Country Sedan (8) 4-dr., 
$870* (ps), $815* (ps), $760*, $660*; 
Fairlane 500 (8) 4-dr, Victoria, $775* 
(ps), $600; 2-dr., $580* ‘ps); Custom 
300 (8) 2-dr., $500. 

’56 Thunderbird (8) conv., $1,500; Coun- 
try Sedan (8) 4-dr. (9 pass.), $650* 
(ps), $485* (ps); Ranch Wagon (8) 2- 


dr., $450, $345; Custom (8) 4-dr., 
$405*; Fairlane (8) 2-dr., $350. 
55 Custom (8) 4-dr., $405*; 2-dr., 
$400*; Ranch Wagon (6) 2-dr., $390. 
’54 Country Sedan (8) 4-dr. (9 pass.), 
$195*. 

IMPERIAL—’60 Crown 4-dr. hardtop, $3,- 
125* (ps), 

MERCURY—’59 Colony Park 4-dr., §$1,- 
685* (ps); Park Lane 4-dr. hardtop, 
$1,520* (ps), $1,500* (ps); Monterey 
4-dr., $1,300*. 

’58 Monterey 2-dr., $650*. 

’57 Monterey 4-dr. hardtop, $575*, 

’55 Montclair 2-dr. hardtop, $350*. 
OLDSMOBILE—’61 (98) conv., $3,425* 


(ps); (88) Super 4-dr. Holiday, $2,835* 
(ps); F-85 4-dr., $1,930*. 
"60 (98) 4-dr. Holiday, $2,510* 
dr., $2,460* (ps); (88) 4-dr. 
$2,405* (ps); (88) Super 4-dr. 
day, $2,385* (ps), $2,340* (ps), 
*59 (88) Super 4-dr., $1,850* (ps); conv., 


(ps); 4- 
Holiday, 
Holi- 


$1,640* (ps); (88) 4-dr., $1,270* (ps). 
’58 (88) Super 4-dr. Holiday, $1,115* 
(ps). 





(ps), $885*; 2-dr., $625; Savoy (8) 4- 
dr., $510*. 

’57 Suburban (8) Custom 4-dr., $605*; 
Belvedere (8) 4-dr., $595*, $570*; 2- 
dr., $505* (ps), $485*; Savoy (8) 2- 
dr., $415*; Plaza (6) 4-dr., $330. 


’56 Belvedere (6) 4-dr. hardtop, $340*; 
4-dr., $250 (ps). 

’55 Plaza (6) 2-dr., $120. 

PONTIAC—’61 Bonneville 4-dr. Vista, $2,- 

800* (ps). 

‘60 Catalina conv., $2,560* (ps), $2,460* 
(ps), $2,380* (ps); Safari 4-dr., $2,- 
330* (ps); 4-dr. Vista, $2,180* (ps); 


Ventura 4-dr. Vista, $2,460* (ps). 

’59 Catalina 4-dr, Vista, $1,675* (ps); 
Safari 4-dr., $1,650* (ps); Star Chief 
4-dr. Vista, $1,580*; 4-dr., $1,500*. 

’58 Star Chief 4-dr. Catalina, $980* (ps); 
Chieftain Safari 4-dr., $980* (ps). 

’57 Chieftain 4-dr. Catalina, $580*, 

’56 Chieftain 4-dr. Catalina, $415*. 

’55 Star Chief 2-dr. Catalina, $255*. 

RAMBLER—’60 Custom (8) 4-dr., $1,600*; 


Custom (6) 4-dr., $1,350; American 
(6) 2-dr., $1,140, $1,080*. 

’59 Custom (8) 4-dr., $1,250*, $1,200* 
(ps); Super (6) 4-dr., $925. 


’5S Super (8) 4-dr., $845. 
‘57 Super (6) 4-dr., $460. 
MISCELLANEOUS—’60 Chevrolet Apache 
%-ton pickup, $1,050; Ford %-ton 
pickup, $1,050. 
’59 Chevrolet El Camino %-ton pickup, 
$1,115. 
’58 Chevrolet Apache %-ton pickup, 
$705. 
’55 Chevrolet 3600 %-ton 


ARMONK, N. Y. 


Banksville Auto Auction, Inc. Sale every 
Thursday. Prices are for sale of June 1. 
Clean cars were a little hard to come by 
this week, Activity less than sensational 
as retail market remains a bit slow, 


BUICK—’59 Electra conv., $1,550* (ps). 
’58 Super 2-dr. Riviera, $1,100* (ps). 


stake, $530. 


’57 Special conv., $735* (ps), 
CADILLAC—’56 (60) Special 4-dr, hard- 
top, $460* (ps). 
"54 (62) conv., $400* (ps). 
CHEVROLET—’60 Bel Air (8) 4-dr., $1,- 


450* (ps); Corvair (6) 4-dr., $1,235. 

’*59 Nomad (8) 4-dr., $1,330* (ps); Bel 
Air (8) 4-dr., $1,060*. 

’58 Brookwood (8) 4-dr., $875* (ps), 

’57 Bel Air (6) 2-dr., $700*, 

’56 Bel Air (8) 4-dr., $545*. 

’55 Two-ten (6) 2-dr., $135. 

CHRYSLER—’57 Windsor 2-dr. 
$600* (ps). 
DODGE—’59 Coronet (6) 2-dr., $915*, 

’54 Coronet (8) 2-dr., $190. 

FORD—’60 Fairlane (6) 2-dr. 
$850. 

’59 Thunderbird 
050* (ps); Fairlane $560* 
(ps). 

’58 Country Sedan (8) 4-dr., $855*, 
$785*; Fairlane 500 (6) skyliner, $805* 
(ps). 

’57 Custom (6) 4-dr., $400*. 

’56 Country Sedan (8) 4-dr., $400* (ps). 

’55 Fairlane (8) conv., $350*; Custom 
(6) 2-dr., $125. 

MERCURY—’59 Monterey 4-dr., 

’57 Monterey 2-dr., $425* (ps), 
Montclair 4-dr. hardtop, $400*, 

’56 Monterey station wagon, $300*. 


hardtop, 


(police), 


(8) 2-dr. $2,- 


(6) 


hardtop, 
4-dr., 


$980*. 
$380; 


OLDSMOBILE — ’56 (88) 2-dr. Holiday, 
$435* (ps). 
’55 (88) 4-dr. Holiday, $250* (ps), 


54 (98) 4-dr., $125* (ps). 
PLYMOUTH—’60 Valiant 200 4-dr., $1,- 
210*. 
’59 Suburban (8) 4-dr, (police), $575. 
’57 Belvedere (8) 4-dr., $465*. 
’56 Suburban (8) 4-dr., $200* (ps). 


PONTIAC—’59 Bonneville conv., $1,800* 
(ps); sport coupe, $1,595* (ps), 
’bS Star Chief 4-dr. Catalina, $600*. 


’57 Star Chief conv., $795* (ps). 
’56 Chieftain 2-dr. Catalina, $300*. 
’53 Chieftain 2-dr. Catalina, $125, 
STUDEBAKER—’57 President (8) station 
wagon, $335. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of May 31. 


BUICK—’59 Special 4-dr., $1,725* 
’58 Special 2-dr. Riviera, $950* 
$950 (ps); 2-dr., $950 (ps). 
’57 Special 2-dr. Riviera, $575*. 
CADILLAC—’60 de Ville 2-dr. hardtop, 

$3,875* (ps). 
CHEVROLET—’ 61 Impala (8) sport sedan, 
$2,430* (ps). 

"60 Impala (8) conv., $2,240* 
sport coupe, $1,900*. 

59 Impala (8) conv., 2 at $1,600* (ps), 
$1,230* (ps), $1,170* (ps); sport 
coupe, $1,435* (ps); Bel Air (8) 4-dr., 
$1,330* (ps); Biscayne (6) 2-dr., $1,- 
000; 4-dr., $975*. 

’58 Biscayne (8) 
(8) 2-dr., $840; 
$825*. 

’57 Two-ten (8) sport coupe, $780*; sta- 
tion wagon, $625*; Two-ten (6) 2-dr., 
$645*. 

CHRYSLER — ’57 Saratoga 4-dr., 
(ps), $610* (ps). 
DODGE—’60 Dart (8) Phoenix 4-dr., 


(ps). 
(ps), 


(ps) ; 


2-dr., 
Bel 


$920*; Yeoman 
Air (8) 2-dr., 


$750* 
$1,- 


830* (ps); Dart (6) Pioneer 4-dr., 
$1,350. 

’57 Coronet (8) 4-dr., $550*; 2-dr. hard- 
top, $535*; Royal (8) 2-dr. hardtop, 
$490*. 

’55 Coronet (8) 2-dr., $175*. 

’53 Coronet (8) conv., $245. 

FORD—’61 Thunderbird (8) conv., §$3,- 
845* (ps); 2-dr. hardtop, $3,500* (ps). 

’60 Galaxie (8) conv., $2,060* (ps), 2 at 
2,035* (ps), $2,025* (ps), $1,720; 4- 
dr. Victoria, $1,660* (ps); 4-dr., $1,- 


575*; Country Sedan (8) 4-dr., $1,900* 


(ps); Fairlane 500 (8) 4-dr., $1,400*; 
2-dr., 2 at $1,325*; Fairlane 500 (6) 
2-dr., $1,250; Falcon (6) 4-dr., $1,290; 
2-dr., $1,280, $1,275, $1,260, $1,240; 
Custom 300 (6) 2-dr., $1,250. 


’59 Galaxie (8) conv., 2 at $1,500* (ps); 


4-dr., $1,225; Custom 300 (8) 2-dr., 
$1,050; 4-dr., $885*; Custom 300 (6) 
2-dr., $935, $900; Fairlane (8) 4-dr., 
$1,000. 


’5S Fairlane (8) 4-dr., $725; Custom 300 
(8) 4-dr., $690*; Custom 300 (6) 2-dr., 


$650* (ps), $540; Fairlane 500 (8) 
2-dr., $660*. 

’57 Fairlane 500 (8) Skyliner, $800*; 
2-dr., $700*. 


’56 Custom (8) 2-dr. Victoria, $360*. 
(Continued on Page 34, Col. 1) 














by KEN-TOOL §& 


Sure-Grip 
Saddle 


Self- 
locking 


Tripod 
Base 


65% 
Overload 
Design 


Non-Tilt 


3-TON 
os 


Plerst alsa 
tie) 


5-TON 
loa yr, 
passenger, 
light trucks 


7-TON 
T-125 


medium trucks, 
farm equipment 


leh a melee 
trucks, buses 


15-TON 
T-129 


Extra-heavy-duty 
Tals lammia ie e 
vans, heavy 

ft nee tals 
equipment 


A size for every job... 
rugged, low-cost...more 
safety features. Wide tripod 
base eliminates rocking, 
even on rough or sloping 
floors... prevents tipping. 
Positive-locking, self-engag- 
ing lug. 

WILL NOT RELEASE 

UNDER LOAD! 
Built like a surveyor’s tripod 
to eliminate rocking. Quick 
delivery from your local 
jobber. 


SELF-LEVELING 
TRIPOD DESIGN 


KEN-TOOL MFG. CO. 
AKRON 5, OHIO 





CENTURY 


Finance & Management Corp. 


Exclusively Serving 
The Automotive Industry 
For 25 Years 


Do you realize that everyone 
you deal with each day has a 
personal motive for keeping 
you in business—or getting you 
out? To whom do you turn for 


advice and guidance? 


Inquiries invited on how we can 
improve your profit picture. 


1180 RAYMOND BOULEVARD 


Newark 2, New Jersey 





a 


We think most Americans prefer their hamburgers and their mileage 
“well done’’ (like 40 m.p.g.). And because the Renault Dauphine (which 
gets up to 40 m.p.g.) continues to be America’s largest selling four- 
door economy car, the facts seem to prove us right. We think we’re 
right about some other things, too. Like selling 4 different models to 
effectively bracket the economy field. Like guaranteeing 
all our cars with a strong Renault Warranty* and giving 
our dealers the industry-standard labor reimbursement 


and parts discount. Even if you prefer your ‘burgers 
“pare,’’ you'll still find it satisfying to investigate a 
Renault Franchise. Write: Commercial Division, Renault, Inc., 750 Third 
Ave., New York 17, New York. *Warranted for 12 months or 12,000 miles. 


CARAVELLE 








Current 





The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional eauipment. 


(Copyright, 1961, by Automotive News) 


BUICK—Special — Standard 4-dr. sed., 
$2,384; deluxe 4-dr. sed., $2,519; standard 
coupe, $2,330; standard 4-dr, 2-seat stat. 
wag., $2,681; deluxe 4-dr, 2-seat stat. 
wag., $2,816; standard 4-dr. 3-seat stat. 
wag., $2,762; Skylark sport coupe, $2,621. 

LeSabre—4-dr. sed., $3,107; 2-dr. sed., 
$2,993; 4-dr. hardtop, $3,228; 2-dr. hard- 
top, $3,152; conv., $3,382; 4-dr. 2-seat 
stat. wag., $3,623; 4-dr. 3-seat stat. wag., 
$3,730. Invicta—4-dr. hardtop, $3,515; 2-dr. 
hardtop, $3,447; conv., $3,620. Electra— 
4-dr. sed., $3,825; 4-dr. hardtop, $3,932; 
2-dr. hardtop, $3,818. Electra 225—4-dr. 
hardtop, $4,350; conv., $4,192. (Turbine 
Drive transmission standard on all models. 
Power steering and power brakes standard 
on Electra and Electra 225.) 


CADILLAC—Series 62 -—4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan de 
Ville 4-dr, hardtop (flat roof or sloping 
roof), $5,498; 4-dr, hardtop (short deck), 
$5,498; Coupe de Ville 2-dr. hardtop, $5,- 
252; Eldorado Biarritz conv., $6,477. 60 
Special—4-dr. hardtop, $6,233. Serles 75— 
8-pass. sed., $9,533; limousine, $9,748. 
(Hydra-Matic, power steering, power 
brakes standard on all models.) 

CHECKER — Superba — 4-dr. sed., $2, 
542.42; 4-dr. stat. wag., $2,650.02; 4-dr. 
stat. wag., $3,003.97. 

CHEVROLET—Corvair—Series 500—4-dr. 
sed., $1,974; coupe, $1,920; 4-dr. 2-seat 
stat. wag., $2,266. Series 700—4-dr. sed., 


$2,039; coupe, $1,985; 4-dr. 2-seat stat. 
wag., $2,331. Monza 900— Sport coupe, 
$2,201; 4-dr. sed., $2,201. Greenbrier— 


Sport Wagon, $2,651. 


(The following prices are for six-cylin- 
der models, For V-8s, add $107.) Biscayne 


—4-dr. sed., $2,316; 2-dr. sed., $2,262; 
utility sed., $2,175. Bel Air—4-dr. sed., 
$2,438; 2-dr. sed., $2,384; 4-dr. hardtop, 


$2,554; 2-dr. hardtop, $2,489. Impala—4- 
dr. sed., $2,590; 2-dr. sed., $2,536; 4-dr. 
hardtop, $2,662; 2-dr. hardtop, $2,597; 
conv., $2,847. Station Wagons—4-dr. 2-seat 
Brookwood, $2,653; 4-dr. 3-seat Brook- 
wood, $2,756; 4-dr. 2-seat Parkwood, §2,- 
747; 4-dr. 3-seat Parkwood, $2,850; 4-dr. 
2-seat Nomad, $2,889; 4-dr. 3-seat Nomad, 
$2,992. Corvette—Conv. (V-8 std.), $3,934. 
CHRYSLER—Newport—4-dr. sed., $2,- 
964; 4-dr, hardtop, $3,104; 2-dr, hardtop, 
$3,025; conv., $3,442; 4-dr, 2-seat stat. 
wag., $3,541; 4-dr. 3-seat stat. wag., $3,- 
622, Windsor — 4-dr. sed., $3,218; 4-dr. 
hardtop, $3,367; 2-dr. hardtop, $3,303. New 
Yorker—4-dr, sed., $4,123; 4-dr. hardtop, 
$4,261; 2-dr, hardtop, $4, 175; conv., $4,- 
592; 4 dr. 2-seat stat, wag., ’34, 764; 4-dr. 
3-seat stat. wag., $4,871. 300-G—2- dr. 
hardtop, $5,411; conv., $5,841. (Torque- 
Flite, power steering, power brakes stand- 
ard on New Yorker and 300-G.) 
COMET—4-dr, sed., $2,053; 2-dr. sed., 
$1,998; S-22 2-dr. sed., $2,282; 2-dr. 2-seat 
stat. wag., $2,310; 4-dr. 2-seat stat. wag., 
$2,353. 
DeSOTO—4-dr. 
hardtop, $3,102. 


DODGE—Lancer—Series 170—4-dr. sed., 


hardtop, $3,167; 2-dr. 


Dodge Sales Jump 
In Northwest U.S. 


PORTLAND, Ore.—Dodge retail 
sales in April in the Portland 
region were 94.2 percent higher 
than in March, according to Joe 
W. James, regional manager. The 
region covers Oregon, Washington, 
Montana and part of Idaho. 


James said dealers delivered 912 
cars in April, the highest monthly 
total since September, 1955. He said 
April sales were 63.5 percent Dart, 
30.8 percent Lancer and 5.7 per- 
cent Polara. 

Plymouth sales in April were 25 
percent higher than in March, 
W. A. Eliason, Portland regional 
manager, reported. Plymouth’s 
Portland region includes dealer- 
ships in Oregon, Washington, Mon- 
tana, Northern Idaho and Western 
Wyoming. 


Ford Reconditioners Unit, 


Company Officials Meet 


DEARBORN.—The Ford Author- 
ized Reconditioners’ Council held a 
two-day meeting here. The seven- 
member council, composed of dele- 
gates from each of Ford’s regional 
sales areas, met with division man- 
agement to review past programs 
and discuss future plans. 

Members of the council are Fred 
Jahn, owner, Parts Rebuilders, Inc., 
Fitchburg, Mass.; R. Bennett Bow- 
ers, president, Reconditioned Mo- 
tors and Parts, Inc., Merchantville, 
N. J.; J. H. Fisher, vice-president, 
J. W. Watson & Co., Columbus, 
O.; H. J. Norton, president, North- 
ern Motor Rebuilders, Inc., Esca- 





naba, Mich.; R. E. Lee, president, 
Consolidated Rebuilders, Ine., 


Hutchinson, Kans.; Lewis A. Lee, 
manager, Fred Jones Mfg. Co., Ok- 
lahoma City, and Leon Titus, presi- 
dent, Tam Engineering Corp., Ta- 
coma, Wash. 
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$2,129. Super—4-dr. sed., $1,979; 2-dr. | 2-dr. 2-seat stat, wag., $2,425; 4-dr, 2-seat 

sed., $1,930; 2-dr, 2-seat stat, wag., $2,-| stat. wag., $2,505. Lark Regal V-8—4-c 

e 165; 4-dr. 2-seat stat. wag., $2,214. Cus-|sed., $2,290; 2-dr. hardtop, $2,378; cony 

p r ‘ [ e S oO n tom—4-dr, sed., $2,109; 2-dr. sed., $2,060; | $2,689; 4-dr, 2-seat stat, wag., $2,655 
oe e ey r Ss conv., $2,369; 2-dr, 2-seat stat, wag.,| Lark Cruiser V-8—4-dr. sed., $2,458. Hawk 

$2,295; 4-dr. 2-seat stat. wag., $2,344. | V-8—Sport coupe, $2,650. 

Custom 400—4-dr, sed., $2,199; conv., $2,- WILLYS—Jeep—2-dr. 2-seat stat. wag. 

459. (4 cyl.), $2,095; 2-dr. 2-seat stat. wag. 
Classic—Deluxe Six—4-dr. sed., $2,098; | (6-cyl.), $2,343.57. (Both are two-wheel- 


$2,041; 2-dr. sed., $1,979; 4-dr. 2-seat stat.) 4-dr. hardtop, $2,656; 2-dr. hardtop, $2,- 


drive models.) 





























4-dr. 2-seat stat. wag., $2,437. Super Six— 





wag., $2,354. 770 Series—4-dr. sed., $2,-| 599. Station Wagons—2-dr. 2-seat Deluxe, 
137; 2-dr. sed., $2,075; 2-dr, hardtop, | $2,602; 4-dr. 2-seat Deluxe, $2,668; 4-dr.|4-4r. sed., $2,268; 4-dr, 2-seat stat. wag., 
2,164; 4-dr. 2-seat stat. wag., $2,449. 2-seat Custom, $2,761. Plymouth V-s—| $2,572; 5-dr, 3-seat stat, wag., $2,697. e 
Custom Six——4-dr. sed., $2,413; 4-dr. 2-| Dworin Is Reelected 


(On the following models, a V-8 engine 
is standard and a six-cylinder engine is 
not available). Fury V-8—Conv., $2,967. 


Dart—(Prices are for six-cylinder mod- 
els. For V-8s, add $119.) Seneca—4-dr. 
sed., $2,330; 2-dr. sed., $2,278; 4-dr. 2-seat 


seat stat. wag., $2,717; 5-dr, 3-seat stat. 
wag., $2,842. Custom 400 Six—4-dr. sed., 
$2,563. Super V-8—4-dr. sed., $2,397; 4-dr. 


By Hartford Dealers 


stat. wag., 2,695. Pioneer—4-dr. sed.,| Station Wagon V-8—4-dr. 3-seat Custom, | * : 
$2,459; ae. aaa $2,410; 2-dr. hardtop, | $2,990; 4-dr. 2-seat Sport, $3,024; 4-dr.|2-Seat stat. wag., $2,701; 5-dr. 3-seat stat. HARTFORD.—Hy Dworin, East 
$2,488; 4-dr, 2-seat stat. wag., $2,787;|3-seat Sport, $3,134. De eae ——- eh be ooea Hartford Chevrolet, has been re- 
4-dr. 3-seat ‘stat. wag., $2,892. Phoenix—| PONTIAC—Tempest—4-dr. sed., $2,167; | 312), / Ut, "seat Stat, Was. Feeley v.a| elected president of the Hartford 
4-dr. sed., $2,595; 4-dr. hardtop, $2,677; | coupe, $2,113; custom coupe, $2,297; 4-dr. d , 2 6 ’ ° Aut bile Deal Ass 
2-dr. hardtop, $2,618; conv. (V-8 std.),| 2-seat stat. wag., $2,438. ae ste $2,662. v. e 4., $2 utomobuile ealers Assn. 
$2,988. Catalina—4-dr. sed., $2,702; 2-dr. sed., assador—Super V-8—4-dr. sed., $2,-/ tarry Hartley, Hartford Buick, 
Polara V-8— 4-dr. sed., $2,966; 4-dr,| $2,631; 4-dr. hardtop, $2,842; 2-dr. hard-| 597; 4-dr. 2-seat stat, wag., $2,841; 5-dr. | - vecaseaens "and Robert Popp 
hardtop, $3,110; 2-dr. hardtop, $3,032;|top, $2,766; conv., $3,078; 4-dr. 2-seat|2-Seat stat. wag., $2,966. Custom V-8— ’ ; , 
conv., $3,252; 4-dr, 2-seat stat. wag.,| stat. wag., $3,099; 4-dr, 3-seat stat. wag., | 4747. sed, $2,682; 4-dr, 2-seat stat, paar’ Dennett-Popp (Dodge), is secre- 
$3,294; 4-dr. 3-seat stat. wag., $3,409. $3,207. Ventura—4-dr. hardtop, $3,047; 2- Saas Ese aa -— by $3,111. | tary-treasurer. Members of the 
FORD—Faleon—4-dr. sed., $1,974; 2-dr.| t. hardtop, $2,971. Star Chief—4-dr. sed., | ©" ee ee, Seen eaten board of governors are I. S. Grody, 
sed., $1,912; Futura 2-dr, sed., $2,160;| $3,003; 4-dr. hardtop, $3,136. Bonneville— STUDEBAKER—Lark Deluxe Six—4-dr. West Hartford Chevrolet; Phil Ol- 
4-dr. hardtop, $3,331; 2-dr. hardtop, $3,-|sed., $2,005; 2-dr. sed., $1,935; 2-dr, 2-seat| ‘V©S r , 


2-dr. 2-seat stat. wag., $2,225; 4-dr. 2-seat 
stat. wag., $2,268. 

«The following prices are for six-cylinder 
models. For V-8s, add $116.) Fairlane— 
4-dr. sed., $2,315; 2-dr. sed., $2,261. Fair- 
lane 500—4-dr, sed., $2,430; 2-dr, sed., $2,- 
376. Galaxie—4-dr. sed., $2,590; 2-dr. sed., 
$2,536; 4-dr. hardtop, $2,662; 2-dr, hard- 
top, $2,597; starliner 2-dr, hardtop, $2,- 
597; conv., $2,847, Station Wagons—2-dr. 
2-seat Ranch Wagon, $2,586; 4-dr, 2-seat 
Ranch Wagon, $2,656; 4-dr, 2-seat Country 
Sedan, $2,752; 4-dr, 2-seat Country Sedan, 
$2,856; 4-dr, 2-seat Country Squire, $2,- 
941; 4-dr, 3-seat Country Squire, $3,011. 

Thunderbird (V-8 std.)—2-dr. hardtop, 
$4,170; convy., $4,637. (Cruise-O-Matic 
transmission, power steering, power brakes 
standard on both models.) 


IMPERIAL—Custom—4-dr. hardtop, $5,- 


sen, Jensen’s (Chrysler-Plymouth) ; 
Murray Lipman (Rambler), and 
Sherwood Jones, Jones Downtown 
Ford. 


stat. wag., $2,290; 4-dr. 2-seat stat, wag., 
$2,370. Lark Regal Six—4-dr, sed., $2,155; 
2-dr, hardtop, $2,243; conv., $2,554; 4-dr. 
2-seat stat. wag., $2,520. Lark Deluxe V-8 
—4-dr, sed., $2,140; 2-dr, sed., $2,070; 


255; conv., $3,476; 4-dr. 2-seat stat. wag., 
$3,530. 

RAMBLER—American—Deluxe — 4-dr. 
sed., $1,894; 2-dr, sed., $1,845; 2-dr. 2-seat 
stat. wag., $2,080; 4-dr, 2-seat stat. wag., 


New Commercial-Car Registrations, 


50 States for April, 1961-1960" 


istrations by states are 
released here weekly, as compiled 
by R. L. Polk representatives in 
state capitals. 





Truck r 
TO- 


Misc. | TAL 


Stude- 
baker | White | Willys 


Mack 












































































































































109; 2-dr. hardtop, $4,922.50. Crown—4-dr. - ‘ 7 5042 540 231 513 1152 1369| 34947 
hardtop, $5,647; 2-dr. hardtop, $5,403;| 3! States Previously Reported ‘él 29| + 10714| 72| 1634) 11004) 264: | 
conv., $5,773.50. LeBaron—4-dr. hardtop, For April 60 45| 13009| 165; 2054; 12256 3784 5360 615 236 685 1545 1847| 41601 
$6,426. (TorqueFlite, power steering, power| Alabama ‘él| | 457 1| 63) 371 123 150 20 3 66 7| 38 1299 
brakes standard on all models.) "60 I 665) 4) 62 518 208 192 46) 2| 18 19] 34| (1769 
LINCOLN CONTINENTAL—4-dr._ sed.,} Arizona ‘él | 416 i| 62 362 85 87 15 8 21| 30 1087 
$6,067; 4-dr. conv., $6,713. (Automatic "60 | 555 2| 85 382 149 7\ 3 4\_ a Mi. 1374 
transmission, power steering, power brakes,| C.){,,,,. .  . . . ........... '6*i 24 5 13 él! 66 18 491) 7756 
radio, heater standard on both models.) "| ©*l'fornle ‘60 | 3030 32 ‘a1 3498 8721 01 25 60 88} 225)  643| 10419 
MERCURY—(Meteor 600 and Meteor 800/ ja; > 7, 7 D1 28 10 | 2 2 17 228 
prices — a. — . a a District of Columbia ap | 5 ‘| HL . a 27 | | 4| 34 288 
V-8s, add $116. 00—4-dr, kg . : = = asec an tes 
g21t1; 2-Ge bet. $2,017, Moor Bee -.| Georgie “61 | | 2; 108} 697/191) 273| 4 8| 26/20) 74) 2416 
4-dr. sed., $2,649; 2-dr, sed., $2,595; 4-dr. 60 teas 12 155 1524 364 44| 48) 29| 37 46 187) _ 4486 
hardtop, $2,721; 2-dr, hardtop, $2,656.| Indiana ‘él | 781 6 98 | 707 221) 309 12) 23) 22 4 69; 2294 
Monterey g2.041; 20 we aan ba. ‘60 716 13 139} 605 194 415 33 21 68 él 108! 2373 
hardtop, 2,941; -dr, ardtop, is : 7 7 > I 14 546 
conv., $3,126. Station Wagons—Commuter | “°"**s ‘0 | 5 1] \__ Sae)__ igs] zor 2] io] stele 
Six 4-dr, 2-seat, $2,806; Commuter V-8 ’ — : 133 7 2 iI 16 % 1092 
4-dr. 2-seat, $2,922; Colony Park V-8 4-dr, | Kentucky ca | bs “| S| = Rs - i 2 1 : 7 
2-seat, $3,118. 
OLbsMOBI — wag — stand, | (ovo 7 if teser tf ah se 
sed., $2,384; deluxe 4-dr. sed., ’ : 
standard coupe, $2,330; standard 4-dr, 2-| Massachusetts ‘él | 298 | 6} 57 349) 82 130) 30) 9 28 75 7\ 1136 
a stat. bee er me — co "60 9| a 5| 7 298 | 105 163 17| 2 43 él 68 1109 
stat. wag., $2,816; standard 4-dr, 3-sea a i | ; 
stat. wag., $2,762; deluxe 4-dr. 3-seat stat, | Michigan a | ea i | ae = = = a = os 7 wa 
wag., $2,897; Cutlass sport coupe, $2,621. ——— 5 J , 
Dynamic 88—4-dr sed $2,900; 2-dr. Mississippi él! | 371 i 20 415 79 113 | 6 6 18 1029 
sed., $2,835; 4-dr. hardtop, $3,034; 2-dr. 60 3 I 41] 418} 128] 226 7 9 32 32| 1421 
hardtop, $2,956; conv., $3,284; 4-dr. 2-seat | Missouri ‘él | 3 45 385 101 134 6! 7 9 23 18 1281 
stat. wag., $3,363; 4-dr. 3-seat stat. wag., "60 1063 3 92) 806 323 401} 16 ia] 28 62 50 2855 
$3,471. Super 88—4-dr. sed., $3,176; 4-dr. "él 153 16] 74 28 35 7 ! 8 12 334 
hardtop, $3,403; 2-dr, | hardtop, $3,325; — "60 | "Fl | ; 2 | | | ool elo 
conv., $3,592; Starfire conv., $4,647; 4-dr. . ; 
2-seat stat. wagon., $3,665; 4-dr. 3-seat| New York ‘61 | 20} = 1047 6| 224, 998 370 606 it 8 130 150 207| 3877 
stat. wag., $3,773. Series 98—4-dr. sed., 60 37} 1281 10 255 1231 437 1037 127 17} 117 251 323 5123 
$3,887; 4-dr. hardtop (sloping roof), $4,021; | Oklahoma ‘él 527 1] 32 395 59 208 | 7 | 43 8 28 1309 
4-dr. hardtop (fiat roof), a a eee. *60| | 664! 3} 207) 576 141 138 8 5 20 24 27 1813 
top, $4,083; conv., $4,362. (Hydra-Matic él 570) 2 e4| 462!~—S«d83)—Ss«*167) 16 33] 47) 80 107; ‘1751 
ee oe ee brakes standard on _— ‘60 | 738 | é| 256| 548/ —-224|—208| | 8] 47|__—s87|_—sd'N2|,_—s2269 
a Texas “61 | | 287| 5] 176 1648} 290| 528] -26|.-27| ~~ «43/*—,~=C*«BYSSC*'Y SC OB 
PLYMOUTH — Valiant — V-100 — 4-dr. "60! 3221] __-(10}_—«238|_—-2298| +518] 754] ~— 56] = 34|_—st6)_—st0T|— 206) 7552 
sed., $2,014; 2-dr. sed., $1,953; 4-dr. 2-seat | Washington ‘6l | 665 | 117 679) 234| 225 3 24 15 36 74 2072 
stat. wag., $2,327. V-200—4-dr. sed., $2,- 60 | 609 49 379| 187) 106 8 5 13! 23 118 1499 
110; 2-dr. hardtop, $2,137; 4-dr. 2-seat| Ajj States 6 50| 24299|  145|  3399| 23511| 5642| 9257,  866| 491/ 1084) 1899) 2931| 73574 
ees huh as sik iol dian cignaaiiten| ae "60 92| 31772| 271| +4527) 28121} +8525} 11123] 1068] 484! 1362) 2776) ~—«4142| 94263 
e following prices are - = — —, —— — mT UY CT 
i a Year él 278! 89545) 577| 11932| 87462| 21047| 29683 2803 1703 3754! 8600! 10306| 267690 
models, For V-8s, add $119.) Savoy—4-dr. To ide ‘60 389! 106267| 926| 14439| 93815] 25018] 36674 3852 1046] 4947 9478| 14861] 311712 


sed., $2,310; 2-dr. sed., $2,260. Belvedere— 
4-dr. sed., $2,439; 2-dr. sed., $2,389; 2-dr. 
hardtop, $2,461. Fury—4-dr. sed., $2,575; 





* Compiled from offcial state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 
Connecticut unreported for April. 





New Passenger-Car Registrations, 50 States for April, 1961-1960" 















































































































































Car _ registrations as : Cadil 

compiled by R. L, Polk i Suick lac rolet |mobile} tiac 
& Co. 

i '6l| 15326} 4430 477 11068! 13849| 29824) 52607 937| 4953) 6919| 65416] 12528| 5964! 66056] 12668! 15517| 112733] 3309! 14754| 241362 

ces ie newt 60 bred 3588 fool 1334| 18111) 21750) 45443] 60832 869 7144| _7278| 76123| 12442| 6353] _79781| 15992] 19949] 134517|__5127| 21224! 302074 

Alabama "6l| 323 71 13 221 221 526| 1382] 29 103 177; ‘1691 318 124] 1730 241 335| 2748 53 408} 5749 

60; 452 89 18 26| 447 504 1084] 1870 22 155} 196} 2243 353 115} 2625 413 489| 3995 97 578| 8449 

Arizona él 297 50 13 146 199 408 824 31 90 192) 1137) ‘(147 109; 896) ~—s«*8 190; 1523 102; 291! +~—«3758 

'60| 339) 49 16 16 198 319 598 973 2I 126 113] 1233 157 126| 1054 181} 285} ‘1803 74| 501} 4548 

California "él, 2913 593 73 1975| 2084] 4725] 10295 549 851| 1628] 13323} 1910! 1352) 10560; 1939|  2756| 18517 742| 4780! 45000 

'60| 4401 579 151 143] 3053| 4667|__- 8593] 14958 218 1250| 1817] 18243} 1620] _~—*1632|_*14210| ~—-2283|~—«3242| 22987 954| 6563} 61741 

istrict of Columbi bl 187 46) 8 140 254 448 636 32| 48 92 808; 114) 85 896| 163 214! ‘1472 90 304{ 3309 

en eee "60 156 46 12 5| 161! 304 528 48! 20 53| 57 élt 56 8I 706 165 185 1193 54 274; 2816 

Georgia 77] 369 104 12 337 537 990| 2502 34 143 3H] 2990) 380 169} 2503 408 727| 4187) «199 975| 9710 

'60 880| ‘187 23 7 742| 1083} 2106] _ 4289 39 307 140} 4775| 644 298| 5116 838] 1430| 8326 262| _ 2279| _18628 

indiana ‘et| 751 229 29 737 696| 1691 3305 62 310; 264) 3941; 826 381| 4152] 1027/ 1079) 7465 431 704| 14983 

60} 1014) ~—-203 46 116} 4143] «1196». 2704} ~=—3501 54| 486 334} 4375} 1005 435] 5508] 1310] 1311} 9549 571 786| 19019 

Kansas ‘6l| 358 80 9 357 350 796| 1521 27 150 133} 1831 403 124) 2012 372 412) 3323 56 339! 6703 

60} 557] 7I 10} 25 460 537} 1103} «1911 16 190 147| 2264 37! 155| 2379 424 510| 3839 140}  469| 8372 

Kentucky "el! 316 52 é 177 303 538| 1299 " 88; 120| 1518 271 95| (1544 288 325| 2523 54, 298) 5247 

60! 394] 55 9 29 381] 473) ~—947|_—«*N4b I 6 120 I71|__ 1758] _-226! 76| 1856 339 442} 2939] 76 341| 6455 

Louisiana "el; 301) «N68 13 210 206) 545) «1593 18 121 203} 1935 281 119) 1903 327 453| 3083 94 324| 6282 

60/392 65 15 27 337 423 867| 2057 17 157 210! 2441 319 142| 2444 505 685| 4095 83} 690] 8568 

Massachusetts él] 1433 332 33 | 912) 1155| 2432) 3683 77 295 584! 4639 789 373| 4327 906 886; 7281 262| 1226| 17273 

60) (1882 236 44 99| 1107] 1422) 2908) 368! 69 465 404] 4619 690 417| 4458] _1098| —*(1083|_—- 7744 303] 1623] 19081 

Michigan él) 1066 397| 57 1201; 1634) 3289) 6612 137 844 987; 8580) 1742 711] 7537) 1631) 2067) 13688 169| 1104] 27896 

60| 2089} —336/ 74 157| 2844) 2657| 6068 —«9307|_—S—«*120 1258] 1415} 12100} 2111| 750) (10684) ~—- 2399] ~—«3514] 19458} 353] _—«*1539| 41607 

Mississippi “i insti<iéi COSC 59 124-225 656 i 26 48 74! 130 49 939 156 175| 1449 45 158| 2747 

algae aes 60) 150} 5| 17|___ 170 259| 487 929 5 69| 48| 1051 200| 48| _1235| 264 268| 2015 66] __-299| 4068 

Missouri "ell 427/ 78 13 359 384 834/ 1830] 18] 131] 135) 2014 308 188] 2418) 406; 429) 3749 147 390! 766! 

60} 1014] 34] 26] 9] 45] 1061] 2435] 3733 44 290! 265) ~—-4332|_——28 263; 5144| —-840|_—«*1025|_—« 7900] ~—=—s179|~——889|_—*16749 

Nevada "ell 55 | 17 1| 54 58 130 159 4 23 16 202 16 35 136 38 BI 306 W 78| 782 

ee 60] 79 13] BI ce) A) 8 48 33): Senet 212 42| 240/60 76! 430 12 130| 1154 

New York "el; 3501/1283) ‘101 2451/3508; 7343) 9791 214) 1114) 1708) 12827) 2380! 1602) 11863!  3252|  3272| 22369{ 726!  3754| 50520 

: "60! 48761 «1169 176 343} 3704) 5280| 10672| 12603 209 1311] 1514115637] 2379|_—«*1907|_-15272| —_4146| ~—-4289|_—«27993| ~~ 146d | ~—5195| 65534 

Oklahoma "él! 250) 62 1} 148 186 407 953 20! 72 122| 1167 177 107; «1161 220 300! 1965 46 212| ~~ 4047 

60! —352| 48| 16| 22 276 353! 715! 1487 17 121 | 134) 1759 279 156] 1816 369| 405] 3025 69 316] 6236 

Oregon "él! 34? 54 7| 183 186 430 844 23 52 127 1046 208 79| ‘1157 180 280{ 1904 95 439| 4255 

rely 60] 913] ~~ 80} 23| 34 376} —633|_—«*1i146| _—_—‘1871 38 227| 100! 2236] —28! 132| 217 356| 495) «3381 354| 1527/9557 

Texas ‘ell 7691 256 42| 653 790| 1741) 5031 83 289 519 5922/ +‘1101 514, 6745) 1264 1330! 10954 279| 1621) +21286 

60] 1322] 248 52 90} 1109} 1493] 2992] +6264! 78 416 470| __7228| ‘1162 603} 8846] 1569] 1631! 13811 411| 2363] 28127 

Washington ‘éll 765) ~—«S150 19/ 453 451| 1073! +2139 36 198] 311} 2684 377; —«(144) «2145 355| 592/ 3613 293! «975! +9403 

i 60} 353! 23| 7| 20 197| 288] 535] 99 12! 92| 76) N71] ‘127; ~— 68] 887|_—sd73|_——253]__—*508 ae 585| 4249 

All States "61! 29877| 8435!  —944/ 21841| 27175) 58395! 107662! 2353 9901| 14596} 134512) 24406| 12324 130680) 26022| 31420! 224852| 7203| 33134| 487973 

_ For April ‘60! 41255} 7255| 1388] 2646} 36031! 44805] 92125] 133419] 1882! 14285] 14922] 164508] 25062| 13799! 166378| 33724] 41567! 280530! 10443] 48171] 637032 

Year ‘el! 106801! 28033!  3792/ | 71647! 94904! 198376] 393587) 10278! 36846! 51331! 492042/ 84361! 47867! 471723| 96761! 112976! 813688] 23682| 121891! 1756480 

To Date "60! 133355} 26439] 5767| 10245] 115231} 148424; 306106] 474339/ 8527! 54162] 20114| 557142] 87337] 51427] 552199| 115758| 132166] 938887! 38139] 1843662157995 
























































“* Compiled from official state records. Data property of R. L. Polk & Co. . May not be copied, sold or reprinted witthout Polk permission. Connecticut unreported for April. 
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For customers who drive slowly, any new tire will do 


But people driving at today’s highway speeds need tires that are More and more people are looking for the word “nylon” on 
made with nylon cord. That’s because, grade for grade, nylon the sidewall to make sure they get a tire that will give them this 
cord tires offer extra protection against the main causes of tire kind of extra protection. When it’s time for them to replace 


failure—heat build-up and impact damage. At turnpike tires, each year, more and more people choose nylon cord 
speeds, nylon is almost twice as strong as rayon cord, in- tires even though these tires cost them a little more. Your 
cluding Tyrex rayon. Lab tests and road tests prove that, NYLON customers would probably also prefer nylon cord tires on 
grade for grade, nylon cord tires hold up under conditions new cars if they had their choice. Why not make them the 
that could rupture rayon cord tires. offer? It could help close a sale. 


Chemstrand nylon 





Chemstrand makes only the yarn; America’s finest mills and manufacturers do the rest. 

THE CHEMSTRAND CORPORATION + GENERAL SALES OFFICES: 350 FIFTH AVENUE, NEW YORK 1, N. Y. 

DISTRICT SALES OFFICES: 350 Fifth Ave., New York 1; 344 Overwood Rd., Akron, Ohio; 197 First Ave., Needham Heights, Mass.; 129 West Trade St., Charlotte, N. C.; California Office: 707 
South Hill St., Los Angeles 14. Canadian Agency : Fawcett & Co., 34 High Park Blvd., Toronto, Canada « PLANTS: CHEMSTRAND® NYLON— Pensacola, Fla.; ACRILAN® ACRYLIC FIBER—Decatur, Ala 
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Used-Car Auction Prices 





(Continued from Page 30) 


’55 Fairlane (8) 2-dr., $350*. 


’54 Crest (8) 2-dr. hardtop, $350*, 
$325*. 

LINCOLN — ’57 Premiere 2-dr. hardtop, 
$965* (ps). 

MERCURY—’60 Commuter 4-dr., $2,190* 


(ps). 
’59 Montclair 4-dr, hardtop, $1,405* 


(ps). 
’57 Monterey 2-dr. hardtop, $490*. 
’56 Commuter 4-dr. (8 pass.), $425*; 


Montclair 4-dr. hardtop, $415*. 

OLDSMOBILE—’58 (88) Super 2-dr. Holi- 
day, $1,130* (ps). 

PLYMOUTH — ’59 Suburban (8) 4-dr., 
$925°. 

PONTIAC—’ 60 Bonneville Safari 4-dr., $2,- 
610* (ps); Catalina sport coupe, $2,- 
100* (ps), $2,000*. 

’59 Catalina conv., $1,840* (ps); 4-dr., 
$1,550*. 

’58 Chieftain 4-dr., $950* (ps). 

’57 Star Chief 2-dr, Catalina, $850; 4- 
dr., $615* (ps). 

RAMBLER—’60 Deluxe (6) station wagon, 


$1,315. 
’59 American (8) station wagon, $830; 
Deluxe (6) 4-dr., $760*. 


DAYTONA BEACH, FLA. 


Florida Auto Auction. Sale every Tues- 
day. Prices are for sale of May 30. 


Dell Auction Opens 
SYRACUSE.—Prizes and refresh- 
ments featured the opening of 
Johnny Dell Auto Auction, 471 
Pulaski St. Sales are conducted 
every Friday at 1 p.m. 








Automotive News 


ALMANAC 


MERCURY—’61 Monterey 4-dr., 


BUICK—’58 Special 2-dr., $1,050* (ps). 
CADILLAC—’59 (60) Special 4-dr, hard- 
top, $2,965* (ps). 

’56 (62) 4-dr. hardtop, $935* (ps). 

CHEVROLET—’61 Corvair Monza (6) 2- 
dr., $1,695. 

’60 Corvair (6) 2-dr., $1,295; 4-dr., $1,- 
115°. 

’59 Impala (8) conv., $1,410* (ps). 

’57 Two-ten (8) station wagon, $800* 
(ps); 4-dr., $740*. 

’56 Bel Air (8) 4-dr., $510, $455*; Two- 
ten (8) sport sedan, $490*. 

’53 Bel Air 2-dr. hardtop, $190*, $140*. 
"50 Deluxe 2-dr., $240. 
CHRYSLER—’55 NY 2-dr. 
DeSOTO—’'59 Fireflite 2-dr. 

300* (ps). 

’56 Firedome 4-dr., $180* 
DODGE — '57 Royal (8) 
$515*; 2-dr., $495*. 

’56 Royal (8) 2-dr, hardtop, $395* (ps). 
FORD — ’61 Galaxie (8) conv., $2,500* 

(ps). 

’60 Thunderbird (8) 2-dr. hardtop, $2,- 
875* (ps); Galaxie (8) 2-dr., $1,675* 
(ps); Galaxie (6) Starliner, $1,580* 
(ps); Falcon (6) station wagon 4-dr., 
$1,465, $1,435; 4-dr., $1,325; Fairlane 
500 (8) 4-dr., $1,345* (ps). 

’59 Fairlane 500 (8) 4-dr., $990*; Cus- 
tom 300 (8) 4-dr., $925*; Ranch Wag- 
on (6) 4-dr., $800*. 

’58 Fairlane 500 (8) 2-dr. Victoria, $1,- 
010* (ps); Fairlane 500 (6) 4-dr., 
$645* (ps); Country Sedan (8) 4-dr., 
$715* (ps); Fairlane (8) 4-dr., $700* 
(ps), $685*; Fairlane (6) 4-dr. Vic- 
toria, $590*. 

'57 Del Rio (8) 2-dr., $575*; Custom 300 
(8) 4-dr., $460*. 

’56 Country Sedan (8) 4-dr., $335* (ps). 

$2,315* 


$480. 
$1,- 


hardtop, 
hardtop, 


2-dr, hardtop, 


(ps). 
’58 Monterey 2-dr. hardtop, 


1961 


$795* (ps). 


Order One For Your... 





@ Sales 


@ Service and Parts Department 


Department 


@ Engineering Staff 
@ Library 


$5.00 PER COPY 


Note: Automotive News Subscribers 
receive the Almanac as part of their reg- 





ular subscription price of $9.00 per year. 


Automattue News 
965 East Jefferson Ave., Detroit 7, Mich. 





’57 Commuter 2-dr., $605* (ps). 
NASH—’55 Ambassador 4-dr., $295*. 
OLDSMOBILE — ’60 (98) 2-dr. Holiday, 

$2,285* (ps). 

’59 (88) Super Fiesta 4-dr., $1,965* (ps). 

’58 (88) 2-dr., $800*. 

’57 (88) Super 2-dr. Holiday, $700* (ps). 

"55 (98) 4-dr., $360* (ps); (88) Super 

2-dr., $300*; (88) 4-dr., $225*. 

’53 (88) Super 4-dr., $250* (ps). 
PLYMOUTH—’60 Belvedere (8) 2-dr., $1,- 

a Suburban (6) Deluxe 2-dr., $1,- 

’59 Belvedere (6) 4-dr., $790. 
PONTIAC—’60 Catalina 4-dr., $2,000*. 

’56 Chieftain 4-dr. Catalina, $425°*. 

’55 Star Chief Safari, $355*. 

’54 Chieftain 4-dr., $140*. 
RAMBLER—’60 Deluxe (6) 4-dr., $1,110. 

’59 American (6) 2-dr., $850*. 

58 Ambassador (8) Super Cross Coun- 

try, $1,000* (ps). 
$1,- 


STUDEBAKER—’60 Lark 
080; conv., $1,010. 

ss aed Chevrolet pickup, 

50. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Auction. Sale 
every Wednesday. Prices are for sale of 
May 31. 

BUICK—’59 LeSabre 2-dr., $1,390* (ps). 

’57 Super 4-dr. Riviera, $575* (ps); Cen- 
tury 4-dr. Riviera, $400* (ps). 

’56 Super conv., $630* (ps); 2-dr. Rivi- 
era, $225* (ps); Century 4-dr. Riviera, 
$475* (ps). 

’55 Special 4-dr. Riviera, $225*. 
OCADILLAC—’55 (62) 4-dr., $600* (ps). 
CHEVROLET—’60 Impala (6) sport coupe, 

$2,000*; Brookwood (6) 2-dr., $1,700; 
Bel Air (6) 4-dr., $1,400; Biscayne (6) 
4-dr., $1,350; Corvair 500 (6) 4-dr., 
$1,260. 

’59 Impala (8) conv., $1,600* (ps); sport 
coupe, $1,535* (ps), $1,450* (ps), $1,- 
360*; Bel Air (8) 4-dr., $1,195*; Bel 
Air (6) 4-dr., $1,135*; Biscayne (6) 
2-dr., $1,055, $970*, $925*, $840*. 

’58 Yeoman (6) 4-dr., $780; Biscayne (8) 
4-dr., $775*; Delray (8) 2-dr., $770. 

’57 Bel Air (8) 4-dr., $925*; Bel Air (6) 
2-dr., $770; Two-ten (6) 4-dr., $750* 
(ps); Two-ten (8 )station wagon 4- 
dr., $750*, $530*; One-fifty (6) 4-dr., 


(6) 4-dr., 


Travel Consultant— 


“Check your car and the map before 
starting on a trip,’ advises Lee Scott, 
travel consultant for National Cooling 
System Maintenance Week, sponsored by 
Union Carbide Corp., New York. Touring 
the country during the promotion, Miss 
Scott talked about how to prepare for 
auto travel in terms of food, home cloth- 
ing and the family car. 


$530. 
’56 One-fifty (6) 2-dr., $550. 
’55 Two-ten (6) 2-dr., $360, $210; Bel 





Air (8) 2-dr., $265. 
’54 Bel Air (6) conv., $300* (ps), 4-dr., 
$250. 
CHRYSLER — ’57 Windsor 4-dr. hardtop, 
$675* (ps). 


’56 Windsor 4-dr., $450* (ps). 
DODGE—’58 Custom Royal (8) 4-dr. hard- 
top, $835* (ps). 

55 Coronet (8) conv., $200*. 

FORD—’60 Galaxie (8) 4-dr., $1,690* (ps); 
Falcon (6) 4-dr., $1,370*. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
100* (ps); Galaxie (8) 2-dr., $1,250; 
Ranch Wagon (8) 4-dr., $1,050*; Fair- 
lane (8) 4-dr., $1,000*; Custom 300 
(6) 4-dr., $975*, $865*. - 

’58 Fairlane 500 (8) conv., $950* (ps); 
Fairlane (8) 4-dr., $820*; Custom 
300 (8) 2-dr., $585*. 

’57 Country Sedan (8) 4-dr., $555, $475* 
(ps); Custom 300 (6) 4-dr., $420*. 
"56 Custom (8) 4-dr., $460*, $425*, 
$335*, $295*; 2-dr., $275*; Fairlane 

(8) 4-dr., $310*. 

755 Main (6) 2-dr., $350*; 
4-dr., $145*. 

’54 Crest (8) Country Squire, $200*. 

MERCURY—’58 Park Lane 4-dr. hardtop, 
$1,035* (ps). 

’57 Montclair conv., $690* (ps). 

’55 Monterey 4-dr., $380*, $150*. 

OLDSMOBILE—’57 (88) Super 2-dr. Holi- 
day, $650* (ps). 

"56 (98) 2-dr. Holiday, $600* (ps); (88) 
2-dr. Holiday, $180*. 


PLYMOUTH—’61 Valiant $1,- 
575. 
’57 Suburban (8) Custom 4-dr., $545*. 
’55 Plaza (6) 2-dr., $325. 
’53 Cranbrook station wagon, $140. 
PONTIAC—’59 Catalina Safari 4-dr., 
680* (ps). 
’58 Chieftain 4-dr., $750*. 
’57 Super Chief Safari 4-dr., $690*. 
’56 Chieftain (860) 4-dr. Catalina, $405*; 
Chieftain (870) Safari 2-dr., $320*. 
’55 Chieftain (860) 4-dr., $160, $145. 
’54 Chieftain 2-dr., $190*. 
RAMBLER—’60 Deluxe (6) 4-dr., $1,150. 
’57 Custom (6) 4-dr., $645*. 
’55 Super (6) Suburban 2-dr., $300*. 
STUDEBAKER—’59 Lark (6) Regal 2-dr. 
hardtop, $960*. 
MISCELLANEOUS—’58 Chevrolet delivery, 
$805*. 


Custom (6) 


(6) 2-dr., 


$1,- 


ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale of 
May 29. Our pre-holiday sale was marred 
by a steady downpour of heavy rain al- 
most all day. Car receipts were extremely 
light due to the holiday and the rain. Car 
quality was good. Prices remained strong. 
Sold 91 cars from 114 consignments, 


BUICK—’59 LeSabre 2-dr. hardtop, $1,- 
575* (ps). 
’58 Special 2-dr. Riviera, $890*. 
’55 Special 4-dr., $270. 
’54 Super 2-dr. Riviera, $255* (ps). 
OADILLAC—’61 (62) conv., $4,900* (ps). 


’60 de Ville 4-dr. hardtop, $3,800* (ps). 
’55 (62) 4-dr., $435 *(ps). 


CHEVROLET—’61 Corvair 500 
station wagon, $1,900. 
’60 Bel Air (6) 4-dr., $1,600*. 
’59 Parkwood (6) 4-dr., $1,425; Bel Air 
(8) 4-dr., $1,200* (ps); Bel Air (6) 
4-dr., $1,100*; Biscayne (6) 2-dr., $1,- 


White Compacts 
Offer Diesels 


CLEVELAND.—Introduction of a 
new series of White compact trucks 
and tractors equipped with diesel 
engines has been announced by 
J. N, Bauman, president, White 
Motor Co. 

The diesel engines to be made 
available in the White compact line 
are the Cummins “Sto p-and-Go” 
JNF 130 producing 130 horsepower 
at 2,800 revolutions per minute as 
standard and the CF 160 producing 
160 HP at 2,800 RPM as optional. 


(6) 4-dr. 






















050; Biscayne (8) 4-dr., $1,035. 

’58 Bel Air (8) 2-dr., $1,100*; Biscayne 
(8) 4-dr., $935*; Delray (6) 4-dr., 
$860; 2-dr., $790. 

57 Bel Air (6) 2-dr., $1,000*; conv., 
$950*; sport coupe, $860* (ps); Bel 
Air (8) 2-dr., $900*; 4-dr., $670*; 
Two-ten (6) station wagon 4-dr., $925*; 
2-dr., $775; 4-dr., $665*; Two-ten (8) 
2-dr., $775*; One-fifty (6) 2-dr., $550. 

’56 Two-ten (6) station wagon 4-dr., 
$550*; 4-dr., $500; Two-ten (8) 2-dr., 
$380; Bel Air (8) 4-dr., $510*, $435*; 
Bel Air (6) 4-dr., $485*. 

’55 Bel Air (6) sport coupe, $525*, $460*; 
2-dr., $525*; Bel Air (8) station wag- 


on 4-dr., $510*; sport coupe, $270*; 
Two-ten (6) 2-dr., $325; Two-ten (8) 
2-dr., $155*. 


’53 Deluxe 4-dr., $170*. 


DeSOTO — '56 Firedome 2-dr. hardtop, 
$420*. 

DODGE—’60 Seneca (8) station wagon 4- 
dr., $1,510. 

’57 Custom Royal (8) 2-dr. hardtop, 
$625*; 4-dr., $375*; Sierra (8) 4-dr., 
$600. 

’56 Custom Royal (8) 4-dr., $370*; Royal 
(8) Sierra 4-dr., $350*, 

’55 Coronet (8) 2-dr., $280. 

FORD—’60 Falcon (6) 2-dr., $1,275. 

"59 Galaxie (8) 2-dr. Victoria, $1,480*; 
2-dr., $1,435*; Fairlane (8) 4-dr., 
$1,060*; Fairlane (6) 2-dr., $860*. 

’57 Fairlane 500 (8) 2-dr., $835*; 2-dr. 
Victoria, $620*, $580* (ps); Fairlane 
(8) 2-dr., $830*, $585* (ps); Country 
Squire 4-dr., $780*; Country Sedan 


(8) 4-dr., $690*; Custom 300 (8) 2-dr., 


$480*. 
‘56 Custom (6) 4-dr., $470, $150; Fair- 
lane (8) 4-dr., $350*. 
’55 Fairlane (8) conv., $430*; Ranch 
Wagon (8) 2-dr., $230, 
MERCURY — ’'58 Monterey 4-dr., $820* 
(ps). 
OLDSMOBILE — ’58 (88) 4-dr. Holiday, 
$1,010*. 
’57 (88) Super conv., $1,100* (ps); (88) 
Fiesta 4-dr., $675* (ps). 
’55 (88) Super conv., $430* (ps). 


PLYMOUTH—’58 Suburban (8) Custom 4- 
dr., $900* (ps); Savoy (6) 2-dr., $635; 


Savoy (8) 4-dr., $620*. 
‘57 Savoy (6) 4-dr., $530; Savoy (8) 
2-dr. hardtop, $500; Fury (8) 2-dr. 


hardtop, $380*. 
’56 Belvedere (8) 2-dr. hardtop, $215*. 
’55 Plaza (6) Suburban 2-dr., $125*. 
PONTIAC—’57 Chieftain 4-dr., $600* (ps). 
’56 Star Chief 4-dr, Catalina, $580*; 2- 
dr, Catalina, $475*. 
’55 Chieftain 2-dr., $320*. 
’54 Chieftain Deluxe 2-dr., $150*, 
RAMBLER — ’60 Ambassador (8) Custom 


4-dr., $1,520* (ps). 
STUDEBAKER—’59 Lark (6) Regal 4-dr., 
$800. 


’56 President (8) 4-dr., $335*. 


MISCELLANEOUS—’56 Ford 1%-ton cab 
& chassis, $380, 
’48 Dodge %-ton rack, $135. 


Sponsors Pledge 
Greater Publicity 
For ’°62 ASI Show 


CHICAGO. —- The 1962 Interna- 
tionual Automotive Services Indus- 
tries Show at the Navy Pier here 
Feb. 28-March 3 will be publicized 
more thoroughly than any previous 
exhibit, according to Victor B. Day, 
chairman. 

Plans were discussed at the first 
full-scale meeting of the show’s 
Joint Operating Committee. Topics 
included exhibit floor plans, space 
drawing, show hours, automotive 
trade days, speakers bureau, retail- 
er prizes and publicity. 

Joseph E. Fischer, chairman of 
the JOC Publicity Committee, said 
the burden of promotion will be 
borne by the sponsors, the Motor 
and Equipment Manufacturers 
Assn. and the Automotive Service 
Industry Assn., and other national 
groups and area Booster Clubs. 

The Overseas Automotive Club, 
Inc., which boosts the show abroad, 
has promised to promote the event 
more vigorously than ever, Fischer 
said. 

A new feature of the ’62 show 
will be a special “Fleet Day” for 
the nation’s fleet-operating person- 
nel, Day said. 

He added that the theme of the 
exposition will be “See All That’s 
New in ’62.” 


CARS Conducts 
Chicago Workshop 


CHICAGO.—Midwest auto deal- 
ers discussed the renting and leas- 
ing of vehicles at a regional work- 
shop conducted by CARS Rental 
System in the Edgewater Beach 
Hotel. 


Lyle D. Preston, general manager 
of CARS Rental, said that auto- 
truck leasing topped $600 million 
last year. Representatives of auto 
manufacturers were on hand to 
discuss their views on renting and 
leasing. 

The Chicago workshop was the 
second in a nationwide series for 
members of CARS Rental System. 
The first was held in Washington 
last January. The company is head- 
quartered in Fort Lauderdale, Fla. 
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TIRE CHANGER — May Bros. Mfg. Co., 
21300 Eureka Rd., Taylor, Mich., has an- 
nounced its air-powered tire changer, 
Model 58DM. The unit features the all- 
steel, heavy-duty Jet Flow bead breaker, 
plus a redesigned off-center guide ramp 
and the May quick-lock mechanical wheel 
hold down. According to the company 
the compact changer operates from a 
standard air chuck and requires only 1.4 


square feet of floor space. 
S a SS 


Spring Silencers 
A new line of leaf-spring insert 
pads that are designed to silence 
squeaking springs has been an- 
nounced by Houser Engineering & 
Mfg., Inc., Bluffton, Ind. 
* * cg 


Carburetor Package 


An assortment of carburetor 
parts and service aids has been re- 
leased by Holley Carburetor Co., 
11955 E. Nine Mile Rd., Van Dyke, 
Mich. The assortment, called 
HC-542, contains the parts and 
gauges needed for minor overhaul 
and service on Holley and Ford- 
built carburetors. 


‘Medicine’ for Engine 
Wynn's Auto-Medic stops exhaust 
smoking, reduces oil burning, im- 
proves compression and quiets en- 
gine noise, according to Wynn Oil 
Co., 1151 W. Fifth, Azuza, Calif. It 
is available in the United States 


and Canada, the firm said. 
* * * 





STEAM CLEANER — A steam cleaner, 
Model 100, said to be well suited to auto- 
motive repair shops, garages, service sta- 
tions, car, truck and farm implement deal- 


ers with limited cleaning operations or 
those requiring an auxiliary or standby 
cleaner, has been announced by Malsbary 
Mfg. Co., 845-92nd Ave., Oakland 3, 
Calif. Pressure range, 60-100 pounds, is 
the same as most larger cleaners. A posi- 
tive, nonfluctuating pressure control, de- 
signed specifically for the oil-fired Model 
100, maintains pressure to within one 
pound of setting, it is said. Among fea- 
tures are: Air-atomizing burner, which as- 
sures complete combustion of fuel and 
thereby eliminates smoke, soot and fumes; 
orifice-in-nozzle, which develops a 
straight-a head cleaning stream without 
fogging, and one-wire braid steam hose. 
* * 


‘Super Soft? Spray Nozzle 


Is Offered by DeVilbiss 


DeVilbiss Co., Toledo, O., claims 
that better, more economical appli- 
cation of the new automotive fin- 
ishes is achieved through use of a 
DeVilbiss Super Soft spray nozzle. 
The company said the nozzle was 
developed specifically for the new 
acrylic, enamel and lacquer finishes 
which came into wide use on the 








NEW PRODUCTS 


’60 model cars and have been con- 
tinued this year. 

DeVilbiss said the new cap, de- 
signated in the line as No. 154, will 
provide wide, wetter spray pat- 
terns, better atomization and easier 
lapping, less rebound and therefore 


‘|less overspray. The cap fits all 


standard DeVilbiss guns used in 
automotive refinishing. 
* * * 


High-Volume Paint Pump 
Announced by Binks 


A high-volume paint and material 
pump for use in multiple spray gun 
paint circulating systems has been 
developed by Binks Mfg. Co., 3140 
Carroll Ave., Chicago 12, Ill. 

Called the Hi-Volume Pump, it 
has a 3%-to-1 pumping ratio, and 
delivers up to 15 gallons per min- 
ute at one-half gallon per cycle. Air 
operated, it delivers material on 
both the up and down stroke of the 
piston. 

A * * 


Oil-Seal Tool 


An installation tool for oil seals 
on rear wheels has been announced 
by Federal-Mogul Service, 11031 
Shoemaker Ave., Detroit 13, Mich. 

* * * 





LOUDSPEAKER SYSTEM — A desk-top, 
battery-operated loudspeaker system, the 
Voicecaster, is said to permit telephone 
conversations to be amplified to room vol- 
ume without a direct connection to tele- 
phone or telephone lines. The transistor- 
ized system has both the amplifier and 
the speaker housed in cases molded of 
Cycolac brand polymers, produced by 
Marbon Chemical Division, Borg-Warner 
Corp., Washington, W. Va. The unit is au- 
tomatically switched into operation when 
the receiver part of the telephone is 
placed atop the Voicecaster amplifier. It 
picks up, amplifies and beams-out the 
phone voice through the second speaker 
unit. The amplifier will in turn, pickup 
and carry the user's voice over the phone 
even if he is standing across the room. 
Thus, a phone conversation can be car- 
ried on from anywhere in the room with- 
out the person being near the instrument, 
it is said. 

ce oe 
High-Speed Painting System 
Developed by Haydon 


High-speed automobile painting 
has been developed by Haydon 
Auto Painting System, Inc., 400 W. 
202nd St., New York, N. Y., em- 
bodying all of the newest produc- 
tion line techniques. 

Designed to offer a superior 
quality, factory-new paint job to 
used-car dealers, the customized 
system is called Haydonized Auto 
Painting, and features one-day 
service which includes custom 
masking, hand and machine sand- 
ing, spray booth painting and infra- 
red baking. 

* * 


* 
Body Filler 
A body filler, DX-666 Ditz-Flex 
Body Filler, that uses color-coding 
to control the speed of hardening 
has been announced by Ditzler 
Color Division, Pittsburgh Plate 
Glass Co., Detroit 4, Mich. 


* * * 


Socket-Wrench Set 


An 11l-piece socket wrench set 
that fits into a space 7% inches 
long and is said to handle nearly 
90 percent of the light auto and 
home shop work has been announc- 
ed by Wright Tool & Forge Co., 42 
E. State St., Barberton, O, The new 
set features seven %-inch square 
drive, six-point sockets, from %- 
inch to %-inch; three and five-inch 
extensions, and two-tone metal box. 

* a * 


Motor Lubricant 


Concentrated Valve Ease upper- 
motor lubricant has been intro- 
duced by Wm. Penn Products, 
Cleveland 27, O. 








GASOLINE CART—The Sto-Flo Gas Kart, 
Model 310, is said to feature a 3/16-inch 
steel tank, heavy-duty wheels, a filter, a 
ball-type control valve, a fuel gauge, a 
locking pump handle, a parking brake 
and 24-gallon capacity, The unit is said 
to eliminate the need for open pan drain- 
ing and refilling of gas tanks through the 
use of two hoses, one used to suction 
gasoline from the automobile tank, the 
other to refill the tank. The unit is said 
to provide safe storage while repair work 
is being done. Ward Mfg. Co., 717 Wood- 
crest Dr., Royal Qak, Mich. 


Cleaning Compound 


Storm-Vulcan, Inc., Dallas, Tex., 
announces Ferrobrite cleaner 
cleaning compound, a heavy duty 


cleaner for hot tanks. 
ad * * 


Waterless Hand Cleaner 


Wilclean, a waterless hand clean- 
er, has been marketed by Wilco 
Co., 4425 Bandini Blvd. Los An- 
geles, Calif. 


* * * 


Automatic Steam Cleaner 


An automatic, 120-gallon-per- 
hour steam cleaner has been an- 
nounced by Aeroil Products Co., 
Inec., Wesley St., South Hacken- 
sack, N. J. Either liquid or pow- 
dered chemicals can be heated and 
agitated in the solution tank and 
metered to desired mixture with 
the steam, Aeroil said. 

* * * 


Chromed Lakes Pipes 


Chrome-plated, 14-inch straight 
lakes pipes are available from 
Grand Automotive Products, Inc., 
5310 W. 66th St., Chicago 38, IIl. 

* * * 


Flashlight Clipboard 


The “Ray-Rite” Flashlight Clip- 
board with its two-battery head is 
said to provide excellent light dis- 
tribution over the entire writing 


surface for persons who must re-; 


cord figures or make records while 
working in dark or poorly lighted 
areas. It is manufactured and dis- 
tributed by Mutual Engineering & 
Mfg. Co., 1124 E. 108th St., Los An- 
geles 59, Calif. 





BATTERY—A 


line of battery chargers 
with protection against damage to alter- 
nators has been announced by Fox Prod- 
ucts Co., 4720 N. 18th St., Philadelphia, 
Pa. These battery chargers are said to 
prevent the operator from ever burning 
out an alternator when charging a bat- 


tery. Protection is obtained, without re- 
moving battery cables, against reverse 
connections or charging peaks, it is said. 
Available in eight 6/12-volt models from 
80/45 to 100/60 amperes output, are 
portable, wheel-mounted and mobile type 


units. 
a 


3M Offers Nylon-Web Pads 


For Scuffing Auto Bodies 


Two Scotch-brite brand nylon- 
web cleaning and finishing pads 
for scuffing of acrylic lacquer and 





enamel surfaces prior to painting 
are offered by Minnesota Mining 
& Mfg. Co., 900 Bush Ave., St. Paul 
6, Minn. 

The pads are labelled No. 417 
and No. 418, and each measures 9% 
by 6% by % inches. Generally, the 
417 is recommended for enamels 
and the 418 for acrylic lacquers. 

* * * 
Molding Clips 

Dorman Products, Inc., 5757 
Mariemont Ave., Cincinnati 27, O., 
claims that body shops now need 
only stock three sizes of its uni- 
versal molding clips to fit all cars. 
Dorman points out that the dealer’s 
investment in these clips is much 
less than the cost of stocking hun- 
dreds of sizes and types. 

* * * 


Car-Care Products 


A series of car-care products has 
been announced by Bowes Seal 
Fast Corp., 5902 34th St., Indian- 
apolis 18, Ind. The series includes 
concentrated liquid car wash, pol- 
ish and cleaner, and leather and 
plastic upholstery cleaner. 

* * * 


Battery Hold Down 


An adjustable, plastic coated bat- 
tery hold down to fit all 6 and 12- 
volt cases has been marketed by 
Superior Industries, 7260 Atoll, 
North Hollywood, Calif. 





TENSION CONTROL WRENCH — Con- 
trolled bolt tension is said to be provided 
with the air-powered tension control 
wrench developed by the Gardner-Denver 
Co., Quincy, Ill. A builtin control is said 
to permit adjustment of the wrench to ob- 
tain tension from 25 to 100 percent of the 
elestic limit of the bolt. Wrenches need 
no attachments or extras. They deliver full 
power forward or reverse. Two models are 
now available, the 18B-7T with rated ca- 
pacity of 34-inch, and 18B-9T with rated 
capacity of 1'%-inch. 

ais ee” tome 


Wood Block Cement 


Wood block cement, marketed 
under the trade name Gemastic 
Wood Block Cement No. 8704, has 
been announced by Maintenance 
Products, Inc., 6225 Huntley Rd., 
Worthington, O. 

* 


* x 


Brake Conversion Kit 


A kit for converting self-adjust- 
ing brakes to the manually ad- 
justed type has been announced by 
Lee Mfg. Co., 1527 26th St., Santa 
Monica, Calif. 

* * * 


Converter for 2-Volt Auto 
Provides 110-Volt Current 


The Terado Dynamo Converter, 
which changes 12-volt direct cur- 
rent into 60-cycle, 110-volt alter- 
nating current, is offered by Terado 
Co., 1068 Raymond Ave., St. Paul 
8, Minn, 

The converter plugs into the 
cigaret lighter socket. 

ES * * 


Portable Calculator 


General Industrial Co., 1796C 
Montrose Ave., Chicago 13, IIl., has 
announced production of a _ six- 
pound portable calculator which 
adds, subtracts, multiplies and di- 
vides. 

* * cs 


Transistorized Tachometer 

Almquist Engineering Co., Mil- 
ford, Pa., has introduced a new 
round-face transistorizeqd tachom- 
eter, called the “Super Tach.” 
Among its features are an adjust- 
able speed-Shift indicator and an 
economy range finder. 














COMPRESSOR TESTER — Auto-Test, Inc., 
600 S. Michigan Ave., Chicago 5, Ill., has 
introduced a compact-size engine com- 
pression tester specially designed to reach 
into tight spaces, fit into mechanics’ shop 
coat pockets, and perform with precision 
and accuracy. The tester, Auto-Test's No. 
ACT-2X, is said to reveal faulty valves, 
loose piston rings, scored or cracked cyl- 
inder walls. It has a zero to 300-pound 
dial reading range, shatterproof plastic 
dial cover and chrome dial cover retainer 
ring. It measures 734 inches overall, in- 


cluding its stem. 
e- ss 2a 


Brake Wall Chart 


Grizzly Brake Division, 168 N. 
Michigan Ave., Chicago 1, IIl., has 
introduced a 24-by-36-inch wall 
chart listing symptoms and correc- 
tions of major passenger-car brake 
problems. 

* * ok 
Tailpipe Display Stand 

O. E. M. Products Co., 5296 
Northwest Highway, Chicago 30, 
Ill., is offering a floor display stand 
with “bendable” tailpipe assort- 
ments. With this assortment of 11 
different sizes of tailpipes, the firm 
said, the dealer will be able to com- 
plete 85 percent of all replacement 
jobs for almost every type and 
model of both old and new Cars, 
trucks, station wagons, custom 


models and foreign makes. 
oa * + 


Safety Fuse 


Guaranteed Parts Co., Inc., Sene- 
ca Falls, N. Y., has introduced a 
voltage regulator safety fuse that 
is said to fit practically any car. It 
works like a household fuse; 
breaking the circuit if the current 
flow exceeds safe limits, it is said. 


Line of Testing Instruments 


Offered by Chicago Firm 

A series of automotive electrical 
and engine testing instruments, the 
Starflash group, has been an- 
nounced by Auto-Test, Inc., 600 S. 
Michigan Ave., Chicago 5, IIl. 

The Starflash line consists of six 
instruments — direct-current am- 
meter, direct-current voltmeter, 
cam angle tester, ignition tester, 
primary tachometer and power 
timing light. 

* 


* 





WHEEL: WEIGHT TOOL—A _ universal 
wheel weight tool for installation or re- 
moval of all types of weights on all makes 
of cars has been announced by K-D Mfg. 
Co., Lancaster, Pa. The K-D 470 tool has 
a hammer head on one end for driving 
and crimping weights into place. The U- 
hook at the same end is for removal of 
weights on either the inside or outside 
of the wheels. It is set on an angle for 
prying inside weights loose without inter- 
ference from brake drums, it is said, The 
hook on the opposite end has a specially 
designed tip for removal of weights’ with- 
out holes. The K-D 470 can also be used 
to insert weights on wheels that have air 
cooled backing plates, it is said. 
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Capsule Reports ... 


Auto News in Brief 


BRIDGEPORT, Conn.—The Ray- 
bestos “Safety in Speed” award will 


be presented to the owner of the) 


winning car in the Indianapolis 500 
on Memorial Day, according to 
William S. Simpson, general man- 
ager, Raybestos Division, Raybes- 
tos-Manhattan, Inc. 

The award was established last 
year and went to Ken Rich and 
Paul Lacy, of Dallas, owners of the 
Ken-Paul Special which was driven 
to victory in the “500” by Jim 
Rathmann. 

* * ® 


Shopping Center to Continue 
‘Dealer of Month’ Program 


DEARBORN. — Westborn Shop- 
ping Centers “Dealer of the 
Month” experiment in off-premises 
merchandising of automobiles has 
achieved permanent status follow- 
ing a successful three-month trial 





BMC 





OVERSEAS MOTORS CORPORATION, 


and Wyoming. 





period, according to the Westborn 
board of directors. 

The program offers premium dis- 
play space for the outstanding area 
dealer each month. Dealers hon- 
ored to date have been Stuart Wil- 


| son, Inc. (Ford); H. R. Marsh & 


Son (Chevrolet), and Holbrook 
Buick Co., Inc. 


* e.°-@ 


Goodrich Buttons Insist 


‘Business Is Good’ 


AKRON.—Nearly 100,000 men and 
women in virtually every city and 
town in the nation are reporting 
for work wearing large lapel but- 
tons that proclaim ‘Business Is 
Good! As Good As I Make It.” 


The buttons are being supplied by 
B. F. Goodrich Co. here to its em- 
Ployes and associates in various 
businesses ranging from truck tires 
to baby pants as a part of a two- 
month campaign to help the na- 


TOP QUALITY MEANS TOP SALES! 


There are more of these BMC sports cars on 


U.S. highways than those of all other makers combined. 


AUSTIN HEALEY 








located at 2824-30 White Settlement 
Road, Fort Worth 7, Texas, Distributors for British Motor Corporation products 
in Arkansas, Colorado, Louisiana, Mississippi, New Mexico, Oklahoma, Texas 


tion’s economy recover at a faster 
rate. 
* ok * 


Motor Wheel to Remodel 


Lansing Larch St. Plant 


LANSING.—Motor Wheel Corp. 
has unveiled plans for remodelling 
its Larch St. plant. 

The company announced earlier 
that all personnel and equipment 
will be moved from the Saginaw St. 
plant to the Larch St. plant. The 
Saginaw St. plant is for sale. The 
new look for the Larch St. plant 
includes a modern entrance and 
new offices. 

ad * * 


Tax Reform Called Way 


To Help Create Jobs 

MIAMI.—Arthur H. Motley, pres- 
ident of the Chamber of Commerce 
of the United States and publisher 
of Parade magazine, called for ma- 
jor tax reform as the best way to 
help create jobs for those now 
unemployed and for the millions of 
new workers who will enter the 
labor force in the 1960s. 





ber of Commerce. 


PAST... 
PRESENT... 
FUTURE! 


We are distributors for 
BMC in the great South- 
western part of the United 
States, one of the fastest 
growing areas in America 
today. And in this vast 
area, stretching from Loui- 
siana to Colorado, from 
Oklahoma/Arkansas_ to 
New Mexico, the BMC 
range of sports cars and 
economy sedans is fast be- 
ing recognized by many 
family groups as the cor- 
rect answer to their motor- 
ing requirements. 





These automobiles, manufactured by the world’s larg- 
est producer of sports cars, British Motor Corpora- 
tion, and designed and built by traditionally fine 
English craftsmen, make up one of the most valuable 
franchises available in the automobile business today. 
This franchise, backed up by the United States im- 
porter, Hambro Automotive Corporation in New York 
and a distributor/dealer network across the United 
States second to none, a United States parts inventory 
of over $15,000,000, constant training programs for 
your service people, afford you the opportunity of 
offering to the people in your trade area a complete 
range of sports and economy cars, a unit for every 
oe budget, with owner satisfaction at the high- 
est level. 


You, as a member of the automobile industry, will 
agree that the above insures the holder of this BMC 
franchise a clean, profit-making dealership, a legiti- 
mate return on his investment, 





GENE FISHER 

President 

OVERSEAS MoToRS CORPORATION 
2824 WHITE SETTLEMENT ROAD 
Fort WorTH, TEXAS 


SPRITE 


Brighten Your Future with a BMC Franchise 


Distributors in the United States for products of The British Motor Corporation, Lid.— 
S. H. ARNOLT, INC., 2130 North Lincoln Ave., Chicago 14, Illinois » BRITISH MOTOR CAR DISTRIBUTORS, LTD., 
1200 Van Ness Ave., San Francisco 9, California * CONTINENTAL CARS DISTRIBUTORS, INC., 5615 Pershing 
Ave., St. Louis 12, Missouri * CRANDALL-HICKS COMPANY, 226 Worcester Turnpike, Wellesley Hills, Massa- 
chusetts * FALVEY MOTOR SALES CO., 22600 Woodward Avenue, Detroit 20, Michigan » HAMBRO AUTO- 
MOTIVE CORPORATION, 5009 Xerxes Avenue South, Minneapolis, Minnesota « J. S. INSKIP, INC., 304 East 64th 
Street, New York 21, N.Y.e OVERSEAS MOTORS CORPORATION, 2824 White Settlement Road, Fort Worth, Texas « 
ROYSTON DISTRIBUTORS, INC., 1601 Vine Street, Philadelphia, Pennsylvania * SHELLY MOTORS, 1017 Kapiolani, 





Honolulu, Hawaii * SHIP AND SHORE MOTORS, 701 South Flagler Drive, West Palm Beach, Florida 








, Motley said. High tax rates that 
He spoke at the annual dinner'| jimit investment hurt “the guy who 
of the Miami-Dade County Cham-| has to pay up, but even more so, 
they hurt those who are unem- 
“Savings plus investment make it| ployed, those who want jobs, have 
possible to put a man to work,”! to have jobs to support their fami- 











lies.” Industrial jobs require invest- 
ments of $10,000 to $20,000 each, he 
said. 

x BS * 


GM Executives Play Host 


To High School Counselors 


DETROIT.—General Motors ex- 
ecutives were host last week to 27 
junior and senior high school coun- 
selors from eight states for discus- 
sions of training for secondary 
school graduates entering industry. 

The counselors conferred with 
three members of GM _ personnel 
staff, George A. Jacoby, Paul R. 
Miller and David F. Waggoner, and 
Kenneth A. Meade, manager of GM 
Educational Relations Section. 
They also heard talks by Dr. Har- 
old P. Rodes, GM Institute presi- 
dent; Harold B. Baker, director of 
admissions, and Charles A. Chayne, 
engineering vice-president. 

* * * 
Firestone Race Tires Tested 


1,000 Miles at Top Speed 

AKRON. — Rodger Ward and 
Eddie Sachs drove the equivalent 
of two 500-mile races at an aver- 
age speed greater than that of any 
Memorial Day race in history while 
testing Firestone’s 1961 Indiana- 
polis tire. 

These drivers turned over 1,000 
test miles last summer. Actual race 
conditions were simulated, each 
car starting with a full load of fuel 
and making a slow parade lap be- 
fore the driver accelerated to race 
speed. 

* oK * 
Office Building Rising 
For Textileather Division 


TOLEDO.—Construction has be- 
gun on a two-story office building 
for Textileather Division of Gen- 
eral Tire & Rubber Co. 

The $400,000 building will be lo- 
cated at the company’s plant, Day- 
ton and Twining Sts. It’s expected 
to be completed early in December. 

* * ea 


Six New Cars Damaged 


As Truck Rams Dealership 


PLYMOUTH, Ind. — Weeks 
Motor Sales (Cadillac-Oldsmo- 
bile-Buick), suffered damage es- 
timated at approximately $21,000 
for six new cars damaged and 
more than $10,000 to the building 
when a tractor-trailer failed to 
make a turn and crashed into 
the dealership building at 4:30 
a.m. 

Mike Weeks, owner, said this 
was the second time that a truck 
has crashed into the _ building. 
He said four passing trucks have 
“thrown” wheels through win- 
dows in recent years. 

* cd * 


U. S. Accuses Continental Oil 


Of Law-Breaking Merger 

WASHINGTON. — The Depart- 
ment of Justice charged that Con- 
tinental Oil Co., Houston, violated 
antimerger provisions of the Clay- 
ton Act when it acquired the larg- 
est of seven New Mexico refineries 
in May, 1959. 

Attorney General Robert F. Ken- 
nedy said the complaint asked that 
Continental be required to estab- 
lish an independent, competing 
firm and transfer to it “all of the 
business and assets” acquired from 
Malco Refineries, Inc., Roswell. 





ADVERTISEMENT 





THANKS 
for giving the United Way 





From the very young to 
the old and lonely, your 
one big gift helps so many 
people all the year through. 


Sere eee 








Though 7 of 10 Chicagoans read a newspaper 
every day... you are now out of touch with more 
than three fifths — from 61.6 to 80.6%* of Chicago’s 
adults when you advertise in any one Chicago daily 
newspaper. 


You don’t need Elliott Ness to draw a conclu- 
sion. It takes two or more newspapers to sell Chicago 
— and the top two for the money are the Chicago 
Sun-Times and Chicago Daily News. 







Three Fif 


ha ’ -Times 
oe Dally Siasey iepemeeatiier today: Hae 


Cm B\ also have specific information on how re- 
= cent Chicago rate cha have affected the 
figures in “Chicago Ni tag 
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The new Sun-Times and Daily News rate struc- 
ture, with new combination discounts gives you 
Chicago’s most efficient advertising buy. From 48 to 
241 more readers per dollar, than any other 2-paper 
combination. 


*"Chicago NOW,” a report based on the 
first Chicago market study ever con 

in consultation with the Advertising Re- 
search Foundation, supplies some revealing 
figures—and important new ideas—about 
today’s Chicago market. If you don’t al- ~ 





uchables. 
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their own nest at the expense of 
this trade. 

It is virtually impossible to 
calculate the confusion and the 













In the Letterbox 


Few people venture into a dealer- 
ship and buy a car on first call, A 
high percentage of all people are 
buying transportation which varies 





cars right in stock for immediate 

delivery, they give him the order. 

His special orders are few indeed. 

If this same system were put in 
effect by the factories that would 
be the end of one of the major 
problems. The interesting part 
about this dealer’s operation is that 
he places a better-than-average 
gross on his base price, allows only 
wholesale for his trades, and re- 
fuses to haggle price. He now has 
word-of-mouth working for him, 
and lots of prospects walk in al- 
ready knowing his is a one-price 
estblishment. 

A suggestion I would like to 
make to AuTomoTIvE News is that 
you or some dealer organization 
with factory cooperation become 
the spokesmen to the PUBLIC to 
educate the public regarding the 
unbelievable short profits of the 
average car dealer. Too many 
people still believe that a car dealer 
easily makes a thousand dollars a 
car. 

Perhaps NADA could be persuad- 





Business Fleet— 


Recent delivery of a business fleet by 


Natzel Oldsmobile, Pasadena, Calif., 
dramatized the difference between the 
cars used by today’s travelling salesmen 
and the “business coop” of a few years 
ago. The fleet of three air-conditioned 
Oldsmobile F-85s was purchased by Dres- 
sen-Barnes Corp., Pasadena, manufactur- 
ers of power supplies. The four-door F-85s 
are expected to cover about 18,000 miles 
each in all parts of Southern California 
during a year. 


SOLID PROPOSITION 
...for added, Phopita 


Draw-Tite 


HITCHES - WINCHES - COUPLERS 


Trailering continues to “‘bust out’ all over. 
Dealers are finding more and more customers 
are towing trailers—small boat-, large boat-, 
horse-, and travel-trailers. Your best deal is 
selling them DRAW-TITE custom-built 
hitches. Over 20,000 dealers acclaim DRAW- 
TITE’S SOLID PROPOSITION —depend- 
ability that guarantees customer satisfaction, 
strictly competitive selling prices, profits that 
are good, real good! 


You’ll like DRAW-TITE SOLID, one-piece 
hitches—made to fit every car make and model 
—welded one-piece construction—no adjust- 
ments, welding, or assembly—no parts to lose! 
Immediate factory shipments eliminate in- 
ventory problems. 























REGULAR 
TYPE HITCH 


2000 Ibs. g.w. capacity 


HEAVY-DUTY TYPE HITCH 
5000 Ibs. g.w. capacity 





PRECISION MADE WINCHES 


TRIGGER-LOCK COUPLERS 


Cam-tension action. 
Stainless steel spring. 


Straddle-mounted gears. 
Up to 3500 Ibs. g.w. capacity. 


Write for Dealer Information. 


TRAILER PRODUCTS DIVISION 


DRAW-TITE MANUFACTURING CO. 
Belleville 5, Michigan 


(Continued from Page 16) 






































but slightly in the degree of luxury. 
Whether a customer asks for the 
information or not, very frequently 
the subject of the difference of the 
tradein allowance on a conven- 
tional-sized car or a compact comes 
into evidence. 

If the customer is truly inter- 
ested in a compact, but has been 
quoted an allowance on the big- 
ger-margin conventional-sized 
car, he will strive for more al- 
lowance for his tradein on the 
compact. 

If he doesn’t buy, he is most apt 
to quote to the next dealer whom 
he shops the higher allowance as 
the one he had been offered else- 
where by a competing dealer on the 
compact. 

The public zeal to get all that 
they can get on their tradein, to- 
gether with the zeal of the manu- 
facturers to take care of their in- 
terests by this disparity in their 
discounts, has unquestionably been 
a substantial contributing factor in 

(Continued on Page 39, Col, 1) 


amount of harm perpetrated 
upon this trade by this factory 
policy. It has compelled this trade 
to indulge in an unwarranted and 
unnecessary explanation of the 
differences of the value of a 
tradein offered on conventional 
or compact automobiles. 


The greatest single equity with 
which the public buys automobiles 
is represented by the vehicles they 
presently own. Though a buyer 
may agree to take a little less for 
his tradein on a compact than what 
he has been offered on a conven- 
tional-sized car, lending some cre- 
dence to the dealer’s representa- 
tions that there is less margin in 
the compact, the consumer gener- 
ally considers the intrinsic value 
of his tradein, regardless of what 
he trades it for. 

In other words, if the car has a 
marketable value of $500, that less 
some reconditioning and some over- 
head is what he thinks he should 
get for it, regardless of what he 
trades it on. 

There is the crux of the problem. 


SELL MORE CARS... 


AND AT A 


GREATER PROFIT! 
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ed to help finance such a _ public 
relations (or even advertising cam- 
paign) to make the public aware 
of the current half of one percent 
profits before taxes. A public made 
aware of this fact would not be 
so rough on beating the dealer out 
of every last penny (that is, in 
many cases). 

Also, a campaign by you through 
your own columns to dealers to be 
more aware of what their public 
image does for them or does 
against them. 


It surely doesn’t take much pub- 
lic relations understanding to re- 
alize that the prospective buyer 
will give a rougher time on price 
to a dealer in whom the prospect 
has little confidence than Le will 
with a dealer whose public image 
has presold him on his integrity, 
and reliability. 

Another idea that the industry 
might sponsor cooperatively would 
be a contest for the best sugges- 
tions or solutions to the current 
dealer and distribution problems, 
with suitable prizes (substantial) 
for the best suggestions on how to 
make auto retailing again a profit- 
able business, with the stature it 
once had. 

Such a contest should not be 
limited to people or contestants 
within the industry. They are all 
too frequently too close to the 
problems to have the perspective 
needed to arrive at a drastic solu- 
tion, and I doubt that anyone 
would debate the idea that a 
drastic solution is now needed. 


For example, I asked myself, 
could I come up with an idea? 
For what it’s worth, I'll outline 
the germ of one. 


This would require Government 
sanction. It would not be retail 
price fixing within and between 
manufacturers. Each manufacturer 
would be privileged only to fix 
certain minimums on his own retail 
selling prices: Each factory would 
make an agreement with each of its 
dealers that a certain minimum 
gross profit must be included in 
the dealer’s selling price. The 
agreement further to stipulate that 
if the dealer sells a car below that 
agreed minimum gross, the dealer 
then forfeits another $25 on each 
car sold below that minimum gross. 
That forfeited $25 to go into a fund, 
which, at the end of the model 
year would be divided among all 
dealers, on a share alike basis, who 
had not once during the whole 
model year sold a car below the 
minimum gross profit. 

Since the factories can keep sell- 
ing price records along with their 
usual dealer reports this would 
not be a difficult record keeping 
job. To preclude the used-car trade- 
in price from preventing honest 
records the local dealer groups 
could specify that all used cars be 
traded at wholesale, or any other 
fixed method of placing a true 
value on tradeins. 

If the situation were not unprece- 
dented and so appalling I would 
not presume to offer my suggestions 
to a great industry, but ideas must 
come from somewhere, and perhaps 
a national contest would bring in 
ideas which would eventually add 
up to the answer we all seek.— 
Epwarp R. Fiske, Edward Fiske 
Co., White Plains, N. Y. 

* * * 


















































1. WIN new customers! 
RE-WIN lost owners! 
RETAIN present owners! 
ELIMINATE internal detail! 
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Discount Disparity Hit 

I think probably that an analy- 
tical explanation of one of the 
forces which is contributing to the 
low profits and demise of this 
trade will be found in the disparity 
of discounts between conventional 
size and compact cars. 

It is my firm opinion that the 
manufacturers recognized that the 
sale of a Corvair or a Cadillac rep- 
resents a unit of transportation and 
in order to make comparable prof- 
its on the compact, they necessarily 
need a greater percentage of mark- 
up per dollar of sale. 

Apparently in order to retain 
this same unit profit, they in turn 
simply reduced the dealers’ per- 
centage of markup. Obviously, the 
principal which they applied to 
themselves they did not extend to 
the trade. In substance, the manu- 
facturers have Public Law 85-506 
(the price-sticker law) to feather 






It has come to our attention that cer- 
tain false and misleading rumors and 





culated about the 2,000 new 1961 Renaults we have recently 
purchased. 











Any statement that any one of these automobiles has been 
damaged by flood, hurricane or other water damage is a 





slander and a libel, and any circulation of a rumor or state- 
ment to such effect will be prosecuted. 







MANSFELD USED CAR CO. 


18055 JAMES COUZENS, DETROIT 35, MICHIGAN 
DI 1-3342 — DI 1-7000 
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In the Letterbox 





(Continued from Page 38) 


diminishing the opportunity for 
profit of this trade. 

Here is one area where all manu- 
facturers could easily make a sub- 
stantia] contribution to relieve the 
problems of this trade. Certainly 
if this divergence in discounts con- 
tributes in any way to the trade’s 
current problems, the dire circum- 
stances among the trade most cer- 
tainly warrant that the manufac- 
turers experiment in this area by 
equalizing the discounts. 

If it should be found that this 
is not a contributing factor to 
the problems at the retail level, 
they could again return to the 
current policy. In spite of the 
fact that I am aware that Amer- 
ican manufacturers must com- 
pete with foreign manufacturers, 
I still maintain that this experi- 
mentation should be made in the 
interest of recovering public con- 
fidence and goodwill. 

After all, Public Law 85-506 was 
enacted to recover public confidence 
by the elimination of “packing.” 
Isn’t the higher discount on the 
conventional automobile as com- 
pared with the discount on com- 
pact automobiles a form of “pack- 
ing?’ For this reason, discounts 
should be uniform, whatever the 
amount of the discount may be. 

Here is something to put your 
teeth into. Why don’t you publish 
this to stimulate thinking in this 
area and possibly resolve one of the 
biggest problems currently destroy- 
ing the opportunity of this trade ?— 
HERMAN SCHAEFER, executive vice- 
president, Automobile Dealers Assn. 
of Indiana, Indianapolis. 

* * ok 
Economy Engines 

In the May 22 issue of AUTOMO- 
TIvE News, I read an article by 
Louis Alexander titled “Economy 
Engines Foreseen.” Many years 
ago, I conducted experiments on 
the Tampa Race Track with air- 
cooled motorcycle engines and light 
air-cooled cars that proved greater 
speed and economy. 

It is not necessary to wait sev- 
eral years to achieve greater econ- 
omy. It was done in my experi- 
ments, and it can be done now. 

Here’s how: Throttle the cyl- 
inder down to one-tenth of full 
mixture (gasoline and air). Under 
this, you let in nine-tenths of 
pure air. As the piston rises, you 
will get a full high compression, 
not just one-tenth compression. 


When the charge is fired, you 
gain in two ways—by high com- 
pression pressure and by heating 
the pure air which expands, add- 
ing to the pressure. 

If anyone would like further in- 
formation, I can tell him how to 
do it without adding any moving 
parts—L. C. Hanna, Hanna Rd., 
Route 3, Lutz, Fla, 

* * * 


Weber ‘Overlooked’ 

Ed Weber, Newport, Ky., is one 
of the two new vice-presidents of 
the Kentucky Automobile Dealers 
Assn, My story, as carried in the 
May 22 issue, gave the list of of- 
ficers installed. Weber was not 
present and I overlooked the fact 
that he was elected at the April 
session of the directors.—A. W. 
WuuuaMms, Louisville. 

* * ES 


It’s Different in Cleveland 


Epiror’s Note: Following is a 
copy of a letter to 8, Frank 
Blocker jr., president, Hastern 
Auto Distributors, Inc., Norfolk 
10, Va. 

Noted your interesting letter in 
today’s (May 29) Automotive News. 
I am wondering if your territory 
extends to Cleveland as in this area 
the Renault and Peugeot lines are 
being distributed by American dis- 
count houses and not foreign-car 
dealers. 

As a result, the tradein value de- 
clines, these cars are not serviced 
adequately by the dealer, parts are 
hard to get and when able to find, 
are exhorbitantly expensive. 

I am campaigning for imported 
cars to be sold by imported-car 
dealers exclusively. Not a subdivi- 
sion of the American outlet, not 
1 back-door operation, but a com- 
pletely separate operation that 
must stand on its own. Then and 
only then will we be able to hold 












































the line of distribution, parts and 
prices, 

In the fever of sales, we all too 
soon forget quality and common 
business courtesy. Are we only 
thinking of business for today, or 
for the years to come?—Down Davies, 
sales manager, Harrington Auto 
Imports, Inc., 573 E. 185th St. 
Cleveland 19, O. 
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Their Ads Agree 


Although I read Avrtomotive 
News from cover to cover, I con- 
centrate mostly on the ideas you 
publish in your “Dealer Ad” col- 
umn, My duties cover all the adver- 
tising for our dealership and I 
find a lot of ideas that are helpful. 
In May 15 Automotive News, I was 


Fire Hits Davis Buick 


DAYTON.—Fire at Davis Buick 
Co. caused damage estimated at 
$950. Smoke poured from the build- 
ing when a broken light bulb ig- 
nited gas vapors and a car burst 
into flames. 


* 





finally rewarded’ with someone 
who went along with my methods 
of advertising, so I was enthused 
enough to drop you this ad which 
appeared in the local paper. 

The writer that I had in mind 
was the ad about Lou Holtz Buick 
at Rochester, N. Y. In it was quot- 
ed “Something for Nothing Still 
Equals Nothing.” I believe more 
dealers should use this type of ad- 
vertising instead of giving them- 
selves into a near state of bank- 
ruptcy. More profit on all units re- 
quire a much better sales person- 
nel, but good salesmen are much 
easier to come by if they don’t 
have to sell 100 cars per annum 
to show a decent living wage. 

We have used this type of adver- 
tising exclusively since March and 
we have realized a 28 percent in- 
crease in new-car sales and are 
working on a $100 average increase 
in our gross profit. Our salesmen 
are happier and, I may add, richer. 
— Pui. SorENSON, sales manager, 
Wegner-Hinz Co. (Chrysler-Impe- 
rial-Plymouth), 1309 Wisconsin 
Ave., Grafton, Wis. 

Eprror’s Note: The advertise- 
ment from Wegner-Hinz criticiz- 
ed blitz advertising claims and 
stressed the integrity of Wegner- 
Hinz. 
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FLAWLESS EIGHT-CARAT FINE RIVER DIAMOND, PEAR SHAPED, IN PLATINUM MOUNTING. FROM CHARLES W. WARREN & COMPANY. VALUE: $40,000.00 
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Lifetime Cards for Used-Car Managers— 


Gold lifetime membership cards are presented to past and present officers of 
the San Fernando Valley Used Car Managers Assn. by Zack Oreck, left, president. 
From left, standing, are Oreck; Lloyd Stephens, Clem Ruh Chevrolet; J. H. Weed, 
San Fernando Valley Motors; Ed Vom Cleff, Michelmore Motors, and Gil Schneider, 
Volan Motors, association secretary. Seated: Ken Steffe, San Fernando Valley Motors; 
Doug Spear, Rancho Chevrolet, and Erv Schaffner, Harry Maher Pontiac. Cards’ also 
were passed out to Dewey Payne, Pioneer Oldsmobile, and Ray Means, formerly 
of Roche's Lincoln-Mercury. 
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Ignition 
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Whether it’s jewelry or ignition parts, no imitation matches the 
genuine article for real satisfaction. You'll find only genuine 
Holley Ignition Parts—made to exacting original equipment 
specifications—in the low-cost Holley Distributor Repair Kits. 
They include everything needed for a complete minor ignition 
tune-up. And you're sure of that same genuine quality when you 
buy individual Holley parts—contact sets, rotors, coils, condensers, 
caps or voltage regulators. Better stock up with Holley now, and 
be ready to get your share of profitable ignition tune-up business. 
With only 13 Holley Distributor Kit numbers you can service all 
Ford-built cars and trucks. Call your Holley Distributor today. 
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Carburetion and Ignition 
Products for Over 55 Years 


11955 E. Nine Mile Road 
Warren, Michigan 
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In Parts and Accessory Distribution 





CHICAGO.—“The automobile spe- 
cialties industry must create 
ingenious designs and market en- 
ticing new products to meet the 
threat of reduced sales opportuni- 
ties,” James W. Partner, vice- pres- 
ident of Audits and Surveys Co., 
New York, warned the annual meet- 
ing of the Chemical Specialties 
Manufacturers Assn., Inc. 

Future cars, he said, will require 
less care and maintenance than 
ever before. New products to meet 
the challenge not only should fill a 
need, he said, but must be “easy to 
use.” 

Partner suggested that the mar- 
ket awaits such innovations as a 
chemical which, when applied to 
the windshield washing apparatus, 
dissipates rain drops and eliminates 
the need for wipers; a compound 
which “really can clean” the plastic 
rear window of convertibles, and 
a chemical which can be applied 


to tires by depressing a button to 
minimize skidding on wet roads. 

He noted that convenience is in- 
creasing as a prime factor in buy- 
ing decisions, often surpassing even 
cost. A review of Audits and Sur- 
veys records, he said, showed that 
convenience is “a thread uniting 
most successful new products in 
recent years.” 

The automobile specialties busi- 
ness, Partner asserted, has not kept 
pace with the 3 to 4 percent annual 
growth of the population. 

A closer and continual appraisal 
of distribution channels and meth- 
ods, he asserted, coupled with the 
marketing of new _ convenience 
items, will achieve an improved 
rate of progress for the automo- 
bile specialties industry, Partner 
said. 

* * * 

Carburetors for Canadians 


TORONTO. — Pacco Automotive 
Canada, Ltd., subsidiary of Preci- 





sion Automotive Components Co., 
Manchester, Mo., has started opera- 
tions at 62 Sherbourne St. The firm 
packages and warehouses carbure- 
tor parts and kits made by the 
parent firm and will eventually as- 
Semble these kits here. 


Grey-Rock Sets 
Brake-Parts Entry 


MANHEIM, Pa.— The introduc- 
tion of a line of hydraulic brake 
parts has been scheduled for Aug. 
1 by Grey-Rock Division, Raybes- 
tos-Manhattan, Inc. The nev’ line 
will be distributed nationally. 

It will include master and wheel- 
cylinder assemblies and repair kits, 
brake system components such as 
cups, boots and pistons; hoses and 
cables, brake fluid and service 
equipment such as system bleeders, 
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cylinder hones and wheel cylinder 
clamps. 

Grey-Rock announced its entry 
into the brake parts field last Feb- 
ruary. Since then, the division has 
completed its initial marketing and 
distribution plans and has sched- 
uled an extensive advertising and 
promotion campaign. Catalogs, 
price sheets and point-of-sale dis- 
plays are in production. 

* o” *” 


Backup Light Kits Offered 


CHICAGO. — Pathfinder backup 
light kits—with lenses, bulbs, wir- 
ing, clips, screws and switches for 
1961 Chevrolet and Ford cars—are 
now available, ready to install, 
from Auto Lamp Mfg. Co., 2909 
S. Indiana Ave., Chicago 15, Ill. Kits 
duplicate manufacturer’s original 
equipment. 

* oe * 


Distributor Change Predicted 


By Post Marketing Manager 


NEW YORK.—A new kind of au- 
tomotive distributor will emerge in 
the 1960s because of warehousing 
and field engineering service re- 
quirements, according to Henry C. 
Wehr jr., Saturday Evening Post 
marketing manager for the auto- 
motive industry. 

In a statement released ata 
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THE MOST ECONOMICAL WAY FROM HOME TO 
WORK IS THROUGH STROMBERG 


Help boost your engine’s reputation for 


Stromberg® carburetors prove their built-in 
economy in the toughest test of all—‘‘city’’ 
driving. They deliver the kind of good gas 
mileage that your car owners want. 

In the 1961 Pure Oil stop-and-go trials at 
Daytona Beach, Strombergs helped Stude- 
baker Larks place first and second in the field 
of 17 cars in Class IV. 


economy and dependability. Specify Strom- 
berg—product of Bendix’ fuel system experi- 


ence of over 40 years. 


Bendix-Elmira 


Eclipse Machine Division 
Elmira, New York 
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Brand Names Week reception for 
the Retailers of the Year, Wehr 
pointed out that manufacturers 
recognize that advertising and 
availability of product go together 
He predicted these specialized sales 
outlets, providing required field 
services will emerge and be ex- 
tended to include garages and re- 
pair shops in addition to large fleet 


operators. 
ob 


Parts Makers 


Elect in Canada 


TORONTO.—J. C. Armer, Toron- 
to, was elected president of the 
Automotive Parts Manufacturers 
Assn, (Canada) at its annual meet- 
ing here, R. W. Keeley, Windsor; 
W. A. Paterson, London, and Don- 
ald F. Thom, St. Catharines, were 
named vice-presidents. 

Directors include L. C. Acker- 
man, A. G. Coulter, O. D. Cowan, 
W. A. Harrison, M. P. Jolley, R. C. 
McPherson, C. E. McTavish, P. 
Merrifield, E. A. Taylor, David R. 
Thom, Donald Thom, Armer, Kee- 
ley and Paterson. 

D. S. Wood is executive vice-pres- 
ident and manager of the associa- 
tion, and Alice O’Neil is secretary- 
treasurer. 

* * * 


Greater Efficiency Called 


Vital to Jobber Salesmen 


MIAMI.—The value of a highly 
trained sales force was emphasized 
at the spring meeting of the Na- 
tional Automotive Parts Assn., with 
every principal speaker dedicating 
a major portion of his address to 
the means for increasing selling 
efficiency. 

In opening the meeting, Don 
Test jr., San Antonio, NAPA presi- 
dent, said that under today’s com- 
petition in the automotive after- 
market, there must be an increase 
in the future selling efficiency of 
jobber salesmen if volume is to be 
increased and profits maintained at 
their present level. 

cd cS 


* 
Merchandiser Rack 


TOLEDO.—A metal merchandis- 
er rack which stocks shock absorb- 
ers is offered by Columbus Parts 
Corp. It holds 16 shock absorbers 
and takes less than one square foot 


of floor or counter area. 
* * * 


Sales Agents Appointed 


WARREN, Mich.—Hinckley My- 
ers Co. has appointed Cantell and 
Greenberg, Abington, Pa., and Ed- 
win R. Werngren, Palo Alto, Calif., 
as sales agents to handle its line of 
service equipment. 

* mn * 


Baldwin Named Rep 


DETROIT.—Roy Baldwin Co., 
21935 Beech Rd., Detroit 41, has 
been appointed Michigan and Ohio 
representative for Kansas Jack 
Speed System of auto-body condi- 
tioning. 

* * * 


Honeycomb Rep Named 


BERKELEY, Calif. — Visioneer- 
ing, Inc., Fraser, Mich., one of the 
largest producers of automotive 
tooling, has been appointed manu- 
facturer’s representative for Hex- 
cel Products, Inc. Hexcel manufac- 
tures honeycomb structural mate- 
rials for military, commercial and 
industrial applications. 

* * * 


Parker Seal Names 2 Firms 


CULVER CITY, Calif. — Parker 
Seal Co. has announced two new 
distributors: Cal-State Seal Co., 
Garden Grove, Calif., and Seals & 
Engineering, Inc., Rockford, IIl. 

* * 


* 


Scholarship Winners Named 


NEW YORK. — Winners of the 
Motor and Equipment Manufactur- 
ers Assn. three summer scholar- 
ships to the Graduate School of 
Credit and Financial Management 
include Frank E. Brence, Flexonics 
Corp., Bartlett, Ill.; Le Grand G. 
Ryan, Thompson Products Replace- 
ment Division, Cleveland, and Ron- 
ald F. Werner, Sealed Power Corp., 
Muskegon, Mich. 

*K 


* * 


Sangster Named Sales Rep 


CHARLOTTE, N. C.—Jim Sang- 
ster Sales Agency has been ap- 
pointed sales representative for 
North and South Carolina by the 
Roly-Door Division, Morrison Steel 
Products, Inc, Sangster also repre- 
sents Morrison’s Mor-Sun Furnace 
and Air Conditioning Division. 
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Abbott Elected President .. . 


Task Force Endorsed 
By NADA Directors 


(Continued from Page 1) 





result in mutually satisfactory so- 
lution of each.” 

During the interval between the 
initial series of meetings and the 
second series of conferences due 
later this month, he continued, the 
manufacturers have requested that 
they be allowed to analyze the con- 
tents of the initial report. 

When the task-force group and 
the manufacturers reconvene, he 
added, Report No, 2 will be pre- 
sented. It will contain more de- 
tailed and specific recommenda- 
tions which the dealer group feels 
must be adopted to correct the 
distribution ills, he said. 

In Report No. 2, the spokesman 
said, the manufacturers also will 
receive the results of the 24 field 
meetings recently conducted 
throughout the country by NADA’s 
Industry Relations Committee. 

The board was told that attend- 
ance at the meetings was excellent, 


of the first phase of its assignment 
following the second series of con- 
ferences with the manufacturers, 

The directors were told that all 
Task Force members were greatly 
encouraged by the apparent sincer- 
ity and concern of the manufactur- 
ers for the economic plight of the 
dealers, and their recognition that 
some immediate steps must be tak- 
en to improve the “current non- 
profitable condition of the retail 

automobile business.” 

The Task Force’s Report No. 1, 
defining areas for consideration 
of prompt action, has been pre- 
sented to each maker, the board 
was informed, 

Outlined in this report, an NADA 
spokesman said, are these three 
problems confronting the auto dis- 
tribution industry: 

1. Decrease in profit opportuni- 
ties. 

2. Lack of a favorable business 
climate. 

3. Lack of business management, 
knowledge and practice. F 
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_ E report points up numerous 

contributory causes to these 
problems,” the spokesman said, 
“and offers several courses of ac- 
tion leading to what is hoped will 


Sixteen Elected 
To New Cadillac 


Dealer Council 


DETROIT. — Members of the 
newly elected 1961-62 Cadillac Dis- 
tributor Dealer Council were an- 
nounced last week by Fredric H. 
Murray, general sales manager of 
the division. 

The 16 members are: Sterling A. 
Orr, Sterling A. Orr, Inc., Spring- 
field, Mass.; W. Harry Peters, 
W. H. Peters, Inc., Hackensack, 
N. J.; Joseph L. Hill, Valley Cadil- 
lac-Oldsmobile, Inc., Roanoke, Va.; 
Edward G. Cooke, Cooke Motor 
Co., Sarasota, Fla.; Gilbert M, Tin- 
ney, Tinney Cadillac Corp., Buffalo. 

Gerald L. Everbach, Standard 
Auto Co., Louisville; Guy S. Garber 
jr., Garber Cadillac Co., Saginaw, 
Mich.; Leslie J. Olsen, Olsen Cadil- 
lac, Inc., Gary, Ind.; Victor E. An- 
derson, Anderson Cadillac, Inc., 
Minneapolis; George R. Stunkard, 
Greenlease-Stunkard, Inc., Tulsa. 

N. J. DeSanders, Lone Star Cad- 
illac Co., Dallas; Marvin K. Brown, 
Marvin K, Brown Cadillac, Inc., 
San Diego; John R. Adrianse, Betts 
Cadillac, Inc., Des Moines; Michael 
C. Lynch, Gettings-Lynch Motor 
Co., Albuquerque, and William F. 
Rountree, Rountree Oldsmobile- 
Cadillac Co., Inc., Shreveport, La. 


Chrysler Opposes 
Speedier Taxation 
On Income Abroad 


WASHINGTON. — Accelerated 
payment of taxes on income earned 
abroad would impair the ability of 
American industry to compete in 
world markets, Chrysler Corp. told 
the House Ways and Means Com- 
mittee Friday. 

Testifying on proposed legislation 
which would tax corporate income 
abroad before it is returned to the 
United States, Philip N. Buckmin- 
ster, former president and manag- 
ing director of Chrysler Interna- 
tional, S. A., and now assistant 
general manager of Dodge, said: 

“We believe it would be unfair 
to American enterprises incorpo- 
rated abroad for sound business 
reasons to subject them to accele- 


with more than 1,200 dealer leaders 
of all makes participating. 

Results of the meetings proved 
conclusively, it was explained, that 
the thinking of NADA’s members 
throughout the nation is in accord 
with that of the leaders of the 
association. 

“There was no inclination to 
merely damn and criticize,” those 
who attended the meetings report- 
ed, 

cd * ok 


“T.URTHERMORE,” the task- 

force members said, “the man- 
ufacturers expressed complete ap- 
proval with the NADA approach to 
this industry problem.” 

Since the initial task-force 
meetings with the manufacturers, 
the association spokesman report- 
ed, there has been frequent con- 
tact between the makers and the 
NADA executive vice-president 
regarding data in Report No, 1. 

He added that NADA headquar- 
ters here has been flooded with 
mail from dealers in all 50 states 
in support of the task force and 
“setting forth constructive ideas as 
to possible remedies for the prob- 
lems involved.” 

Shortly, he said, all NADA mem- 
bers will receive a comprehensive 
printed account of the data includ- 
ed in Reports 1 and 2. 

Prior to being named first vice- 





president at the annual meeting 
last winter, Abbott had served as 
a regional vice-president and chair- 
man of NADA’s National Affairs 
Committee. He is the first Texan 
to head NADA. 

A dealer and an NADA member 
since 1939, Abbott has been NADA 
director for North Texas since 1952. 
He also has been serving as presi- 
dent of the Texas Highway Safety 
Council. 

Lander, a member of the Dodge 
Dealer Council, was chosen 1960’s 
Dealer of the Year by the Saturday 
Evening Post for “citizenship, com- 
munity service and contribution to 
the automotive industry.” 

He is a former president of both 
the Atlanta and Georgia dealer as- 
sociations and several years ago 
was treasurer of NADA. 

x cd * 


PAA Urges Factories 


To Help Dealers Now 


HARRISBURG, Pa.— These un- 
usual times call for “immediate 
factory help to increase dealer 
profits if, in fact, our historic re- 
tail distribution system of automo- 
biles is to survive” and it is not 
a time for a “study of the situa- 
tion,” declares a Pennsylvania 
Automotive Assn. bulletin being 
sent to members. 

In calling for help for dealers, 


Pour it for profit— 
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the bulletin notes “hazy” answers 
by factory executives to dealer 
problems presented at the General 
Motors shareholders meeting last 
month. The bulletin contrasts the 
dealer’s responsibilities, investment 
and work with the low return he 
receives, 


Crofton Builds 
Crosley Engine 


SAN DIEGO.—William B. Crof- 
ton, president of the local company 
which manufactures the Crofton 
Bug car, reports that AUTOMOTIVE 
News erred in stating that Crofton 
Co. had sold tooling manufacturing 
rights for the Crosley four-cylinder 
engine to Homelite Corp, Actually, 
the Crofton Bug is powered by a 
variant of the Crosley engine and 
Crofton manufactures replacement 
parts for Crosley cars, he said. 

Crofton explained that he had 
sold to Homelite rights to a Fageol 
marine engine, but had continued 
to build Crosley engines, which are 
public property. Tools for both en- 
gines were sold to Crofton by 
Fageol Mfg. in September, 1958. 

About 200 Bugs have been sold 
by Crofton, with production now 
ranging from two to four units a 
day. 





the world’s best engine life preserver 


rated U. S. taxation for activities 
carried on entirely outside the U.S. 
in competition with foreign com- 
panies which do not pay such taxes. 
“We also believe that it would 
be unwise to attempt to solve tem- 
porary revenue and balance-of-pay- 
ment problems with measures that 
seem certain to injure American 
companies abroad. In the long run, 
these companies may very well be 
the best means of improving our 
treasury revenues and our balance- 
of-payments position.” 


New symbol for protection—and profit ! 
-It’s the Quaker State engine life pre- 
server, sign of the best motor oil you 
can sell. Years-ahead Quaker State, 
refined from 100% pure Pennsylvania 


Quaker State Oil Refining Corporation, Oil City, Pennsylvania 





Grade Crude Oil, gives your customers 
protection and performance they can 
count on. So—sell the complete Quaker 
State quality line to gain satisfied cus- 
tomers and profits you can bank on. 


©QSORC, 1961 
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IN CHICAGO 


invites you 


TO THE PICK 
CONGRESS 


Michigan Blvd. and Congress St. 


1000 rooms from $8.00 


Cee eeerererseee ee ereeeseseee eee 


Completely air-conditioned 


COCR eee meee eee Hee eeneee eevee 


No charge for children under 12 


eee e eee eee ween eeeeeeeee eeseee 


Television and Radio 


James F. Sheerin, gen'/ mgr. 


eee ereeeseeneeeeere eevee 


HArrison 7-3800 
FREE TELETYPE 
RESERVATIONS 


AT ANY ALBERT PICK 
HOTEL OR MOTEL 





ADVERTISEMENT 


WANTED 


ROSS W. SEALE, Ill 





Description: Approximately 35 years of age. 
About 6'2''—225 Ibs., fair com- 
plexion, black hair, clean cut 
features, neat in appearance, 

Occupation: Automobile salesman. 

Grand Jury, York County, Yorktown, Virginia, 

returned an indictment against Seale April 3, 

1961, charging removal of mortgaged prop- 

erty from state, Property involved is a 1960 

Buick Invicta hardtop sedan, serial #66502I- 

762, color red and white. Warrant also on 

file charging forgery. Sears, Roebuck & Co. 

charges fraud. York County advised they will 
extradite. Virginia State Police have an East 

Coast teletype pickup out for Seale. $50.00 

reward is offered for information leading to 

his arrest and recovery of described car. 

Notify the police and inform above facts. 


"Nick" Allen Motors, Inc. 


7316 Warwick Boulevard 
Newport News, Virginia—Phone CH-46531 


CM CCNA 
News Classified 
ECMO art 


MOTOR | 
MASTER 


periance:onsod ® 











Daily Rate Up 11 Percent... 


May Sales Rise Hailed 
As Climax of Slump 


(Continued from Page 1) 


percent over the April mark, he 
added. 
* * 


* 

ORD dealers sold 142,200 cars 

and 30,800 trucks, Iacocca said, 
and each of the three car lines— 
Ford, Falcon and Thunderbird— 
enjoyed its best sales performance 
of the year in May. 

The total of 173,000 cars and 
trucks exceeded sales of May, 1960, 
by more than 25,000 units, he added. 

Harry E. Chesebrough, Plymouth 
general manager, reported that 
May was the second best month 
of the year, with 27,679 deliveries. 
The total was exceeded only by 
April’s 30,815. 

He said Valiant’s daily rate in 
the last 10 days of the month 
reached its highest point of the 
year, averaging 503 units. The 
daily rate for both the Valiant 
and Plymouth in the last 10 days 
was 1,332, and came within one 
percent of being the best 10 days 
of the year, he added. 

Deliveries by Lincoln-Mercury 
dealers totalled 32,900 units, 12 per- 
cent higher than those in April 
and the highest monthly total since 
last November, according to Ben 
D. Mills, general manager. 

Comet sales were the third best 
for any month since its introduc- 
tion, and Lincoln Continental at- 
tained its best May mark in five 
years with almost 2,500 sales, he 
said. 

May sales of the Comet were top- 
ped only by those in August and 
October, of last year, Mills added. 

* x 


AROLD G. WARNER, Cadillac 

general manager, said May 
sales of 12,303 units exceeded the 
previous month by 2.7 percent and 
brought the total for the calendar 
year to 61,183. 

For the model year to date, he 
continued, Cadillac is more than 
10,000 units ahead of the delivery 
rate in the ’60 model year, 104,529 
this year as against 94,421 a year 
ago. 

Winding up the month with the 


Squabble Flares 
Over Plan to Move 
Gemmer Plant 


(Continued from Page 4) 


Act, Goldberg challenges the rea- 
sonableness of the local’s bylaws 
which are patterned after the In- 
ternational Teamster constitution. 

The civil suit was filed in the 
United States District Court for 
the Northern District of Califor- 
nia. The union has approximately 
1,300 members. 

Court action was based on com- 
plaints received by the secretary 
from several union members. Fol- 
lowing an investigation, Goldberg 
found probable cause to believe 
that the violations had occurred 
and had not been remedied. He 
asks the court to declare: the De- 
cember election void and order a 
new election to be held under his 
supervision, 

Specifically, the suit alleges that 
the union illegally disqualified cer- 
tain members in good standing as 
candidates for office following their 
nomination. 

The union based its disqualifica- 
tion on the local’s bylaws and the 
Teamster constitution which re- 
quire that a member must remain 
in continuous good standing for at 
least two years prior to nomina- 
tion to be eligible for office. 

Continuous good standing under 
the Teamster constitution requires, 
among other things, that each 
member pay his dues on or before 
the first of each month in advance, 
without exception, This, the sec- 
retary charges, constitutes an un- 
reasonable qualification for holding 
office and therefore is in violation 
of the law. 

United States Rubber Co. and 
the Rubber Workers Union have 
signed a new contract affecting 
some 25,000 workers in 18 plants in 
11 states. Agreement came shortly 
before the old pact was to expire. 

—Francis J. GAWRONSKI 





highest daily sales rates in a year, 
Rambler deliveries in May were up 
8 percent over April, according to 
Roy Abernethy, executive vice- 
president. Dealers sold 33,515 cars 
in May, he said. 

He reported strong gains in each 
of the three 10-day periods, rising 
from 9,157 in the first 10, to 11,103 
in the second 10 and to 13,255 in the 
final period. 

Byron J. Nichols, Dodge general 
manager, reported 18,583 car sales 
and 3,676 truck deliveries during 
the month, with the daily sales rate 
in the final 10 days up 39 percent 
over the middle 10. 

* * ® 
fh seoarieerin gem sales were up 18 
percent over April on 31,880 de- 
liveries, and marked the division’s 
best month of the year, according 
to J. F. Wolfram, general manager. 

E. D. Rollert, Buick general 


manager, reported that the best 


Volvo Appoints 
New U.S. Chief 


ENGLEWOOD CLIFFS, N. J.— 
Volvo Import, Inc., announces that 
President Ake Hogman will return 
to Sweden in September. He will 
be succeeded as president by Hans 
Larsson, who has been spare parts 
sales manager in Sweden since 1960. 


Hogman, 47, took charge of the 
United States importing operation 
for Volvo in 1958 after 12 years as 
sales manager for Sweden. Larsson, 
35, was employed by a Swedish 
mining concern before joining Vol- 
vo. He spent two years in the U. S. 
recently on a metal industry survey 
for the Swedish Royal Board of 
Commerce, 


Simca Chief Pledges .. . 


final 10-day period in four years 

pushed May sales to 23,169 units. 

This was almost 4,000 under the 

April total, when Buick wound up 

a two-month sales contest, but 

less than 800 units under last 

May’s 23,951 deliveries. 

Pontiac dealers retailed 28,396 
units in the month, compared with 
32,313 in the like month last year, 
according to S. E. Knudsen, gen- 
eral manager. 

May also was the best month of 
the year for Studebaker, with sales 
rising sharply in the final 10 days 
to bring the total to 7,214, said L. 
E. Minkel, marketing vice-presi- 
dent. Sales were up 11.3 percent 
over April’s 6,481, he added. 

“With the increase in dealer 
orders during the past 60 days, 
Studebaker-Packard retail deliver- 
ies for the second quarter will ex- 
ceed first-quarter sales by a sub- 
stantial margin,” Minkel said. 

+ * oJ 


MA also was a good month for 
several imported-car lines. 

Mercedes-Benz Sales, Inc., a 
Studebaker - Packard subsidiary, 
reported its highest monthly sales 
since the company began distrib- 
uting the car in the U. S. 

J. Bruce McWilliams, sales vice- 
president, said domestic retail and 
tourist deliveries in May totalled 
1,571 units, a 12.6 percent gain over 
April and 11 percent over July, 
1959, the best previous month. 

He added that April-May deliver- 
ies in the U. S. exceeded those in 
the four-year period between 1952- 
1955. 

J. W. Watson, Metropolitan 
sales manager for AMC, reported 
that May sales increased 33 per- 
cent over April on 1,071 deliveries. 
The April count was 803. The 
May performance was the best 
since June, 1960, he added. 

Simca retails rose from 727 in 
April to 745 in May. 

GMC Truck & Coach reported 
May sales of 6,132 units, the best 
month since last October. 

Calvin J. Werner, general man- 
ager, said the May total was nearly 
13 percent higher than the average 
monthly retail deliveries in the four 
preceding months, 





No Dumping in Comeback 


(Continued from Page 8) 


and Kentucky and they are begin- 
ning to do a job for Simca. 

“Moreover, Byers (a veteran 
Chrysler Corp. dealer) has won 
back to Simca several Chrysler 
dealers who had dropped the line. 

“Wherever ‘keys’ have begun 
rolling, sales results have im- 
proved. Our latest ‘key’ is Termi- 
nal Auto Sales in Baltimore, cov- 
ering Delaware and Maryland. 
They are already in with appli- 
cations for associate franchises 
and plan to have 20 sub-dealers 
in the two states.” 

Nunez reported that Simca’s 
dealer total currently is 539, in- 
cluding 398 duals with other Chrys- 
ler Corp. makes and 141 “keys,” 
directs and associates. Hig goal is 
600 to 650 Simca outlets in the 
United States. 

The Chrysler export-import exec- 
utive denied that Chrysler had any 
plans for linking up with Fiat in 
the U. S., as has been done by 


Chrysler of Canada. Fiat, together 


California Senate 
Approves I Pct. 
County Auto Tax 


SACRAMENTO, Calif. — The 
State Senate has passed a bill 
which would permit counties to 
levy a tax of $1 per $100 on the 
market value on automobiles. 

It would be in addition to a tax 
of $2 per $100 of assessed valuation 
which is imposed in lieu of a prop- 
erty tax, The state collects this tax 
and returns the money to the coun- 
ties. 

The new one percent tax pro- 
posal contains a clause that re- 
quires local action to put it into 
effect in each county, but most 
counties and cities have voiced 
support of the measure. 


with Chrysler, is a part owner of 
Simca in France. 

Nunez, just back from a visit to 
Simca headquarters in France, was 
enthusiastic over forward product 
plans for the economy car. He 
withheld on-the-record discussion 
except for a promise that Simca 
would continue to import the low- 
est-priced Etoile four-door sedan 
alone. Higher-priced Simcas have 
not been imported since last sum- 
mer. 

“There is no point in adding 
costlier models to Simca dealer 
stocks in competition with com- 
pacts and lowest-priced stand- 
ards,” he said. “This has hurt 
other imports to a point where 
all these distress sales have re- 
sulted.” 

One of the first moves taken by 
Nunez upon his Simca appointment 
was to terminate an employe dis- 
count-sales program which had 
irked Detroit dealers. 

“We have a responsibility to our 
dealers and I am determined to act 
in their best interests in the face 
of market changes,” he declared. 

Nunez forecast that Simca would 
be free of burdensome inventories 
on an individual dealer basis by 
the end of July. Shipments to deal- 
ers, which he conceded were not 
a market barometer, were boosted 
from 451 in April to 1,057 in May 
because of increased ordering. He 
called this a ‘“‘continued sign of 
progress.” 

As for Volkswagen, whose sales 
have risen despite the general im- 
port slump, Nunez acknowledged 
the “VW phenomenon.” His explan- 
ation for it is that ‘Volkswagen 
has succeeded simply because they 
have done so many things right.” 

Nunez came to the Simca U. S. 
position from Cuba, where he spent 
two years as area sales manager 
for Chrysler International. He 
joined Chrysler in April, 1958, and 
is a native Detroiter. 
—Maynarp M. Gorpon 


NADA Calls for Cut 


In Excise Now 


‘Shot in Arm’ Urged 
To Auto Industry 


WASHINGTON.—A reduction of 
the excise tax on autos, trucks, 
parts and accessories—rather than 
outright repeal—has been urged by 
the National Automobile Dealers 
Assn, 

The appeal in the dealers’ behalf 
was made to the House Ways and 
Means Committee by S. E. Koss- 
man, chairman of NADA’s Commit- 
tee on Governmental Relations. 

“Since outright repeal ... at 
this time would considerably re- 
duce needed revenues, we ask 
only that immediate considera- 
tion be given to the reduction of 
the tax,” he said. 

“Even this small measure of re- 
lief would be welcomed and would 
constitute a Congressional reaffir- 
mation that the manufacturer’s ex- 
cise tax is truly a ‘temporary’ tax 
of an ‘emergency’ nature.” 

Pointing out that the auto in- 
dustry now is in a “depressed state, 
particularly at the retail level,” 
Kossman contended that a tax cut 
“could very well provide the shot 
in the arm that the automotive in- 
dustry needs in order to make its 
full contribution to our national 
economic growth and prosperity.” 

He observed further that last 
year the industry lost 2,500 dealers, 
nearly 300 failed, 22 percent of all 
dealers operated at a loss, and the 
average operating profit before 
taxes as a percentage of sales was 
0.5 percent for the franchised re- 
tailer. 

‘Despite these sobering facts, 
however, automobiles, trucks and 
automotive parts and accessories 
are among the few major manu- 
factured products whose excise 
tax rates have not been cancelled 
or reduced since the Korean 
War,” Kossman continued. 

He also noted that for years 
NADA has appeared before the 
committee seeking repeal of the 
tax, but said “the basic injustice 
inherent in the continuation of the 
tax must be continually reaffirm- 
ed.” 

This must be done, Kossman said, 
“lest the government should er- 
roneously assume that, with the 
passage of time, this tax has now 
become an accepted part of our 
tradition and that taxpayers have 
been conditioned to accept it as a 
permanent appendage to our tax 
structure.” 

Turning to the importance of the 
industry in the nation’s economy, 
he said, “it would be impossible for 
millions of Americans to earn their 
living and contribute to the 
strength and security of our na- 
tion if it were not for the automo- 
bile and truck.” 

He added that surveys have 
revealed that 60 percent of all 
autos are used to drive to work, 

14 percent are used on the job, 
and 75 percent are used for shop- 
ping. 

“Despite the fact that the pas- 
senger car is a necessity, not a 
luxury, for most individuals, the 
present tax rate on automobiles is 
twice the rate on most nonluxury 
consumer durables,” he said. 

Arguing that a healthy auto in- 
dustry is vital to a growing econ- 
omy, Kossman pointed out that in 
a typical year, automotive ‘irms 
buy 20 percent of all steel, 64 per- 
cent of all rubber, 70 percent of all 
plate glass, 64 percent of all up- 
holstery leather, 46 percent of all 
lead, and 48 percent of all malleable 
iron sold in the United States, 


N. C. House Alters 
Tax Proposal 


RALEIGH, N. C.—The House Fi- 
nance Committee of the North 
Carolina Legislature has rejected 
the recommendation of Senate and 
House subcommittees that the sales 
tax on vehicles be raised to 2 per- 
cent from the present one percent, 
with no limit for cars and a $120 
limit on trucks. 

Instead, the House committee 
approved a motion to keep the tax 
at one percent for the first fiscal 
year of the biennium beginning 
July 1 and to increase it only to 
1% percent during the second bien- 
nium. It also set a tax ceiling of 
$120 per vehicle. 


— E> 





Thoughtful 
counsel 


Through 
good times and 


bad, GMAC has 
proved its 


helpfulness to 
General Motors 
Dealers. 


RAL MOTORS ACCEPTANCE CORPOR 


TIME PAYMENT 


PLAN 


Available to General Motors Dealers in 
CHEVROLET + PONTIAC - OLDSMOBILE 
BUICK + CADILLAC new cars and used 
cars of all makes 
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AFC Attacks, GM Defends... 





Foes of GMAC Offer 


Lower-Price Lure 


(Continued from Page 2) 


committee Chairman Celler said his 
bill is aimed at correcting what 
has been described as ‘“‘monopolis- 
tic tendency in the automobile in- 
dustry and a similar tendency in 
the businesses of financing and in- 
suring automobile purchases, which 
contravene the national antitrust 
policy against monopoly and mo- 
nopoly power.” 

Celler acknowledged that the 
bill principally affects GM and 
GMAC, but he noted it would also 
affect Ford and Ford Motor 
Credit Co. as well as any other 
auto manufacturer that may wish 
to enter the business of financing 
or insuring installment sales of 
cars. 

He said his bill had been intro- 
duced “in response to numerous 
allegations, first, that GM _ utilizes 
GMAC as an instrument of sales 
policy, thereby obtaining an undue 
competitive advantage over other 
manufacturers of motor vehicles 
and, second, that the tremendous 
resources of GM give GMAC a dis- 
criminatory and monopolistic ad- 
vantage over independent automo- 
bile sales finance companies.” 


During the first day. of arguing, 
most of the testimony had to do 
with the position of GM dealers 
and the possible effects of a spun- 
off GMAC on consumer pricing. 

Factory-dealer relationships were 
discussed at length and the AFC 
cited National Automobile Dealers 
Assn. figures on dealer profit. 

The record was flooded with doc- 
uments—including an article from 
AUTOMOTIVE News (April 17, 1961) 
concerning an open letter from a 
Pontiac dealer to Henry Ford II, 
criticizing the stimulator - dealer 
concept. 

Much of what appeared in the 
lengthy statements was a rehash 
of the 1959 hearings before the 
Kefauver subcommittee. 

Out of the mass of statistics 
came two noteworthy items: 

1. AFC’s decision to emphasize 
the plight of the non-GM dealer 
and the advantage of the GM 
dealer because of his “pack” and 
reserves. 

2. The attempt by some subcom- 
mittee members to get AFC to put 
up or shut up in its charges that 
GM was violating its 1952 consent 
decree. 

Almost all of Jones’ attack was 
directed at General Motors, but he 
had this to say about Ford Motor 
Co.: “GM’s power over dealers by 
controlling finance and insurance 
is why Ford is imitating GM in 
securing its finance and insurance 
subsidiary.” 

The AFC also charged that GM 
has violated a 1952 consent decree 
which, among other things, dealt 
with the allegation that GM had 
coerced its dealers to finance 
through GMAC. 

Rep. George Meader, Michigan 
Republican, asked if AFC or any 
of its member companies had sub- 
mitted evidence to the Department 
of Justice or the Federal Trade 
Commission that GM had violated 
its decree. 

David B. Cassat, a former 

AFC president, said AFC had 
done so. Meader asked Cassat to 





Romney Expects 
90% Compact Sales 


ST. PAUL.—Compact cars will 
make up more than 50 percent of 
this country’s new-car sales by the 
end of 1961, George Romney, presi- 
dent of American Motors, asserted 
here. Romney, who was here to 
give the commencement address at 
Macalester College, also made com- 
ments about the industry. 

“General Motors and Ford wili 
undertake to preserve their leader- 
ship position this fall by bringing 
out compact Chevrolets and Fords,” 
Romney said. 

“Personally,” Romney said with 
tongue in cheek, “I'd love it if the 
Big Three moved back and concen- 
trated on their gas-guzzling dino- 
saurs” (a favorite expression of 
his). 





put the evidence into the record, 
but Cassat said he thought it en- 
tirely improper. 

Rep. Byron G. Rogers, Colorado 
Democrat, also requested “evi- 
dence” to see whether GM had vio- 


lated the decree. Celler suggested | |} 


that the alleged instances of co- 
ercion could be made available to 
the subcommittee but kept out of 
the record. It was decided to rule 
on the matter at a later date. 


Jones said that the kind of co- 
ercion he meant was to load the 
dealer with inventory—sometimes 
in parts—or by holding back on 
needed cars and trucks. He said it 
would be difficult to get dealers to 
testify to these matters. 


Rep. William McCulloch, Ohio 
Republican, said that Congress 
could not legislate on rumors, but 
that if Jones could get factory 
agents or dealers to testify on mis- 
treatment by controlling inventory, 
then there would be some basis for 
possible action. 


Cassat said GMAC had far great- 
er leverage in securing money at 
favorable terms than independent 
finance companies. He challenged 
GMAC “to come out from behind 
General Motors’ maternal skirts” 
and create a truly free market. 


He said GMAC and the banks 
take the “cream” and leave the 
hard-to-finance deals to the in- 
dependents. 

Cassat asserted that in a few 
years, there is a danger that a 
couple of auto finance subsidiaries 
could take over 85 percent of the 
business of handling auto paper. 
Then, he predicted, they would not 
be so cheap or so “benevolent.” 

Loevinger, the new antitrust 

chief, departed from previous Jus- 
tice Department policy by giving a 
limited endorsement to the Celler 
bill. In the past the department has 
been opposed to special-situation 
legislation. 

“The situation with which H.R. 
71 is concerned has been the ob- 
ject of antitrust attention for at 
least 23 years,” he said. “In all 
candor, it must be conceded that 
the antitrust division has not yet 
succeeded in taking effective ac- 
tion. 

“Legislative action would cer- 
tainly be swifter and more certain 
than any possibility offered by liti- 
gation. It seems to me it would be 
quite reasonable for Congress to 
conclude that legislative action is 
now called for in these circum- 
stances.” 

Also testifying was Dixon, new 
FTC chairman and former chief 
counsel of the Kefauver subcom- 
mittee in its extensive 1959 investi- 
gation of GM-GMAC and its in- 
quiry into “administered” prices in 
the auto industry. 

As far as FTC and divorcement 
is concerned, Dixon said, “whether 
so drastic a remedy is necessary at 
this time or whether the existing 
situation could be sufficiently amel- 
iorated by the enactment of pend- 
ing legislative proposals requiring 
‘truth in disclosure’ of automobile 
financing, is a matter which Con- 
gress should consider and resolve.” 

Dixon later specifically identified 
the bill he referred to as the meas- 
ure proposed in the Senate by Sen- 
ator Paul A. Douglas, Illinois Dem- 
ocrat. 

Dixon said that he felt that as 
long as GM and GMAC had a 
family relationship there was 
“little chance of competition” in 
the financing and insuring of 
automobiles. He said the situa- 
tion in 1959 was bad and, with 
Ford now in the field, it was “not 
going to improve.” 

As an individual, but not as FTC 
chairman, he said he felt that the 
situation must be resolved by Con- 
gress or not be resolved for years 
and years because of great legal 
technicalities. 

Loevinger testified that GMAC 
was not a small, struggling com- 
pany that would be forced out of 
business by divestiture, and he 
thought competition would improve 
with divorcement. 





Members of the eight-man National Distributor Advisory Council of Mack Trucks, 
Inc., seated around table, are shown during their annual meeting in New York. 
Grouped around table at rear are Mack's sales, engineering and administrative ex- 
ecutives. Council members, seated, from left, are C. R. Horner sr., Vineland, N. J.; 
F. A. Maddox sr., Memphis; William L. Cook, Jackson, Miss.; H. O. Kriete, Milwaukee; 


R. E. Mason jr., Columbus, O., chairman; 


E. Conway, Rochester, N. Y.; J. McCarthy, 


Lawrence, Mass., and C. G. Wyllie, Twin Falls, Id. 


Donner Calls 


Finance Bill 


Blow to Dealers, Buyers 


WASHINGTON. — Enactment of 
legislation to prohibit motor-vehicle 
manufacturers from financing and 
insuring the sales of their products 
would be “contrary to the interests 
of dealer, retail purchasers and the 
economy generally,” Frederic G. 
Donner, Genera] Motors chairman, 
declared Friday. 

Donner appeared before the 
House Antitrust Subcommittee to 
argue against a finance divesti- 
ture proposal aimed primarily at 
General Motors Acceptance Corp. 

Donner said such legislation 
would increase rates to consumers 
and would interfere with the order- 
ly marketing of autos. He said it 
might mean that some parts of the 
nation would not be adequately or 
competitively served by financing 
facilities. 

Other points mentioned by Don- 
ner included the following: 

1. It represents “discriminatory 
legislation in its most extreme 
form,” he said, because it would 
prohibit vehicle makers from fi- 
nancing and insuring sales of their 
products, while permitting manu- 
facturers in other fields to continue 
to do so. 

2. The legislation is sponsored by 
“certain sales finance companies 
who apparently wish to insulate 
themselves from the rigors of ef- 
fective and fair competition,” Don- 
ner declared. 

3. The contention that free 
competition does not exist in the 
motor-vehicle industry and that 
GM and GMAC occupy monopoly 
positions is “obviously false,” he 
said. 

For some years, Donner said, 
GMAC has accounted for only 
about one-fifth of the retail auto 
credit extended in the United 
States—18 percent last year. 

4. Donner said that GMAC is not 
in a position to borrow at a lower 
cost than other major companies, 
and he denied that GM, subsidizes 
GMAC. 

Charles G. Stradella, GMAC 
chairman, told the subcommittee 
that he wanted to “clear up a num- 
ber of incorrect and misleading 
statements” which have been made 
concerning GMAC. 

Citing Federal Reserve Board fig- 





Court Issues Injunction 


In Dissolution of Deal 


JACKSON, Mich. — Dissolution 
of a 24-year-old Munith auto 
dealership by two brothers has 
led to a Circuit Court order 
against one brother and the ap- 
pointment of a receiver. Verl E. 
Stowe, partner in Stowe Brothers 
Ford, was restrained from col- 
lecting debts or selling assets in 
the business, and Charles M. 
Hesketh was named receiver and 
ordered to take stock of remain- 
ing assets. 

The injunction suit was filed by 
Hazen F, Stowe through his wife 
and guardian, Clara Stowe, who 
said he has been seriously ill for 
some time. The suit charged that 
Verl Stowe has collected “several 
thousand dollars” in excess of 
his share in the business, 





ures, he said the “percentage of 
automobile installment credit ex- 
tended by GMAC, currently 18 per- 
cent, has remained fairly steady 
for some years” and is lower than 
it was before World War II. 


Although GMAC has been in 
business since 1919, he said, 
“competitors of GMAC finance 
over 80 percent of all automobile 
installment credit purchases and 
over 55 percent of such purchases 
from General Motors dealers.” 


According to Stradella, “any loss 
of position in recent years by other 
sales finance companies is because 
of gains by commercial banks, 
credit unions, small loan companies 
and others, and not because of 
GMAC.” 

He added, “GMAC knows of no 
dealers doing business with it as 
a result of coercion by anyone. A 
General Motors dealer is free to 
do his financing business . . . with 
whomever he chooses and to the 
extent that he desires.” 

In answer to charges that GMAC 
enjoys higher net profits than the 
average for the industry, Stradella 
declared that GMAC’s net income, 
as a percent of average earning 
receivables, is lower than that of 
its principal competitors.” 

F. W. Misch, Chrysler Corp. 
finance vice-president, agreed with 
Donner in testimony Friday that 
competition in auto financing 
would be weakened to the detri- 
ment of the public if auto makers 
were deprived of the right to enter 
that field. 


‘Financing by manufacturing 
companies,” he said, “as well as 
the right of other manufacturers 
to enter the field, tends to keep 
the quality of credit services up 
and credit rates down, that is, to 
assure effective competition. 

‘In a word, automotive financing 
activities by manufacturers—those 
in existence and any in prospect— 
are a stabilizing influence in the 
financing market as a whole.” 

Chrysler does not have a finance 
subsidiary, but Misch said the com- 
pany is interested in preserving the 
“basic freedom to engage in financ- 
ing and other currently lawful ac- 
tivities at such times as we may 
consider appropriate.” 

Misch also told the subcommit- 
tee, “It now appears that despite 
the progress we have made in im- 
proving dealer financing, the only 
adequate solution for some dealer 
problems may be for Chrysler Corp. 
to enter the financing field. 

“Against this eventuality, we are 
highly interested in preserving the 
right to enter the financing field.” 


From Ford to Chevy 


DETROIT.—Harry Demorest has 
been named general manager of 
Hanley Dawson Chevrolet, Inc., 
14501 W. Seven Mile Rd. He for- 
merly was president of Harry Dem- 
orest Ford, Inc., Ferndale, which 
will continue to operate under that 
name. 


O’Daniel Urges 14 


Dealer Reforms 


Uniform Discounts, 
Aid on Stocks Asked 


LOUISVILLE. — A 14-point fac- 
tory-dealer relations program has 
been distributed to members of the 
Kentucky Automobile Dealers Assn. 
The points were suggested by Jos- 
eph E, O’Daniel, Evansville (Ind.) 
dealer during the Task Force hear- 
ings conducted by the National Au- 
tomobile Dealers Assn. 

Here is O’Daniel’s program: 

1. Uniform traditional discounts 
on all cars, 

2. Development of a redistribu- 
tion program that will balance 
dealer inventories. 

3. Develop a plan that will re- 
quire the manufacturer to share 
dealer inventory costs of slow mov- 
ing units and out-of-line inventory 
conditions. 

4. Develop a uniform industry 
yearend step-rate discount plan 
that will give the customer an in- 
centive to buy late in the year and 
avoid the increasing market delay 
that results in waiting for special 
bonuses and discounts. This would 
minimize dealers’ subsidizing year- 
end and new-car cleanup costs. 

5. Develop an industry policy 
that makes all bonuses and spe- 
cial incentives available to deal- 
ers from the first car sold. This 
will avoid penalizing a good deal- 
er and rewarding a poor dealer. 
Merchandise prizes and trips can 
continue on a quota basis. 

6. Develop a special discount plan 
for dealer demonstrators such as 
that applicable to factory execu- 
tives’ cars and cars used by the 
factory field force. 

7. Increase the driver-training 
car discounts to equal that applica- 
ble to the demonstrators and field 
force cars. 

8. Relocate dealers in areas that 
no longer offer a proper dealer op- 
portunity. 

9. Close dealer points in small 
fringe areas that must depend upon 
sales outside of their area of mar- 
keting responsibility. 

10. Develop a true quality dealer 
program that will restore dignity 
and a reasonable profit to the in- 
dustry. 

11. Develop a joint dealer-manu- 
facturer public relations program 
that will build a desired public 
image. 

12. Research and develop a 
quality quick-service approach 
that should retain the traditional 
dealer service volume. 

13. Liberalize and simplify the 
parts discount and parts wholesale 
plan. 

14. Develop a dealer-controlled 
service-maintenance policy such as 
that used in the office-machine and 
television industries. 


PC to Buy Firm 
In Turbine Field 


HAGERSTOWN, Ind. — Agree- 
ment on acquisition of Schellens 
True Corp., of Ivoryton, Conn., by 
Perfect Circle Corp. is announced 
by W. B. Prosser, president of Per- 
fect Circle, and E. L. Schellens, 
president of Schellens True. The 
purchase will be made by an ex- 
change of stock, the details of 
which were not disclosed. 

Prosser stated that Perfect Cir- 
cle long has been interested in 
participating in the development of 
turbine engines. Schellens True 
produces turbine blades and tur- 
bine wheels for gas and steam tur- 
bines, compressors, blowers, pumps 
and auxiliary equipment. 


VW Denies Early Plan 


To Increase Prices 


WOLFSBURG, West Germany. 
—A Volkswagenwerk spokesman 
denied a report last week that a 
price increase was being contem- 
plated soon for the 1200 series. 
A similar denial was forthcom- 
ing from Volkswagen of America. 

VW officials said last month 
that higher costs and improve- 
ments in the conventional two- 
door sedan made a price boost 
“nearer” than a decline, leading 
to the report that a rise was im- 
minent. But no change in prices 
“is being considered at the pres- 
ent time,” a spokesman said. 
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Weekly Rate Closer to Year Ago... 








Model Run Tops 4% Million 


(Continued from Page 1) 


marked a 26.6 percent boost from 
the 1,199,112 compacts built 
through the end of May during 
the 1960 model run. 

Comet and Falcon have taken 
34.4 percent of ’61-model compact 
output. Their 522,060 assemblies is 
a boost in production of 39 percent 
from the like period of 1960. 

The two Ford Motor units and 





Corvair, in fact, were the only 
makes showing model-run output 
boosts from a year ago. Corvair was 
up from 211,087 to 236,687 units. 


* * * 


O* THE other compact makes 
that were in production during 
the ’60 season, Rambler at the 
end of May was off from 359,670 to 
300,881 and dropped from the No. 1 
to the No. 2 spot in the group; 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 














Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
June 10, Week, June 3, Output, Junell, June 10, 
1961 1960* 1961* May* 1960* 196L 
AMERICAN MOTORS 
INE: ss idussiviarseisivclacts 9,800 11,798 5,936 38,036 245,268 154,021 
CHRYSLER CORP.**.. 15,750 24,414 7,963 60,410 545,192 250,557 
Chrysler Division ...... 2,250 2,194 1,287 8,901 51,620 43,959 
NO cacsussccsesccesases 2,100 1,788 1,207 8,624 43,686 40,759 
BOUTIN si cscsicsssorsonece 150 406 80 277 7,934 3,200 
Dodge Division .......... 5,300 10,614 3,370 20,358 208,272 718,549 
Dart-Polara _............ 4,300 10,614 2,725 16,194 208,272 59,794 
SINE. =< kicasp ciirsscveonivinn MOU. sasedtains 645 Gaee . seshvarrns 18,755 
Plymouth Division .... 8,200 11,441 3,306 31,151 270,067 128,049 
Plymouth. .................. 4,800 4,841 1,157 17,897 134,461 75,514 
WE ncnss¥ccdeseseisvins 3,400 6,600 2,149 13,254 135,606 52,535 
FORD MOTOR .............. 38,006 37,284 28,038 179,589 914,985 715,673 
Ford Division .............. 30,480 29,737 22,620 147,024 755,488 582,502 
Ni ere csaiserevsbowecxes 11,920 10,647 9,749 58,054 236,794 216,484 
Ford (Std.) .............. 16,575 16,831 11,624 79,900 473,963 323,374 
Thunderbird ............ 1,985 2,259 1,247 9,070 44,731 42,644 
L-M Division .............. 7,526 1,547 5,418 32,565 159,497 133,171 
, 4,460 4,697 3,424 20,123 65,022 74,609 
NI  dicactscsassersencies 620 256 354 2,080 10,492 14,052 
Mercury ...................... 2,446 2,594 1,640 10,362 83,983 44,510 
GENERAL MOTORS .. 63,215 63,370 42,787 257,949 1,664,421 1,208,160 
Buick Division ............ 6,330 5,572 5,113 25,744 147,042 114,435 
Buick (Std.) ............ 3,780 5,572 3,093 15,782 147,042 78,150 
MIEN sscevehascavceesioveins eee. aendan 2,020 MEO igdecctacar 36,285 
CID vasciciiecesrvsetivsinss 3,360 3,433 2,032 12,829 80,990 74,317 
Chevrolet Division .... 38,300 37,534 24,828 160,634 1,011,638 728,481 
COB VEED «a. icicsscsccscssccisss 8,000 1,646 5,769 34,087 136,080 160,817 
Chevrolet (Std.) .... 30,300 35,888 19,059 126,547 875,558 567,664 
Oldsmobile Division .._ 6,725 71,559 5,054 24,759 194,079 133,109 
BOM: Seip anscnvavarbibosceias ee ake 896 Ee. aiseatsvee 28,886 
Oldsmobile (Std.) .. 5,430 7,559 4,158 19,346 194,079 104,223 
Pontiac Division ......... 8,500 9,272 5,760 33,983 230,672 157,818 
Pontiac (Std.) ........ 5,700 9,272 4,118 21,396 230,672 103,172 
Tempest ou... nee 1,642 12,587 __se......... 54,646 
S-P CORP. 
MMM cicccasbss civsobvocsasverouvicss 1,580 2,557 921 6,319 58,338 27,151 
CHECKER. ..............s00000 125 134 78 562 3,747 2,679 
Total Cars, U. S.** ....128,476 139,557 85,723 542,865 3,431,951 2,358,241 


**Totals for 1960 include DeSoto production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 














Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 

June 10, Week, June 3, Output, Junell, June 10, 

1961 71960* 1961* May* 1960* 1961 
CHEVROLET .................. 7,800 7,107 4,959 33,236 219,766 151,375 
DIAMOND T ................... 42 49 39 152 1,405 7183 
38 50 199 1,969 1,012 
486 979 6,417 36,500 29,590 
7,597 4,281 31,277 179,469 152,359 
2,334 839 6,094 54,088 30,409 
2,653 2,563 14,082 63,296 65,902 
378 150 871 6,798 4,443 
461 99 167 7,562 3,517 
418 303 1,605 8,901 7,859 
3,297 2,402 8,210 69,078 48,222 
96 80 410 2,033 2,096 
Total Trucks, U.S. .... 24,015 24,914 16,744 103,320 650,865 497,567 


Total Cars, Trucks, 
WD, Pe cstcisctansnannen 152,491 


164,471 102,467 


646,185 4,082,816 2,855,808 





CANADIAN PRODUCTION—CARS 





























Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
June 10, Week, June 3, Output, Junell, June 10, 
1961 1960* 1961* May* 1960* 1961 
CHRYSLER CORP. .... 1,225 1,337 1,218 5,515 28,063 21,916 
FORD MOTOR .............. 2,050 2,451 1,990 9,081 53,957 45,985 
GENERAL MOTORS .. 4,175 4,228 4,168 18,227 102,941 86,467 
AMERICAN MOTORS BOP sséecavsce 180 a ~ \angencacs 2,960 
BH CUTER. ncn cesecsescesseavsses 160 160 160 544 2,685 2,736 
Total Cars, Canada.... 7,790 8,176 7,716 34,141 187,646 160,064 
CANADIAN PRODUCTION—TRUCKS 
Week Week dan. 1 Jan. t 
Ended Same Ended Total To To 
dune 10, Week, June3, Output, Junell, June 10, 
1961 1960* 1961* May* 1960* 1961 
CHRYSLER CORP. .... 160 141 157 701 3,369 3,496 
FORD MOTOR. .............. 350 439 481 1,727 10,159 8,748 
GENERAL MOTORS.. V5 817 V5 3,431 21,182 15,264 
INTERNATIONAL. ...... 260 237 267 1,218 5,942 5,638 
Total Trucks, Canada = 1,545 1,634 1,680 74,077 40,652 33,146 
Total Cars, Trucks, 
MII a ican cect stecssasicee 9,335 9.810 9,396 41,218 228,298 193,210 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....161,826 174,281 111,863 687,403 4,311,114 3,049,018 


*Revised. 


Valiant was down from 143,520 to 
111,644 and Studebaker from 109,- 
349 to 60,551. 


Among the four new makes 
that didn’t appear on the assem- 
bly scene until the opening of 
the 1961 model season, Pontiac 
Tempest led with 83,192 assem- 
blies at the end of May; Buick 
Special had 69,490; Oldsmobile 
F-85 had 67,052, and Dodge Lan- 
cer, 66,229. 

Although the industry has been 
increasing production schedules in 
recent weeks, ’61-model output still 
lagged 333,273 units or 7 percent 
behind the same period of the 1960 
model run at the end of May. 

Total ’61-model car output 
through May this year totalled 
4,394,210 units, compared with 
4,727,483 of last year’s vintage built 
through the same date of 1960. 

ok * * 
a only other price group in ad- 
dition to the compacts, to show 
a numerical gain in output over a 
year ago was the highest-price 
class, which rose from 146,001 to 
150,450 assemblies. 

Cadillac, which along with 
Lincoln and Imperial compose 
the highest-price group, raised its 
production from 107,709 to 118,- 
603 cars and accounted for 78.8 
percent of total group output. 

The only other group that had a 
make showing a numerical boost 
from a year ago was the medium, 
where Chrysler rose from 59,883 to 
71,370. Altogether, however, the me- 
diums were off from 1,102,215 as- 
semblies a year ago to 813,443 this 
year, a 26.2 percent decline. 

In the low-price standard group, 
production was off from 2,280,155 
assemblies a’ year ago to 1,912,531 
units this year—a decline of 16.1 
percent. 

* * * 

T NOW is estimated that the in- 

dustry will complete the 1960 


model run with some 5,340,000 as- 
semblies — a 12.8 percent decline 
from the 6,011,482 units turned out 
a year ago, and the lowest level 
model-run assemblies have reached 
since 1958. 

One reason for the lower out- 
turn will be the earlier change- 
over dates scheduled by the man- 
ufacturers this year. First to go 
down will be Studebaker, which 
is scheduled to build out on ’61 
models the last week of this 
month, 

Scheduled to shut the middle of 
July will be all General Motors 
makes except Chevrolet. Chrysler 
Corp.’s three divisions will begin 
building out the last week of July. 
Chevrolet and American Motors are 
scheduled for early-August build- 
outs and Ford Motor will bring up 
the rear sometime in late August. 

Studebaker, Cadillac, Buick, Pon- 
tiac, Oldsmobile and Chrysler Corp. 
are expected to begin production of 
’62 models early in August. 
* oe * 

OMMERCIAL-CAR output last 

week totalled an estimated 
24,015 units, compared with 16,744 
units turned out a week earlier, 
and 24,914 trucks built during the 
week ended June 11 a year ago. 

Truck production for May to- 
talled 103,320 units, compared 
with 96,875 units turned out in 
April. 

Canadian manufacturers turned 
out an estimated 9,335 cars and 
trucks last week, compared with 
9,396 vehicles a week earlier, and 
9,810 cars and trucks built during 
the week ended June 11 last year. 

A breakdown of Canadian opera- 
tions showed the makers turning 
out 7,790 cars and 1,545 trucks last 
week, compared with 7,716 cars and 
1,680 trucks the previous week. 
During the week ended June 11 last 
year, the makers turned out 8,176 
cars and 1,634 trucks. 

Canadian makers turned out 
41,218 cars and trucks in May, 
compared with 35,834 vehicles pro- 
duced in April. 
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As of May 31... 


‘6l-'60 Model 
Production by 
Price Group 


Compacts 

1961 1960 
Pos. Make Pos. 
1— 372,009 Falcon 319,054— 2 
2— 300,881 Rambler 359,670— 1 
38— 236,687 Corvair 211,087— 3 
4— 150,051 Comet 56,432— 6 
5— 111,644 Valiant 143,520— 4 
6— 83,192 Tempest ........ 
I— 69,490 Special ......... 
S— 67,052 F-85 =... 
9— 66,229 Lancer _........... 
10— 60,551 Stude.* 109,349— 5 

1,517,786 Total 1,199,112 


*Studebaker total includes both Lark and 
Hawk production, 


Standards 

1961 1960 
Pos. Make Pos. 
1— 974,480 Chev, 1,054,230— 1 
2— 633,183 Ford 7177,038— 2 
38— 165,858 Plym. 213,075— 4 
4— 139,010 Dart 235,812— 3 

1,912,531 Total 2,280,155 

Mediums 

1961 1960 
Pos. Make Pos. 
1— 205,635 Pontiac 302,988— 1 
2— 203,362 Olds. 272,856— 2 
38— 161,451 Buick 209,300— 3 
4— 97,965 Mercury 130,474— 4 
5— 171,370 Chrysler 59,883— 6 
6— 58,139 T-Bird 65,053— 5 
I— 12,487 Polara 39,397— 7 
8— 3,034 DeSoto 22,264— 8 

813,443 Total 1,102,215 

Highest-Priced 

1961 1960 
Pos. Make Pos. 
1— 118,603 Cadillac 107,709— 1 
2— 20,679 Lincoln 21,714— 2 
38— 11,168 Imperial 16,578— $3 

150,450 Total 146,001 

Grand 
4,394,210 Total 4,727,483 





FTC Chief Lashes False Ads 


By Helen Kahn 
Washington Staff Writer 


WASHINGTON.—In false adver- 
tising situations, the victimized 
public and the injured competitor 
are entitled to the hardest-hitting 
program of law enforcement the 
Federal Trade Commission can de- 
velop, according to Paul Rand Dix- 
on, FTC chairman. 

Addressing the Advertising 
Federation of America, Dixon 
said he “places little stock in 
evangelism as a substitute for 
law enforcement.” 


He said that such educational 
efforts are not unproductive, but 
he added: “I am inclined to be- 
lieve that few indeed are the mis- 
representations for a product that 
are made through ignorance or 
naivete.” 

False advertising cases will still 
flood FTC, Dixon asserted, because 
some firms “are going to gamble 
that bigger profits will outweigh 
the combined dangers of dissatis- 
fied customers (vengeful competi- 
tors and state and Federal author- 
ities.” Some will succeed, he said, 
but “plenty more are going to get 
caught.” 

Dixon continued: “We at the 
FTC often wonder -at the short- 
sightedness of a merchant who, 
with a good product to sell and a 
good reputation to maintain, will 
risk so much for that extra buck. 

“Is there such a paucity of 
legitimate selling imagination on 
the part of advertisers that they 
must resort to deception and 
hucksterism? I don’t think so. 
The very fact that FTC orders 
halting false claims have done 
so little hurt to the sales volume 
of otherwise reputable merchants 
is evidence that the firms’ false 
advertising was not necessary.” 

Along the same line, Daniel J. 
Murphy, assistant director of 
FTC’s Bureau of Litigation recent- 
ly told the American Management 
Assn. that false advertising has al- 
ways been the main concern of 
FTC. 

“Today, we have 54 volumes of 
commission and court decisions,” 
he said, “and 70 percent of the de- 
cisions involve false advertising or 


other unfair and deceptive prac- 
tices.” 

Murphy said that under a “new 
and dynamic leadership, it is ex- 
pected that latent powers of the 
commission, not adequately used or 
used infrequently, will be brought 
into active and effective use.” 

He also predicted that the FTC 
will continue and increase its activ- 
ities relative to television commer- 
cials and demonstrations. 

Dixon told the advertisers that 
FTC plans to make increased use 
of its power to demand informa- 
tion from corporations by ques- 
tionnaires. 

“While this authority has been 
denounced as mail-order investiga- 
tion,” he said, “it is a very useful 
investigative tool, and it will be 
used to an unprecedented degree. 

“Another tool that will be 
brought into far more frequent use 
is the investigational subpena.” 

Dixon also discussed the changes 





Dealer Wins Trip— 


George Satori, right, sales manager, 
Freeman-Spicer (Mercedes-Benz), South 
Bend, accepts a ‘diamond jubilee achieve- 
ment award” from J. Bruce McWilliams, 
vice-president, Mercedes-Benz Sales, Inc., 
Studebaker-Packard, as Heinz Waizen- 
egger, M-B national sales manager, looks 
on. Achievement awards are being pre- 
sented to American M-B dealers who qual- 
ify for the 10-day all-expense paid trip 
for two to Austria and Germany as guests 
of Mercedes-Benz Sales. Some 412 persons 
—dealers, their wives and M-B Sales of- 
ficials will make the trip to help Daimler- 
Benz celebrate its 75th anniversary. The 
first group will leave New York July 17. 
Others will leave July 24 and Awg. 20. 


planned within FTC to speed up 
the handling of cases. He said 
policing of deceptive practices will 
be handled by a single bureau— 
from the entering of a case for 
investigation to the trial of the 
issues. 

Another change would involve 
faster scheduling of hearings, and 
a third is concerned with the dele- 
gation of authority. 

“Routine cases ending in con- 
sent orders,” Dixon said, “need 
not take precious time from 
hearing examiners whose talents 
are far better expended on con- 
tested cases. The negotiations 
leading to a consent order are 
far better handled by FTC’s gen- 
eral counsel.” 

The changes are part of the ad- 
ministration’s reorganization plan 
number four, which has caused 
some congressional dissent. 

One FTC member doesn’t care 
for the reorganization program. 
Sigurd Anderson, a Republican, 
told the House Government Opera- 
tions Committee he doesn’t think 
the plan igs necessary. 

Anderson saw dangers in the 
delegation of authority and said he 
feels that the administration pro- 
posals vest too much power in the 
FTC chairman. 

Dixon answered Anderson’s criti- 
cism in an appearance before the 
Senate Commerce Committee. He 
maintained that the recommenda- 
tions would not lessen the “status, 
duties or independence of indi- 
vidual commissioners.” 

Also urging approval was 
James M. Landis, President Ken- 
nedy’s special assistant on regu- 
latory agencies. He is the main 
author of the plan. He contended 
that reorganization is necessary 
because the business of the FTC 
has increased sharply and is like- 
ly to continue increasing. 

Landis said the only objective of 
the reorganization is efficient oper- 
ation by giving the chairman more 
authority and permitting the com- 
mission to delegate more work. 

He added, however, that al- 
though the plan will accomplish 
much, it will not speed up the in- 
vestigative side of the commission’s 
work, 
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Contrasted with Other Retailers .. . 





Auto Dealers Run Hardest Track 


(Continued from Page 3) 


taining a price that is lower than 
that offered some other customer. 
+ * co 
— factors make it easy for the 
consumer to be sure of the 
quality of what he is purchasing— 
national brand advertising and a 
limited number of lines in the field. 
An auto maker promotes his 
brand from coast to coast. The 
customer is presold on the idea 
of buying a certain car. The nor- 
mal result is that the customer 
decides to buy a given make and 
then shops from dealer to dealer 
to see where he can get the car 
for the best price. 

The customer feels that he will 
get the same car at any dealer- 
ship for that make, and the selec- 
tion of the dealership is of no im- 
portance. 

The auto dealer’s stake in na- 
tional advertising is a knife that 
cuts both ways. The factory adver- 
tises at great expense and more or 
less delivers the prospect, or at 
least shopper, to the dealer’s door 
at no cost to the dealer. But the 
shopper who is sent in for nothing 
may very well be worth exactly 
nothing to the dealer. 

* 


ee auto retailing with 
sales of new homes. There is 
no such thing as national brand 
advertising in home sales. Each 
developer puts up his model homes 
and tries to sell them on their mer- 
its. The homes in each development 
will differ greatly from those in 
other developments. 

The home prospect shops from 
development to development, finds 
what he thinks is the home for 
him and makes a purchase. Once 
he has made a selection, chances 
are that he can have that home 
in only one development and from 
only one builder. For quality, he 
igs buying the builder as much as 
the house. 

While national brand advertis- 
ing is an important factor in 
auto retailing, it would be a great 
oversimplification to think that 
all customers are developed by 
these ads, There are always such 
things as the customer’s loyalty 
for a given make, local advertis- 
ing by the dealer, the dealer’s 
reputation and his ability to con- 
vert service customers into car 
buyers. 

The number of companies which 





Obituaries 


Max F, Ladt 
CLARKSDALE, Miss.—Max F. Ladt, 
71, former Willys dealer here, died May 23 
after a heart attack. 
* 





* * 


Robert E. Livingston 
MIAMI.—Robert E, Livingston, 63, 
used-car dealer in Miami for 37 years, died 
May 19. He came here from Atlanta in 
1924 to establish Livingston & Walden 

Motors. 
* * * 
Durbin H. Downey 
SHEFFIELD, Ill.—Durbin H, Downey, 
68, a former auto dealer in Princeton, 
Ill., died May 28 in St. Louis. 
* « * 
Maurice J. Madden 
MANCHESTER, Conn, — Maurice J. 
Madden, 80, said to be Manchester’s first 
auto dealer, died May 23. . 
* * 


Raymond L. Recknagel 
CHICAGO.—Raymond L, Recknagel, 48, 
co-owner of Ace Auto Sales, was found 
dead in his car, apparently of a heart 


attack. 
* * * 
P. S, Lake Sr. 
GREENVILLE, Tex.—P, 8S, Lake sr., 
85, a retired auto dealer, died May 28. 
ob * * 
Robert E. Haines 
SACRAMENTO, Calif. — Robert E. 
Haines, 50, owner of Haines Motors 
(Volkswagen), died here recently, He came 
to Sacramento from Los Angeles in 1954 
and opened the area’s first Volkswagen 


dealership. 
* * * 


John G, Ludwick Sr. 
POTTSTOWN, Pa.—John G. Ludwick sr., 
64, founder of Ludwick Motors, Inc., and 
an auto dealer here for 39 years, died 
May 27. He was a past president of the 
Pottstown Auto Dealers Assn. 
* * * 


Roy W. Gage 
LA GRANGE, Ind, — Funeral services 
were held June 4 for Roy W, Gage, 60, 
Dodge, DeSoto and Plymouth dealer here 
since 1936, who died in a doctor’s office 
after suffering a heart attack. 
* * * 


De Lyle Johnson 
ROCHESTER, Minn.—De Lyle Johnson, 
40, a Rochester auto dealer, died of burns 
May 28 in an explosion and fire aboard his 
pleasure boat at a dock in Wabasha, Minn. 


produce a given product partly de- 
termines the state of the retail 
market for the product. 

* * * 


— are only five major auto 
producers in the United States 
which turn out about two dozen 
lines. To further simplify matters 
for the consumer, national adver- 
tising has pretty well segregated 
the various lines into four price 
classes. Few consumers would con- 
fuse the Cadillac and the Corvair, 
although both are products of Gen- 
eral Motors. 

The appliance field, to take one 
example, is far different. The con- 
sumer and some people in the trade 
have no accurate idea of how many 
companies produce how many lines 
of each type of appliance. 

There are cases of one appli- 
ance-producing firm which turns 
out a single type of appliance 
that appears on the market under 
any one of three name plates— 
that of the company which pro- 
duced the appliance, the name 
of a competing appliance firm 
for whom the first company 
makes some appliances and the 
name of a marketing company 
which buys appliances bearing its 
nameplate from the producer. 
The furniture market is even less 
well understood by consumers. 
Furniture men feel that many con- 
sumers not only do not know the 
names of furniture firms but also 
have little idea about what con- 
stitutes quality in furniture. The 
consumer, who has a clear idea of 
what kind of service a Ford will 

give and what it will cost, can’t tell 
the best bedroom suit from the 
worst. 
* * * 

As A jeweler pointed out, there 

are exceptions to the rule that 
the consumer must be able to tell 
quality in order to go price shop- 
ping. He said that it is not uncom- 
mon for a customer to take a dia- 
mond to a competing jeweler for an 
appraisal. 

The customer may very well 
know nothing about diamonds. 
However, he can shop for a low 
price and then have the stone ap- 
praised to be certain that he is get- 
ting the quality he expects. 

3. The mechanics of shopping 
for a given product will also de- 
termine how much price shopping 
enters the market for that prod- 
uct. 

In a way, the auto industry is 
both the cause and victim of this 
problem. Without autos to move 
about at will, the consumer’s shop- 
ping would be confined to the limit- 
ed number of outlets that could he 
reached by other means, 

* * * 

7 builder, who is erecting 

homes on a desirable plot, is in 
a better position to control his 
prices than the mobile homes deal- 
er. The customer who wants to 
live in the desirable location must 
buy from that builder. The mobile- 
home buyer can do business with 
any dealer for the line of homes 
he likes. 

The frequency of purchase is 
also important. A housewife can- 
not spend two days shopping to 
get the lowest price on a can of 
soup for lunch, Price shopping is 
not frequent on seldom-purchas- 
ed goods and those purchased at 
irregular times—prescription 
drugs, homes and funerals. 
Whether a consumer can get a 
given product at a special, low 
price is largely determined by the 
retailer and the manufacturer, in 
cases where no laws or other re- 
straints on trade are used to keep 
prices stable. This brings up sev- 
eral additional factors which have 
a bearing on price competition. 

4. In the end, the retailer must 
meet his costs. In a profitable busi- 
ness, a given sale can be made at 
a loss and a series of losing deals 
can be taken for a limited time. 
Carried on as a policy, selling at a 
loss leads only to bankruptcy. 

* * * 


ue markup on good and better 
furniture and bedding is great- 
er even than the auto dealer’s 
markup of about 33% percent at 
list prices. Still, there is relatively 
little price competition on these 
products. 

There are several reasons for 
this, furniture men say. For one 
































thing, most consumers don’t know 
furniture and buy the store as well 
as the piece of furniture. 

In addition, there is heavy ex- 
pense in handling furniture at 
the retail level. Furniture and 
bedding cannot be stored outside 
like new and used cars, All furni- 
ture dealers have to get these 
high costs back, so prices on 
good and better furniture and 
bedding are fairly stable. The 
bulk of the markup must be re- 
captured to meet expenses, 

Many businesses do not have the 
service business that auto dealers 
do. Some auto dealers use service 
profits to absorb part of the new- 
car overhead. A jewelry store, too, 
is likely to have a service depart- 
ment, as well as a sales depart- 
ment to handle new items. 

On the other hand, few men’s 
clothing stores have a cleaning and 
tailor shop in the rear. 

5. The manufacturer’s drive for 
volume sales determines, in some 
measure, how much price competi- 
tion there will be on its products. 
All manufacturers want to increase 
the volume of their sales but some 
want to more than others. 

* * * 

| i! THE auto and appliance fields, 

there is a drive to sell as many 
as possible of a given model; first, 
to get back the cost of tooling up 
for that model and, second, to max- 
imize profits against the day when 
a given model sells very poorly. 

The more a factory has to pro- 
duce to make ends meet, the more 
it must send to its dealers. The 
dealer with a heavy inventory and 
more on the way is most likely to 
cut prices to move some of the 
stock. 

An emphasis on model changes 
puts an emphasis on moving 
what has been produced in a 








25-Year Dealer— 


Twenty-five years as a Chevrolet dealer 
was the mark achieved recently by Arthur 
L. Strayer, right, City Chevrolet Co., Kings- 
ton, Pa. Before he became a dealer Stray- 
er was retail selling manager for Chevro- 
let in Harrisburg, Pa. A. D. McNichol jr., 
Harrisburg zone manager, hands Strayer a 
plaque. Similar presentations were made 
to Dealers W. P. Kleinfelter, Kleinfelter’s 
Chevrolet, Jonestown, Pa., and Walter A. 
Sherwood, Nicholson, Pa. 


limited time. Slow sales upset 
this system and lead to distressed 
sales. Keeping the inventories 
moving is also important in sea- 
sonal lines such as women’s 
clothing. 

There are industries where the 
inventory is not so much of a prob- 
lem. For instance, there are some 
seed companies which will take 
back unsold stock at the end of the 
season, rather than have their deal- 
ers sell it at cut prices. However, 
seeds do not go out of style every 
year. 

* * Bs 

_— auto industry has a special 

problem in the area of volume 
sales. A lot of faith is placed in the 
value of finishing as high as pos- 
sible in the yearly sales race. 
While Chevrolet can promote the 
fact that it was the top-selling car 
last year, Who knows what was the 


Membership Gain Hailed 
At N.Y. State Meeting 


(Continued from Page 3) 


vehicles was not feasible or in the 
public interest at this time. As a 
result, some of our legislative lead- 
ers asked the manufacturers to in- 
stall seat belt attachment units on 
’62 models, instead of seat belts 
themselves, and we believe that 
these New York State legislators 
played an instrumental role in the 
events that led up to the announce- 
ment that the manufacturers will 
install the attachment devices on 
’62 models. 

“6. Our recent announcement of 
the formation of a Dealer Advisory 
Committee has been received en- 
thusiastically by our members and 
has been favorably described with- 
in the industry as a milestone in 
dealer association services. This 
group of outstanding dealers pro- 
vides confidential counsel to mem- 


Mo. Legislators 


OK Tax Break for 
Vehicle Makers 


ST. LOUIS.—Auto manufacturers 
in St. Louis and Kansas City can 
breathe a bit easier as a result of 
the combination use-tax and sales- 
tax bill approved by both houses 
of the Legislature. The measure has 
been sent to Gov. John M. Dalton 
for his signature. 

The bill exempts from the use 
tax all machinery, parts and mate- 
rials bought in other states for use 
in the manufacture, processing or 
compounding of an article to be 
sold ultimately at retail—and there- 
fore subject to the sales tax. The 
sales tax would be applied when 
the article is sold. 

Replacement parts and repair 
parts used for maintenance and 
manufacture of vehicles also are 
exempt from the tax. 

Before the bill was passed, there 
reportedly was some doubt about 
starting on 1962 models. There had 
been fears that some _ industries 
would pull out of the state if they 
were not permitted use-tax exemp- 
tions. 


bers who have acute problems in 
the fields of business management, 
finance and banking, contract ter- 
mination, disposal of dealership as- 
sets directly or by survivors and 
industry relations.” 

Approximately 240 dealers and 
their wives are registered for the 
three-day spring meeting at this 
Adirondack resort. Emphasis will 
be on the social side, with only two 
short morning business meetings 
June 12 and 13. 


HELP WANTED 


“BIG 2’? DEALERSHIP in southeast 
United States is interviewing applicants 
for general manager. Dealership is lo- 
cated in metropolitan trade area of one 
million people, dealership has new car 
potential of 800-900 units per year. De- 
sired age 35-45, must be conscientious, 
sober family man, expense control and 
sales aggressiveness a must. Have no ob- 
jection to offering buy-out proposition to 
right man. We want a man who can go 
no further with present employer and 
who has the recommendation and bles- 
sing of present employer. This dealership 
in second fastest growing county in state 
and is presently planning all new build- 
ing and facilities. Reply in confidence to 
Box 2571, c/o Automotive News, Detroit 
7. Would like photograph. 





SERVICE MANAGER, Growing 600 car 
per year dealership needs a completely 
honest man with ability to properly or- 
ganize fast-growing service department 
into a smooth-working, volume, profit- 
able operation. GM dealer in Southwest. 
Box 2555, De- 

troit 7. 


c/o Automotive News, 





SALES MANAGER 


High Volume Ford Dealership 
in Suburban Detroit 


Requires individual with general manager po- 
tential to build a solid, dependable sales 
force. Submit brief resume and references to 
Box 2565, c/o Automotive News, Detroit 7. 





top-selling refrigerator or line of 
men’s suits? 

The manufacturer — who has 
enough sales for his plant ca- 
pacity, no need to get back tool- 
ing costs in a limited time, no 
seasonal factors to contend with 
and a product that is easily and 
inexpensively stored — is in an 
enviable position, 

There are a few companies in 
such a position which can tell their 
dealers to keep prices stable at the 
retail level and back it up by can- 
celling the dealer who cuts prices. 
The names of such companies are 
seldom listed for publication, 

6. There is a special considera- 
tion in the auto industry which 
helps determine the character of 
the market and which is not gen- 
erally faced by other retailers, That 
is the necessity of taking in a trade 
on most sales. 

kK ~ * 

HE sale of a new car and the 

taking of a trade are really 

two transactions, Therefore, the 
auto dealer has about twice as 
much chance to lose money as any 
other retailer—the customer will 
shop from dealership to dealership 
to see how much he can get for his 
trade and how little he has to pay 
for his new car. 

Very few other retailing lines 
take in used merchandise, largely 
because a product has to be quite 
durable to have any value after 
some use. ; 

Some appliance dealers take in 
used merchandise and make a 
go of reselling it. Other dealers 
have found the market for used 
appliances thin. They offer very 
little for a trade. Frequently, the 
consumer keeps his old model. 
When one is traded in, it is fre- 
quently junked. 

Retailers in nonautomotive lines, 
at times, capitalize on the consum- 
er’s desire to get something for 
his used merchandise, A dealer will 
offer $5 for an old electric shaver 
with the purchase of a new one. 
This allowance is considered in set- 
ting prices and the used merchan- 
dise is usually junked by the re- 
tailer or manufacturer. 

The market for used merchandise 
is another factor that cuts both 
ways. While competing for used 
cars may drive down an auto deal- 
er’s profits, he would sell far fewer 
new cars if there were no used-car 
market. 

Next Week: How do auto 
dealers compare with other re- 
tailers on profits? 


3 Sign With Volvo 


ENGLEWOOD CLIFFS, N. J. — 
Volvo had added three dealers. 
They are: Strans Auto Sales Corp., 
1474 Jerome, Bronx, N. Y.; Im- 
ported Cars of Hampton, Inc., 1021 
W. Military Rd. Hampton, Va., 
and L & S Sales & Service, High- 
way, Benson, N. C. 





HELP WANTED 








OFFICE MANAGER- 


BUSINESS MANAGER 
Salary $8,000-$11,000 
Must have proven ability. 

BISHOP MOTORS, SANTA ROSA, CALIF. 
Ford dealer, 600 cars per year, 17 years in 
business. Apply Walter C. Hansel, president 
and general manager. 





GENERAL MANAGER for Midwest deal- 
ership, handling Lincoln-Mercury lines. 
Must be under 45 years’ of age, willing 
to invest $15,000. This is a volume deal- 
ership in city of 120,000. Dealer must 
divide time with other business, Box 
2566, c/o Automotive News, Detroit 7. 





osition Wanted 


this classification for the 


half regular rotes, 

word for each insertion. on 8 co 

sertion for use of a box union. ¢ Cash 
= advance. oo“ does not apply 
te dlipiny ods in this section.) 





SOUTHERN CONNECTICUT — Sales or 
general manager. Ten years’ automotive 
sales experience plus five years’ manage- 
ment experience. Presently employed, but 
interested in relocating. Also interested 
in purchasing. Box 2573, c/o Automotive 
News, Detroit 7. 
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POSITION WANTED 


AUTOMOTIVE SERVICE MANAGER, ex- 
perienced, interested in a responsible po- 
sition with an aggressive, absorption- 
minded dealer requiring personnel with 
ability to think at executive or shirt- 
sleeve level. Growth assignment preferred 
with potential based on results in terms 
of service profit. Box 2572, c/o Automo- 
tive News, Detroit 7. 


GENERAL MANAGER — sales manager, 
well qualified to take complete charge. 
Good organizer and closer, proven back- 
ground, Ford and GM experience, Box 
2540, c/o Automotive News, Detroit 7. 


WILLING TO TRADE—Youth (34), ex- 
perience (9 years’ new and_ used-car 
manager), education (college graduate 
and ex-schoolteacher), leadership (by 
example) and success (record of high 
gross profit in zone) For the op- 
portunity to work for a dealer that has 
a job with an unlimited future, Now 
manager in metropolitan Los Angeles, 
but have worked and enjoy small town 
also, Available when school is out in 
late June. Box 2567, c/o Automotive 
News, Detroit 7. 


GENERAL MANAGER or general sales 
manager, Young, aggressive family man 
seeks challenge with dealer who wants 
to go from red to black in thirty days! 
Proven method of controlled selling can 
get the job done for you, Seven years’ 
experience with one of the nation’s larg- 
est volume Chevrolet dealers, also Ford 
and import line, Background of no red 
ink management. Have new car manager 
who is powerful closer and finance man 
also ready to go. Willing to work hard, 
long hours, and accept compensation 
based on performance, Excellent char- 
acter references and recent photo upon 
request. If you need help fast contact 
Box 2556, c/o Automotive News, De- 
troit 7. 


DEALERSHIPS AVAILABLE 


CHECKER 


New Car Franchise 












Opportunity 
Checker Motors Corporation of Kala- 
mazoo, Michigan, builders of the 


Checker Marathon and Superba sedans 
and station wagons, are expanding 
their dealer program and are seeking 
profit-conscious new car dealers for 
open territories. 

Checker dealers are currently en- 
joying a very high gross and at the 
same time offering their customers a 
unique product with many highly dem- 
onstrable features. 

Dealers interested please 
call or write: 
R. G. Hudson, Vice President, Sales 
Checker Motors Corporation 
2142 N. Pitcher Street 
Kalamazoo, Michigan 
Tel: Fireside 3-612) 





DEALERSHIP TO HANDLE largest ex- 
clusive motor truck franchise, located in 
southern tier of New York State on di- 
rect route to metropolitan area. Truck 
potential 100 to 150 trucks per year. Ex- 
cellent opportunity in growing commu- 
nity, Correspond in strict confidence, Box 
2513, c/o Automotive News, Detroit 7. 


HANDLING OLDS-GMC TRUCK—Dealer- 
ship in North Texas panhandle oil and 
gas industry town of 11,500 population. 
Contact C. W. Brown, 901 Sherman, 
Denver 3, Colorado, AC 2-8777. 


SOUTHERN CALIFORNIA—Small agency 
handling GM dual, 125 new per year. 
Good money-maker. No real estate to 
buy, just inventory and equipment. Box 
2537, c/o Automotive News, Detroit 7. 


MUST SELL DUE TO HEALTH, dealer- 
ship in Texas handling Rambler. Neat, 
attractive building with adjoining used 
car lot, lower overhead than any com- 
petition. Located directly between Ford 
and Chevrolet in a city of 30,000 with 
large trade area, No blue sky, notes, 
accounts or used cars. No obsolescence, 
best in office furniture, fixtures and 
equipment including central air-condi- 
tioning and inter-com, $10,000 will han- 
dle. Write Box 2553, c/o Automotive 
News, Detroit 7. 


VOLKSWAGEN DEALER wants partner. 
Lifetime opportunity. Upper New York 
state. Must be automobile man. $50,000 
cash required. Please send details age, 
experience, etc. Box 2574, c/o Automo- 
tive News, Detroit 7. 

DEALERSHIP HANDLING DODGE, Long 
Island, New York region. No real estate 
to buy, just inventory and equipment. 
Established for many years. Box 2575, 
c/o Automotive News, Detroit 7. 

DEALERSHIP HANDLING FORD, metro- 
politan city, East Coast, 800-unit deal. 
High service absorption, Modern facili- 
ties for rent. Requires approximately 
$200,000 including working capital, Prin- 
cipals only, Box 2568, c/o Automotive 
News, Detroit 7. 

DEALER HANDLING OLDSMOBILE must 
slow down because of health, Will sell 
to young man on buy-out basis. Reason- 
able money down, long-term finance. No 
real estate, reasonable lease, New dealer 
receive full benefit of profits of agency. 





Box 2557, c/o Automotive News, De- 
troit 7. 

FOR SALE: 150 car dealership handling 
Ford, one of Indiana’s best, Owner in 
bad health. For Sale: Indiana’s finest 
Marina, net return in 1960, $46,000. 
Price buildings, equipment, machinery, 


home, etc. $165,000. Earl Jennings, Real- 
tor, Monticello, Indiana, 

DEALERSHIP HANDLING CHEVROLET 
located in central Michigan near state 
capitol. Has been a very profitable deal- 
ership throughout the years. Will sell on 
a five-year buy-out from profits, Reason 
for selling, buying a much larger dealer- 
ship, Must have factory approval, Box 
2558, c/o Automotive News, Detroit 7. 








CLASSIFIED WANT ADS 
BRING RESULTS 





NEW YORK STATE dealership handling 





















AUTOMOTIVE NEWS, JUNE 12, 1961 47 


ANTIQUE, CLASSIO CARS WANTED MISCELLANEOUS 


WANTED: MODEL A FORD touring. Wil! | qq... 
pay top price for good one, David Mc- 
WHY SETTLE FOR LESS... 


Credy, Sherburne, New York. 
No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


* 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 










CARS WANTED 


BUYING LATE MODELS: Limousines — 
sticks — automatics — lease — rentals — 
dealers stock, Buy in any state, Phil 
Sabatini, 1635 California St., OR 3-7884, 
San Francisco. Bonded dealer. 


DEALERSHIPS AVAILABLE 


TWO DEALERSHIPS available in the 
fastest growing area of Florida. I have 
a new building to lease suitable for an 
agency. Cocoa, Florida, NEwton 6-6248. 


DEALERSHIP HANDLING two popular 
makes of automobiles, Excellent used- 
car operation, In metropolitan Detroit, 
same owner for 30 years, Dissolving 
partnership. Complete stock of parts, 
equipment, tools, furniture, fixtures, etc., 
available for inventory cost, Land and 
building for sale or lease, Box 2559, c/o 
Automotive News, Detroit 7, 





SHOP EQUIPMENT FOR SALE 


PUBLIC. 
AUCTION 


Shop and office equipment, 
tools, parts, garage service 
equipment and parts bins. 














WE WILL PAY TOP DOLLAR FOR 


Mercedes-Benz 
OR 


Opels 


Any Year — Any Body Style 


STONE 















Ford, near Binghamton, 150 car and 
truck potential. Priced for quick sale, 
$18,000 buys inventory and equipment. 
Can lease building. Box 2560, c/o Auto- 
motive News, Detroit 7, 

FOR SALE—Dual handling General Mo- 
tors with four contracts, Potential 100 
to 150 new per year, Terms may be ar- 















ranged. Write: Box 2561, c/o Automo- BUICK & MERCEDES 
tive News, Detroit 7. 
DEALERSHIPS WANTED Box 388 STRAIN & STRESS. 
YOUNG MAN with family desires a larger 250 Broadway, Bedford, Ohio THURSDAY, *Cadalloy Steel Castings 
dealership, upwards of 400 planning po- BE 2-4400 Minimum Yield Point 





tential. Now handling a dual Chevrolet 
and Oldsmobile in Central states, Have 
factory approval and cash necessary to 
buy and wish to do so, Box 2569, c/o 
Automotive News, Detroit 7. 


YOUNG (32), ambitious university business 
graduate, long on experience and with 
ample capital, looking for GM deal, 400- 
600 PP. Location important, Prefer Mid- 
west but open to any good, progressive 
area. Confidential. Box 2570, c/o Auto- 
motive News, Detroit 7. 

WANTED: General Motors deal in Colo- 
rado, preferably Chevrolet. Will consider 
any good money maker, Box 2562, c/o 
Automotive News, Detroit 7. 


CHEVROLET OR FORD dealership want- 
ed within Chicago or 20 mile radius. 
Have factory approval and necessary 
cash. Will deal immediately, Box 2563, 
c/o Automotive News, Detroit 7. 

CHEVROLET, FORD, OR CADILLAC 
dual in Midwest, 300-700 new unit poten- 
tial. Have required operating capital and 
am ready to buy now. Your reply will be 
kept strictly confidential, Box 2564, c/o 
Automotive News, Detroit 7. 


SEE PAGE 26 
for the nation's 
TOP AUTO AUCTIONS 


JUNE 15TH 


10:00 a.m. until sold 


SYLVANIA AUTO 
SALES, INC. 


5703 NO. MAIN ST. 
SYLVANIA, OHIO 
(former Dodge dealer) 


46,000 Lbs. Per Square Inch 





CARS FOR SALE 





® 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 

FOR SMOOTH & SAFE 
TOWING. 
® 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


2 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . . $69.80 
Dealers’ 25% Discount .... 17.45 


IMPORTANT NOTICE 


Dealers are cautioned that before 
purchasing any import automobiles 
or trucks, they should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 















Sale conducted by Montpelier Auto 
Auction Co. of Montpelier, Ohio. 
“Liquidators, Auctioneers and 
Appraisers”’ 



















Ample Supply of 


CLEAN 
USED 


CARS 
1960 - 1959 - 1958 


MISCELLANEOUS 


WESTINGHOUSE SEAL BEAM BULBS 
No. 4001- No. 4002, $1.05; No. 6006- No 

6012, $1.15, prepaid in gross lots. Auto- 
motive bulb No, 1034, $14 per c; No. 
1154, $15; No. 1073, "$13; No. 67, $7; 
No. 57, $5.50 prepaid. Acme Sales Co., 
3885 Federal St., Camden 5, J. 











eee eee 


“ORIGINAL YELLOW BRAKE BAR" 







cu RY Automatic BraKinG | =t2"" SBR 
R ncnumnen caneel «= ten ana 
ae = lo ee oe MOTO.MATIC 

Ed Hogan 04-6000 | NEW ROADKING|| TOW GUIDE 





With Universal Swivel Action! 





Standard Four Point Hookup 





































with Regular Draw im” $3950 

$50.00 REWARD for the location of the ee Universal Wrist Action Bar ee cpemees, 
following person and automobile: Man COMPLETE WITH i. Dealers’ .0.B. Factory .......... eee 
known as Steven O. Scott (auto sales- ABLE LONG 36” DRAW $ 50 J | Dealers’ 25% Discount .. sve 14,95 
man), 1961 red Ford Thunderbird, Texas BEAM BAR AND STEERING Dealers’ Net with 4 $44 85 
License #CH 907, Motor #1Y71Z PORTABLE DUAL CONTROLS GUIDE CABLES Standard plus 2 Large = 
122776. Write or call: Harold Ensey, " Adapter Clamps Fed. Tax. Inc. 
Northgate National Bank, El Paso, | Recommended for Driver-Education Cars by 4 Point $4 00 
Texas. the Auto-Industry Highway Safety Committee Ow in Hook-Up 









and by Chevrolet, Ford, Plymouth and Ram- 
bler for all their models, including compacts. 








"ON THE BALL" 








DEALER SERVICES 


















































Automatic transmission $25; standard $30. * 
Money back guarantee, PORTABLE DUAL TRAIL KING $3750 T W PILOT 
. CONTROLS, INC., 170! Balmoral, Detroit 3, BALL BAR...... 
1961 Auto Costs! Mich. Compac-Tow Intra- * $3750 with *Cadalloy Steel Safety Coupler 
Discover how much your Deal's cars really State Tri-Bar .... Dealers’ List F.O.B. Factory ................§51.00 
cost. The book, "AUTO COSTS," gives you PARTS FOR SALE SPECIAL, 3 FOR $100.00 Dealers’ 25% Discount ............:0.0000 12.75 
the faateny eaten prices of all 1961 melons LLOYD PARTS for all models, Complete Sed dest kee $38. 25 
2 ; i , and tock. Fast ice, Foreign Cars C % tandar 
cars ‘oreign cars, 4 American trucks, an stoc ast service, Foreign Cars yan NOW AVAILABLE! BERLUTI GEE HOOK Adapter be ps Fed. Tax. Inc. 





ration, 1812 South Andrews Ave., ALL CON-VER-TOW 3-in-1 ADAPTOR 





all their equipment. Used by dealers and 


































banks nationwide. Order your ‘61 edition; auderdale, Florida. JA 2-7491. COUPLER—-CONVERTS Any TOW BAR 

today for only $10—three year subscription $18] LLOYD PARTS—complete stock, Prompt - Fit ALL 2” $1295 

(including all supplements). shipment, Green County Motors, Cats- Oe WIE scxsstnsersensed ONLY Substantial Discounts 
kill, New York, Phone: 2000. Carrying Bags .................. $2.00 & $3.50 

















To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders in the Industry 
since 1939" 


ig Bags 
SAFETY CHAINS, set of 2, only......$2.95 


Our Dealers’ Net F.O.B. Factory Prices 
Include Federal Excise Tax 


Tow Bar Sales Co. 


Exclusive Factory Distributors— 
U. S. A. and Export 


DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect 5 pes", 
40 So. Clinton St., Chicago 6, Ill. 





IN A “‘BIND”’ for a slow moving Chevro- 
let part? Try Bill White Chevrolet, Tulsa. 
$250,000 inventory perpetually controlled. 

PARTS WANTED 

WANTED—RAMBLER PARTS and serv- 
ice outdoor sign. Lund’s Auto Sales, 
Tomah, Wisconsin. 

BUSES FOR SALE 


AUTO COSTS, Spencer Publishing Company, 
Liberty, N. Y. 


























TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning Power" booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 


10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 


2,000 


HARD-HITTING AD HEADLINES 
FROM 1,000,000 DEALER ADS 
More than 1,000,000 dealer newspaper ads 
were scanned; 50,000 clipped, analyzed; 
2,000 ageless Headline and Copy Ideas of 
every type and kind were selected for this 

56-page book. Veteran Dealers say: 



























SCHOOL BUSES 


150 — USED 


Ford, Chev., Dodge, Int'l., GMC 
1955-1961 — Capacity 54-66 
Good Mechanically — Clean Bodies 
Good Paint — Tires 
From $1,200 up, Terms 
Immediate Delivery 
COUNTY SCHOOL SERVICE, INC. 


23 re St., Danbury, Conn. 
. Egan—Tel: Pl 3-4437 




















New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 






















TRUCKS FOR SALE 


1960 CHEVROLET §8-passenger Carryall, 
4-wheel drive, ready for owner. 1,700 
actual miles, 6:50 x 16-6 ply M & § tires. 
$2,075. Bodnar Motors, Inc., 209-19 8S. 
Washington St., Van Wert, Ohio. 


NEW 1961 CHEVROLET 4-wheel drive 
dump truck with snow plow. Model 
#C6203, V-8 engine, 5-speed transmis- 
sion, 8:25 x 20 tires, 9x 7’ body, Napco 
front wheel drive, Good Roads #112 
plow, lights, mirors, etc. Must sell im- 
mediately—below dealer cost, Complete 
specifications write: E. F. Moore, Inc., 
Conshohocken, Pa. 

(1) 1957 Model B 42 tandem, 14 yard 
dump Mack truck, Good condition, 
$4,500. Apply John R, Clark, Jr., Clark 
Auto Parts Co., 1409 West Broad &t., 
Savannah, Ga., phone AD 6-1503, 


ANTIQUE CARS FOR SALE 


1915 BUICK C37, 1916 CHEVROLET 490. 
These cars rup and look like new. Photos 
available upon request. Thibert Chevro- 
let and Buick Co., Red Lake Falls, Min- 
nesota, 













AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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“Most useful idea file I've seen."' N.Y. 
“All dealers need this selling tool." Fla. 
"Worth many times the nominal price."’ Mo. 


"Profit-making ads dealers need now!" 
Utah 


“NEWSPAPER ADVERTISING MADE EASY” 
Order you’ copy NOW. Only 


Dealer Development Associates 
P. O. Box 1853, Daytona Beach, Fla. 


Here's our check for $5.95. Rush ad book: 
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TRADE CONNECTION: 


Truck Dealer [] 
Insurance [] Financial [] 






Car Dealer [] 
Jobber [] 


Manufacturer [[] 
Supplier (J ; 






Firm Name 
Address 
City__ 
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Arthur Corradini, superintendent of McFarland & Hullinger, 


uranium ore haulers, tells how Spicer main and auxiliary transmissions 


save time and money in hauls over rugged Western terrain 


“Our rigs negotiate some of the steepest 
mountain roads in the country,” says Mr. 
Corradini. “About 50% of our routes are 
over off-highway dirt and gravel roads. Tem- 
peratures range from 10° below zero to 105° 
above—at times, our trucks fight 8-foot-high 
snow drifts. Even when the roads are plowed 
we have to ‘grind’ over 18 inches of packed 
snow! 


“Our drivers drive these trucks over rough 
roads and up steep inclines seven days a 
week, two shifts a day. Each truck logs 
about 10,000 miles a month. Our fleet con- 
sists of 46 Kenworth trucks—and they’re all 
equipped with Spicer 4-speed main and 
Spicer 4-speed auxiliary transmissions. 
Clutches, by the way, are Spicer 14-inch 
2-plate models. Universal joints are Spicer 
1700 Series at the forward end and 1600 
Series at the rear end. 


“Why do we specify Spicer components 
for both original equipment and replace- 
ment? That’s easy to explain. Their dura- 


bility has enabled us to hold costly service 
trips down, and we can keep a small parts 
inventory because Spicer replacement parts 
are readily available everywhere we operate 
—Colorado, Utah, Arizona, Nevada, Cali- 
fornia and Wyoming.” 


FOR TRUCK DEALERS THIS MEANS... 
that you can help your customers save dollars 
—and plenty of them—by recommending 
Spicer components when they buy new trucks. 


Tear this page out—and show it to your 
customers. Let the facts and the experience 
of McFarland & Hullinger speak for them- 
selves. Here’s proof—and only one example 
among thousands—that Spicer components 
cut operating costs as no others can. 


Want names of other fleets that specify 
Spicer and save? We'll be glad to send them 
to you. And, if you want to know what Spicer 
components are available, write the truck 
manufacturer or Dana Corporation, Toledo 
1, Ohio. 


SPECIFY SPICER! 


— DAA 


CORPORATION 


Toledo 1, Ohio 


Arthur Corradini, right, inspects Spicer 1700 Series universal 
joint after mechanic Lawrence Schaublino has pronounced 
it ready for many more thousands of miles. 


Ratios of the Spicer 8045 4-speed main transmissions in 
these Kenworth trucks are so spaced that they are func- 
tionally split or compounded with the ratios of the Spicer 
8341 4-speed auxiliary transmissions. This provides a gear 
ratio for every operating need—speed, torque, power and 
economy—in the rough, rugged ore hauling business in 
which McFarland & Hullinger are engaged. Benefits of this 
wide, flexible range of gear ratios are (1) bigger payloads 
can be hauled (2) more trips can be made (3) maintenance 
and operating cost is lower. 





